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AccorDING to a recent survey, over $50,000,000 from a total of $2,300,000,000 in 
bonus money will be expended for household furnishings, including silverware. 
Therefore, as a gift of lasting remembrance, that may be handed down from 
generation to generation, 1847 Rogers Bros. has designed the “‘Bonus Special’’ to 
enable you to take advantage of the largest silver market that ever existed. 
Bonus Specials are in three sizes: 


Chest No. 1 for One Bond ($50.00) Chest No. 2 for Two Bonds ($100.00) 
Chest No. 3 for Three Bonds ($150.00) 


Your share of this business depends on your aggressiveness in selling quality 
silverware at a time when this huge ‘‘Bonus Market’’ is seeking a wise gift and a 
solid investment. Money put into a silverware service that will last a lifetime is 
better invested than in less permanent things. 

This is truly a silverware opportunity for you. 

Get your share . . . plan your activity . . . see our representative or write now 
for further information. 


1BA7 ROGERS BROS. 


AMERICA’S FINEST SILVERPLATE 
A PRODUCT OF ([I\S) INTERNATIONAL SILVER CO., MERIDEN, CONN. 


Reg. U.S. Pat.Off. 


























Elgin Diamond Watch 
No. 9020—10K White Goldfilled. 


No. 9021—10K Yellow Goldfilled. 
20/0 size 15J—semi-Baguette 


2 fine color carefully selected 
Diamonds 






Very smart looking and appropriate 
for graduation 
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| for the Graduate. .~ the Bride 
a Use The Benj. Allen & Co. Catalog for 
What To Buy ~ —~ — What To Sell 


“Little Christmas” is coming, the second most important gift season of the 
year. The graduates and the brides of your community will be receiving 
many presents of jewelry and silverware . . . will you be selling them? 
The Benj. Allen & Co. Catalog contains a complete line of the newest and 
finest in gift merchandise. Without a large expenditure for stock, you can 
meet every requirement, and make your selections from recommended items 
that are salable and smart. If you haven’t a copy of this great buying guide, 
we'd be glad to send you one at once. 


BENJ. ALLEN & CO., inc. 


, The Silversmiths Building 
© 10 SOUTH WABASH AVE. CHICAGO, ILLINOIS 
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SPEAKING OF 


THE _Jeweiry ‘Rave 


“| wish to 


inform you that neither the Bulova 
Watch Co. nor any of its of- 
ficers or directors are interested, di- 
rectly or indirectly, in the Wittnauer 
business’ —is the statement made in 
a letter to this journal by Ira A. 
Guilder, vice-president of the Bulova 
Watch Co., as a result of the numer- 
ous inquiries directed to us by various 
branches of the trade. 
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Laie 10 years 
in Siam and Indo-China I never saw 
a naturally blue zircon,” C. A. Allen 
of Cranberry, N. J., gem importer, 





told New York members of the 
American Gem Society in an explana- 
tion of the natives’ practice of heating 
the yellowish and brownish zircon 
pebbles at temperatures of 1200 de- 
grees Fahrenheit and more in char- 
coal stoves to obtain brilliant blue, 
brown and colorless jewels. 
“Cambodia in Indo-China now 
yields more zircons than Siam,” he 
continued. “Brown-skinned natives 
find the pebbles in alluvial deposits 
not more than eight feet below the 
surface of the ground, and subject 
them to various degrees of heat, the 
best blue being generally produced 
at 1200 to 1300 degrees Fahrenheit 
and brown hues and colorless stones 
at higher temperatures. To produce 
the latter they use a double stove 
equipped with a five-foot chimney 
and a draft vent, which forces a 
fierce heat. This firing business, how- 
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ever, apparently is without set rules, 
mostly a matter of trial and error. 
Sometimes stones are heated five or 
six times before the desired coloring 
is achieved. Less fine pale blue stones 
resulting from the first or second fir- 
ing are frequently made colorless by 
repeated treatment. Do blue zircons 
‘revert’ to brown? This has been 
claimed by some jewelers, but I have 
yet to know of a fine blue fading 
noticeably.” 

An acid mixture poured over the 
zircon one desires to decolorize is an 
alternative method of producing 
transparent gems, Mr. Allen said. 
He told of transforming brownish 
stones into blue ones by heating them 
in an electric furnace and of making 
others into colorless transparents by 
the acid route. Both of these experi- 
ments were conducted in a laboratory 
at his home. 
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Fred Diensbier, 


77-year-old retired jeweler of St. 
Louis, prizes 49 autographed base- 
balls, gifts from his friends—stars of 
the diamond from Ty Cobb down to 
the present day—and in all St. Louis 
no fan will watch the 1936 pennant 
chase more eagerly. “Back in 1916, 
Ty Cobb gave me my first auto- 
graphed ball,” says Mr. Diensbier. 
“For years I sat in a box above the 
visiting team’s dugout and made 
friends and kidded with many play- 
ers.” 

Retiring after 40 years in the 
jewelry business, Mr. Diensbier be- 
gan to watch baseball games in real 
earnest in 1921. Mrs. Diensbier 
didn’t want to become a_ baseball 
widow, he recalls, but she learned to 
make her husband’s baseball enthusi- 
asm pay dividends. “I’ll save my 
rainchecks,” he told her, “‘and at the 


33 








At: : 
EWELERS C(IRCLULAR- 


™ AYLI LS 





end of the season I'll give you just 
as much money as I’ve spent on base- 
ball.” It was a bargain. He at- 
tended 109 games at Sportsman’s 





Park at $1.75 each and Mrs. Diens- 
bier received a check for $190.75 at 


the season’s end. 
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The value of 


THE JEWELERS CIRCULAR - Key- 
STONE as a profitable advertising 
medium for wholesale and manufac- 
turing jewelers is clearly indicated by 
the types of inquiries and orders re- 
ceived by companies which are spon- 
soring the Pittsburgh section. One 
prominent jobbing house recently re- 
ceived an inquiry from far-away 
China . .. another from South Amer- 
ica. All of which tends to raise one 
pertinent question—what makes an 
advertising medium valuable? 

Max Wolfson, of Wolfson and 
Grau, manufacturing jewelers in the 
Clark building, Pittsburgh, believes 
it’s the editorial content of the maga- 
zine, and in commenting upon the 
results which they have obtained, he 
said: “I never realized that THE 
































JEWELERS’ CIRCULAR-KEYSTONE was 
so widely read. As a result of our 
advertising, we have actually opened 
up new accounts from Vermont to 
Texas,” and then he proudly showed 
the writer a letter just received from 
South America. “We will continue 








to place our advertising where we 
get results.” And more bouquets, this 
time from Louis C. Corbin of the 
Samuel Weinhaus Co., also of Pitts- 
burgh. To quote Mr. Corbin, “ad- 
vertising places your company on the 
stage. If you expect to be in busi- 
ness tomorrow and next year, why 
not tell the trade about it and solicit 
their patronage?” 

A magazine, to be valuable to the 
advertiser, must be read. To accom- 
plish this it becomes incumbent upon 
the publisher to print the news and 
publish merchandising helps which 
the reader can employ to advantage 
in his own business. Obviously, this 
is made possible only through ade- 
quate advertising support. Francis A. 
Keating, president of the Grogan Co., 
Pittsburgh, fashionable retail jewel- 
ers, hit the nail on the head when he 
said: “I’m glad to see the news and 
advertising now coming out of Pitts- 
burgh. This is an important jewelry 
center and I have felt that the trade 
here, in the past few years, has suf- 
fered from a lack of it.” And Mr. 
Keating speaks with authority for he 
is a successful merchant and business 
man. 
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Satine jewelry to the 
movie colony people whose incomes 
are in the higher brackets is not all 
the easy proposition that it seems. 
Talk to some one like M. Reingold, 
whose rooms are right in the heart 
of the Hollywood business at the 
famed corner of Hollywood Boule- 
vard and Vine St. and he will tell 
how the general run of jewelry is not 
salable with him. “There is only one 
class of people who are really jewelry 
minded in Los Angeles and vicinity 
and they are the folks in the motion 
picture industry. Bankers, big real 


estate operators, business men are not 


spending important money for jewelry 
right now, any more than they have 
been doing for the past several years,” 
says Mr. Reingold, and adds that: 
“There is an obvious reason why it is 
hard to sell our best potential cus- 
tomers good jewelry—they have al- 
most everything. Within a few days, 
Mrs. Gary Cooper went down the 
line with us, looking at all the items 
we carry in stock or might suggest 
to her which would be a nice gift 
to her husband. ‘He has that’ seemed 
to be the answer to all shown. Al 
Jolson is one who is constantly look- 
ing for something nice that is out of 
the ordinary. No clientele is so dis- 
cerning or knows as much about the 
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real value of jewelry as the picture 
people. They have been educated for 
a long period of time on the fine 
points of jewelry buying and design- 
ing. They know the merchandise, 
the workmanship, as well as how to 
accurately judge the value of stones 
and finished products. This keeps us 
constantly on the lookout for indi- 
vidual pieces which our customers do 
not already possess. Money is never 
a consideration with the prominent 
stars, provided we can find some new 
creative jewelry which appeals to 
them. Right now the popular thing 
for both men and women are the star 
rubies and the star sapphires. A gen- 
uine drawback here, is that we have 
hard work getting them fine enough. 
One woman star has an 83 carat star 
sapphire and one weighing a full 183 
carats, now she wants one over 200 
carats. Gold jewelry is coming back 
strong, for which we are duly thank- 
ful, consequently we are making up 
many special items which are unusual. 
One of the hardest things we have 
to find is useful novelty jewelry for 
the men. One of the most popular 
things is a combination money clip 
and watch.” 
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An advertisement 
by Holdsworth & Pearce in an El 


Paso, Texas, newspaper which was 


headed “We Are Jewelers Not 
Magicians” attracted an unusual 
34 








amount of favorable comment. We 
reproduce the text of the advertise. 
ment in full as follows: “Frequently 
El Pasoans have noticed jewelry ad- 
vertising similar to the following: 
‘$300 diamonds, especially priced dur- 
ing this sale, $150.’ Anybody who 
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7 
can sell a diamond actually worth 
$300 for only $150 is either a magi- 
cian or foolish—but he is certainly 
not a jeweler, because jewelers can’t 
give away merchandise and stay in 
business. 

“We don’t pretend to be able to 


sell a $300 diamond for $150 but we 
do sell $300 diamonds for $300.” 
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Walter Plunkett who 


has just finished designing the cos- 
tumes and jewelry for the latest 
R-K-O picture, “Mary, Queen of 
Scotland,” said just prior to leaving 
Hollywood for New York, “Luxury 
styles always go in cycles, so for Fall 
we look to this season as a most 
lavish one. Last year saw a great 
abundance of exotic things in jewels, 
furs and clothes. This fall will be 
even more lavish and luxurious. Tex- 
tures and fabrics will play a more 
important part for Fall than will 
color, as we always go back to darker 
colors for Fall. This means velvet 
suits and coats heavily embroidered 
and lavishly trimmed with fur. In 
this connection, suitable jewels which 
go with this afternoon costume will 
also be rich in keeping with the rest 
of the ensemble. Materials for 
clothes will be heavier and _ richer 
than used last year. While there will 
be lots of metal used in clothing, it 
will be used with more reserve than 
last year. Many new jewelry items 
have been worked out for this picture 
which I believe will have a real effect 
on immediate jewelry styling. I see 
a real swing toward men wearing 
more jewelry. Now that men are 
becoming more color conscious, and 
are wearing colors in their daily 
dress, they will look for many more 
jewelry accessories as a means of 
brightening up their every-day 
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clothes color scheme. I myself am 
having my shirts made so that I can 
wear cuff links. Men of my acquain- 
tance and men I have observed are 
gradually wearing more and more 
birthstones, and their scarf pins are 
more heavily carved.” 
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— L. Preiss, 
president of the Pierce Watch Co., 
New York City, says that he believes 
that the trend toward special watches 
for special occasions will be respon- 
sible for making the coming year 
one of the biggest years in the indus- 
try. Mr. Preiss believes that every- 
thing possible should be done to culti- 
vate this consumer awareness that 





“there is a watch for every occasion.” 
“All of the advertising promotion 
and publicity possible should be put 
behind this idea,” he says. “A great 
deal has already been done in this 
field by alert manufacturers, jewelers, 
and department stores, who have been 
quick to seize upon this trend toward 
specialization and to promote it to 
the fullest extent possible. The scope 
for tying up watches with fashion 
trends is unlimited in women’s 
watches. In the man’s watch field, 
the ground work toward ‘specializa- 
tion’ has already been laid with the 
lapel watch, the wrist watch and the 
pocket watch,” adds Mr. Preiss. 
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I, seems that we 
don’t have enough precious stones— 
that the diamond, the emerald, the 
ruby, the topaz, the sapphire and the 
amethyst, to mention only a few, are 
not sufficient,” says a recent issue of 
a Belgian horological journal. The 
article continues as follows: “A new 
stone, as yet without a name, has been 
discovered on the banks of the Shika- 
pur River in the states of the Rajah 
of Baroda. It is a fine grayish blue 
and transparent. Its refractive index, 
which one might call its brilliancy, 
is 2.2, which classes it immediately 
after the diamond, with an index of 
2.4, and before the sapphire, which 
is only 1.76. ‘Till now the new stone 
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has been found only in small bits. The 
search is continuing, with hope of 
gathering enough stones to make a 
crown for the Maharanee of Baroda. 
No doubt a name will soon be found 
for the small grayish-blue stones.” 
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© ae A. Hammarstrom, 
who was formerly associated with 
Marcus & Co., Fifth Ave., New 
York, jewelers, in commenting upon 
a suggestion by William E. Lynch, 
15 Maiden Lane, New York, that 
the automobile industry put off its 
show until after January 1, and there- 
by give the jewelry industry “the 
only one break we get all year long, 
which is the November and Decem- 
ber business,” suggests instead the 
holding of a “Jewelry Week” in the 
early fall and that during this week 
the jewelers in various cities get to- 
gether and promote jewelry on a co- 
operative basis. “Such a joint en- 
deavor will accomplish far more than 
jewelers can accomplish separately. 
Such a campaign will mean additional 
sales to each jeweler, will make the 
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public jewelry conscious, and will 
tend to protect the jewelers’ share of 
the customers’ purchasing power. In 
fact, the best possible expression of 
this cooperative idea would be to hold 
a National Jewelry Week,’” says 
Mr. Hammerstrom. 








LOOKING AHEAD 


—National City Bank of New York City re- 
cently made a tabulation of over 2000 in- 
dustrial, public utility and financing com- 
pany profits for the year 1935. 

—Results showed a gain of 42 per cent over 
profits of preceding year. 

—If improvement, such as the above would 
indicate, is possible under present unsettled 
world conditions, imagine the prosperity 
picture under a more normal working of 
social and economic influences. 

—It would be folly to expect a full solution 
of our staggering problems within the next 
few years. 

—But it’s a safe bet that each year will see 
definite and inspiring progress towards a 
better-than-ever world to live in. 


President 
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W. have just had 


an incident which may be of interest 
to the jewelry trade,” writes J. L. 
Alperin of the Eastern Smelting & 
Refining Co., Boston, Mass. This is 
the incident as related by Mr. Alperin: 
“A manufacturing jeweler sent us 
his usual accumulations of sweepings, 
water settlings, polishings, and acid 
solutions in a large 55-gallon drum 
to be refined for the precious metal 
content. The contents were just one 
mass of mud. He advised us that he 
had lost two diamonds while washing 
rings and asked us to keep our eyes 
open for these diamonds which he 





valued very highly. Recovering these 
two diamonds from the barrel of mud 
is like finding a ‘needle in a hay- 
stack.’ Upon the arrival of his bar- 
rel at our plant, his shipment was 
processed for the precious metal con- 
tent in such a way that the two dia- 
monds, one a fairly large one and the 
other a smaller one, were recovered 
and returned to Mr. Kahn, without 
extra charge to him.” 
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Viewanai attacking those 
“unfair critics’ who “seek to dis- 
credit advertising without regard to 
the truth,” the National Better Busi- 
ness Bureau declared that reputable 
publishers sacrifice millions of dollars 
in rejected advertising copy which 
fails to measure up to the standards 
they have set for the protection of 
their readers. The Bureau’s remarks 
were contained in its annual report 
to periodical publishers covering the 
seventh year of a program dating 
from a trade practice conference be- 
tween publishers and the Federal 
Trade Commission held in 1928. 
Since that time the Bureau has been 
cooperating with publishers to assist 
them in keeping their columns free 
from harmful or fraudulent adver- 
tisements. During the past year, the 
report states, the Bureau secured the 
correction of unfair or misleading ad- 
vertising or selling practices in up- 
ward of 180 cases, while 135 bulletins 
were issued to the cooperating pub- 
lishers. 













By Fred E. Kunkel 


“It is not so much how big a showing 
you make on the printed page as it is 
how well you do it,”’ says Mr. Wright. 
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I, is not so much the way 
you do it as what you do that counts,” says W. H. Wright 
of Galt & Bro., Inc., jewelers and silversmiths in Wash- 
ington, D. C. “Successful advertising is not a question of 
how big a splurge you can make on the printed page, but 
how well you can do the job so that your public will see, 
read your ad and act, no matter how much space you 
occupy. 

“We get good results from consistent advertising in 
small space in the local Shopping News, for example. De- 
pending upon the item we select, sales may run anywhere 
from a dozen to a gross in a single day. Of course, it all 
depends upon the popularity of the article and its public 
acceptance. 

“We have been using space consistently now for over a 
year and we have found the items which will sell and 
those which won’t. So we repeat the things that sell peri- 
odically in cycles and meanwhile try some new ones to see 
how they will go. 
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That patterns, some of which are more 
than 100 years old, exactly agree with 
the tastes of very modern brides, indi- 
cates the authenticity, the richness, the 
true artistry of Kirk motifs. And Kirk 
patterns are NEVER discontinued. 
The four popular designs illustrated are 
but a few of those on display at Galt's. 
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Remember, when you choose, that Kirk 
Sterling is always reasonably priced! 
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William H. Wright 


“The sole argument used on the front page of the 
Shopping News is price appeal. All the other merchants 
also use a two-inch by one-column ad, featuring some one 
article which is on sale one day only, and no mail or phone 
orders are taken. ‘The buyer must come in in person for 
it. Thus it is easy to keep track of its selling appeal. If 
they come in the next day, well, it is just too bad. The 
rule is inflexible—one day only, Wednesday. 

“We use the idea largely to bring new faces into the 
store. And price appeal is very helpful. After all, adver- 
tising has but one primary object. You have something 
to sell. Something which will bring people into your 
place. You cannot sell the passer-by on the pavement 
because you have no opportunity. Getting them into your 
store is your opening opportunity. 

“Tn selecting the item, you must pick out one of popular 
use, so we feature items of general utility such as a bon- 
bon dish, for instance, stag knife and fork, sandwich 
plates, silver pen knife, silver candlesticks, salad sets 
(Hollywood with silver handles), silver-plated water 
pitchers, silver-top jelly jars, salt and pepper sets, silver- 
plated casserole, sugar and cream sets, silver-plated vege- 
table dishes, an item which brought in a great many 
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A SQUARE POLICY 


Real bargains are not a matter of mere dollars 

are determined instead by the actual value of what jon none for 
the amount you pay. The name of Galt's has stood for high quality 
in Washington for more than 133 years.’ Present business condit > 
oflér a strong temptation to cut corners for the sake of price proeer 4 
But Galt's has not and will not make any compromise with qual , 
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in order to create the impression 
of offering bargains. The orig- 
inal policy of QUALITY 
FIRST continues te Dreserve the 
standard of excellence in what we 
sell—at ANY price! Shop at 
Galt's . . . where it costs no more 
to buy a recognized standard of 
quality. 


tive silver pattern. 


— 








Amethyst 


February's 








|GALT & BRO, inc. 


I) Vewelers and Silversmiths for Over 133 Years | 


| 607 13th St. N.W. 
! Respons! 


Birthstone 


Symbol of sincerity. Galt's 
are featuring & wide ve- 
riety of settings for this 
lovely gem, among which 
there are sure to be sev- 






ESTABLISHED 1802 






PERSONAL 


iamond Bracelet, illustrated above, $65 





thie Charge acccente OF 5 F&G Sts. j 





eral to appeal to you 














a 


EXCLUSIVE WASHINGTON AGENTS FOR TRE FAMOUS KIRK $7. 


—== 


has. 
ERLING 51L\ cawane - 








JEWELRY 


Styled As You Want It— 
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Some typical 
specimens of 
newspaper ad- 
vertising which 
are bringing 
customers to the 
jewelry store of 
Galt & Bro., Inc. 





people. . Take, for instance, sterling silver bracelets. 
People for several weeks afterward were bracelet con- 
scious, and vanity cases brought more than a hundred 
people into the store that day. 

“We find that more than seventy per cent of those 
buying have not been in the store before and were new 
customers who became familiar with our location. It all 
depends upon the time of the year you run it. The price 
varies anywhere from a dollar up to $5, as, for instance, 
$1.75, $2.35, $2.75, $3.35, $4.35. And the small ad has 
two distinct advantages. It can be run at low cost on 
sales and it always gets reader attention because of the 
special price appeal. People reading that ad know it is a 
good buy. 

“But we believe in variety in our advertising. For in- 
stance, we will run an ad featuring flatware patterns and 
this advertisement will make people look to see what kind 
of silverware Galt is showing now. We try to show pat- 
terns with special design appeal, sometimes featuring prices 
in connection with them, or we may omit all mention of 
price. 

“Then we will run an institutional ad under the head- 
ing of ‘round remarks’ concerning a square policy, in 
which we point out that real bargains are not a matter of 
mere dollars and cents, but are determined instead by the 
actual value of what you receive for the amount you pay, 
featuring the fact that the name of Galt’s has stood for 
high quality in Washington for more than 133 years. 

“While present business conditions offer a strong temp- 
tation to cut corners for price appeal, the only price appeal 
we use is in the Shopping News in the small ad. We do 
not make any compromise with quality in order to create 
the impression that we are constantly offering bargains. 
Quality first—standard of excellence—at any price, is 
worth more than a poor bargain. 

“Advertising is like medicine. You cannot always see 
it work, but you can often feel its effect over a period of 
time. And it plays an active part in selling jewelry and 
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“Class” ads, institutional ads and 
“price appeal” ads keep Washington, 
D. C., newspaper readers interested 
52 weeks each year in Galt & Bro., 
Inc., whose sales promotion motto 
is: ‘Keep your name constantly be- 
fore the public; it’s the cumulative 
effect that really counts.” 


seems 








silverware if each ad is given a definite task to accomplish. 
That is why we use variety—a class ad, featuring pat- 
terns, many of them more than 100 years old, but which 
exactly agree with the taste of the moderns; an institu- 
tional ad, featuring the fact that a bargain is not always 
a bargain, but a thing bought at Galt’s carries with it the 
excellence of quality; and a weekly ad in the Shopping 
News featuring an article of popular use at a popular 
price. And we have found this varied form of advertising 
productive of good results. 

“Keeping your name constantly before the public is 
what counts. Out of sight, out of mind, is a saying that 
applies most assuredly to the jewelry business. We use 
the vehicle of advertising for publicity as well as sales 
purposes, to get people interested in buying here and to 
win their confidence. In our weekly price appeal we bor- 
row a merchandising thought from the chains, and in our 
institutional advertising We stick closely to reputation 
which makes no compromise with quality. 

“The cumulative effect is what really counts. The 
constant appearance of your advertising in the daily news- 
papers, week in and week out, rather than one big splurge 
a month. We feel that continuous honking our horn is 
far better than one loud blast. It makes a deeper im- 
pression.” 









by 
ROSSELLA 
DAWSON 


Flere comes the bride! 


June still remains the favorite month for weddings in all 
but a few cities of the United States, and May is the 
month when alert jewelers can be most helpful to brides- 
to-be and their friends as gift counselors. Before the organ 
plays the wedding march, there has been many a march 
to the jewelry store. 

Helping the bride select her silverware is one of the 
most important functions of the jeweler, who in this 
instance, I repeat, plays the role of counselor rather than 
merchant. 

The modern bride visits her jeweler weeks, sometimes 
months, before the nuptial day, and selects a silverware 
pattern. At this time we record her name, address and 
telephone number, as well as the style of engraving she 
desires. With this information in our files, we can offer 
valuable advice to her friends when they purchase wed- 
ding gifts. 

A letter to the bride and her mother to visit our store 
and inspect the latest silverware patterns, arranged on 
fully set tables, is usually of interest. In this way, we 
learn just what pattern pleases her and we use this infor- 
mation in making sales to her family and others. We also 
try to build up as complete a list as possible of prospective 


Window display used at the store of T. C. Tanke, Inc., Buffalo, N. Y., to promote June silverware sales. 


THE BRIDE AND HER SILVER 
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customers, with parents and relatives of the contracting 4 


parties, of course, given first consideration. 


We keep a careful list of sales, and use it as a check @ 


on duplicate pieces if the occasion arises. 


Nothing in the whole world is more vital to the bride ~ 
than the success of her wedding, and she wants every- 7 


This 


thing to be in harmony with its dignity and beauty. 


means that she will be satisfied with no substitute for 7 
sterling silver tableware. The beauty, the value and the ~ 
lasting quality of sterling silverware offer sales arguments © 
which, when properly presented, are likely to increase } 


sales. 


In the wedding gift window I have a miniature wed- 
ding party. This both wins attention from everybody 7 
during the ‘‘wedding season” and exemplifies the gift 7 


appeal of solid silver. Marguerites made an effective 
background for one display in our store which showed a 
wedding party with flower girls walking down the 
aisle, which is strewn with orange blossoms and mar- 
guerites. Sterling silver candlesticks tied with tulle and 
containing white tapers, serve as miniature portals to 
flank the aisle. 

The lovely Georgian sterling tea service with waiter, 
shown at the right, represents the gift from the bride’s 
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parents. In front of this service is a lovely bowl and 
sandwich plate, and directly to one side is the fiancee book, 
which our store gives to brides when they choose their 
sterling flatware and bridesmaids’ gifts. 

To the left you see the same principle of simplicity, 
showing the flat silver, after dinner coffee service and 
coffee cups, with a wedding cake for the reception. 

With this display I have illustrated a simple wedding; 
the wedding gifts and reception with no waste of space 
but orderly arrangement, which by good selection and 
placing exemplified naturalism and simplicity. 

I always advise choosing the pattern or period of silver 
to harmonize with the decorative ensemble of the home- 
to-be. 

Many times while this display was in our window, it 
attracted much attention. Especially, | might add that the 
gentlemen were just as much interested as the ladies. 
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The aggressive jeweler uses the artistic display cards 
and all material furnished by the silver manufacturer in 
his windows, and counter displays which appeal to cus- 
tomers in his store. The leading art magazines showing 
complete table settings, have accomplished a great deal 
for the retail jeweler as the customer often comes in the 
store with the page torn out of the magazine and asks to 
see this pattern of silver, as seen in ) ogue. 

We are living in a day when customers are very critical, 
so the jeweler who has the reputation for distinctive 
fashion, service, quality and value, benefits by giving 
customers value for their money. I always have the flat- 
ware folders which tie in with the advertising used each 
month in the art magazines to enclose with our charge 
statements. Another way to get more business is to sug- 
gest tarnish-proof chests at a reasonable price. When flat 
silver is purchased and not put in rolls a reasonable 
allowance is given on these chests, which cost several dol- 
lars at regular prices. 

Display the cards showing that all inactive patterns can 
now be added to your heirloom silver if any pieces are 
needed at no extra die charge. 

Make use of tables and counters for displaying well 
selected merchandise at prices $2.50, $5 and $10. I find 
the $5 gifts always in demand, in fact, today the better 
quality pieces are being called for. 

Buyers should have a budget and be kept informed as 
(Please turn to page 60) 
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Diamond Outlook 


HE optimistic outlook reflected in 

the speech of Sir Ernest Oppen- 
heimer, M.P., chairman of De Beers 
Consolidated Mines, at the restarting 
of operations at the Dutoitspan mine, 
as reported on page 58 of this issue 
of THEe JEweLers’ CircuLAR-KeEy- 
STONE, is certainly most encouraging 
to the diamond trade in this country. 

In addition to his statement that 
the directors hoped to be in a position 
to pay off the arrears of De Beers 
preference shares during this year, a 
highlight of his speech was the refer- 
ence to the help and cooperation of 
the Union Government. 

In this’ connection the 
W orld quotes him as saying: 

“A very pleasing feature in the 
speech was the reference to the help 
and cooperation of the Union Govern- 
ment, which had subscribed to the 
policy that when the mines were re- 
opened Kimberley should have the 
first consideration. Sir Ernest re- 
marked that they were restarting on 
a much sounder basis than had ever 
been built up before, and they must 
not repeat the blunders of the past in 
producing diamonds when they could 
not be sold.” 

There had never been closer co- 
operation in the diamond trade and 
industry throughout the world, he de- 
clared, than there is today. That 
position had been achieved by limita- 
tion of production in accordance with 
consumption and the organization of 
sales through one central source. Con- 
tinuance of prosperity depended upon 
the peaceful settlement of the differ- 
ences between the great nations, the 
necessity for which in_ practically 
every branch of industry is becoming 
more and more recognized. The many 
sources of diamond production, cover- 
ing several countries, must have pre- 
sented nearly as many problems to 
obtain agreement on a common policy 
as now faces statesmen in settling 
the bigger problems of the present 
international position, but what has 
been achieved in the diamond industry 


African 


should not be impossible to emulate in 
the wider sphere of world politics. 


© 


Cooperation Wins 


N the business world as well as on 
the athletic field teamwork will 
win where individual effort fails. A 
spectator at a football or baseball 
game sees this rule in operation but it 
is sometimes neglected in our own in- 








Jewelry Taxes 


During March, taxes collected on 
jewelry amounted to $212,568.93 
compared with $137,402.51 collected 
during the same month of last year, 
according to the Bureau of Internal 
Revenue. The April figures are not 
available at the present time. For 
the first three months of 1936 the 
total has reached $1,019,329.02 as 
compared with $685,841.75 for the 
same period in 1935. The _ total 
amount collected last year was 


$2,519,629.31. 
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dustry. This is a matter which should 
be given much greater attention than 
at present exists. 

Select two branches of the jewelry 
trade. Check up and see how often 
there is concerted effort for the good 
of the whole industry. While there 
is some cooperative effort, sometimes 
it is a case of “me for mine” and no 
division of our trade is blameless. 
When questions arise which involve 
the whole industry and this spirit 
crops up would it not be better to co- 
operate rather than to have all suffer 
in the end while no one gains? 

While the various associations rep- 
resenting the different branches of 
the jewelry industry work for the 
mutual benefit of their particular as- 
sociations and often accomplish splen- 
did results, even here it is found that 
many times a few are pulling the load 
while others either refuse to take any 
part at all or are lukewarm in effort 
or boiling over with criticism of those 
who are doing their best. 

If representatives of the different 
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ACROSS THE 






sections of the industry would get to- 
gether, discuss the situation in a calm 
and business-like way and reach a 
fair conclusion much more could be 
accomplished after all of the facts 
had been clearly presented. 

Working together will accomplish 
much better results than working at 
cross purposes. 


© © 


Undesirable Customers 
LETTER from a gem merchant 


in India calls attention to the 
fact that there have been so many 
concerns and individuals in the jewel- 
ry business in the United States that 
have gone out of business, amalga- 
mated or otherwise changed their 
business names that it is becoming 
increasingly dificult to know many 
of the younger men who are now 
visiting the East to buy gems. 

Regarding this situation the letter 
says in part: “Some of the buyers now 
visiting Ceylon seem to be persons 
without adequate means who are try- 
ing to buy goods on credit from the 
local dealers. Some of these persons 
are of rather shady character and I 
fear that one or two of them would 
bring into disrepute the name of 
United States buyers. Some of them 
have not even a room as an office in 
the States. They merely travel the 
year ‘round, buy the gems on credit, 
clear out to the States, sell the gems 
there and again put in an appearance 
here the next season. I wish to warn 
the trade through you of the danger 
these men are to the trade. They are 
a source of annoyance to the honest 
firms in the States and in the East. 
One fine day they might never return 
to the East and then the firms here 
would distrust all the American buy- 
ers.” 

Honest gem merchants in_ the 
United States certainly regret that 
such a condition exists. It is hoped 
that this warning will have the de- 
sired effect. 
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Guard Against Such Legislation 


HEN the Rhode Island Trade-mark Bill (Senate 134) died automatically on April 9 last because 

it was still in Committee, manufacturers and others, who are opposed to such legislation to 
force manufacturers offering trade-marked goods to register their trade-marks with the state, gave 
a sigh of relief. 

During 1935 legislative sessions bills which would have made mandatory the State registration 
of trade-marks under penalty of loss of common-law rights therein were introduced in Nevada, 
Maryland, New Jersey and New York. Protests poured in against these bills and none of them 
became law but the fight against such legislation must go on. 

Thus far in 1936 only a few state legislatures have been in session and most of these were 
special sessions for particular purposes. No bills such as the Nevada bill have been introduced in 
any of the States. The Rhode Island bill, already mentioned, which is now dead, is the only one 
introduced this year to date. It was comparable in some ways but different in others. One of the 
greatest objections to this bill was that it made mandatory the registration of trade-marks in Rhode 
Island upon penalty of the loss of the right to “sue in any court.” 

Every honest manufacturer holds his trade-mark as his most valued business possession. It 
stands for his good name in the world of trade and to destroy it destroys the link with the consumer 
which keeps him in business. Therefore it is logical that the manufacturer should fight any attempt 
at legislation which would harm his business. 

It would seem that other attempts will be made to enact obnoxious State trade-mark laws. The 
situation calls for vigilance. 
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From the Esperanza mine, deep in the Colombian oo 
jungle, Indian peons have extracted by open-cut VC 
methods many of the world’s gem emeralds. wwe, 


4d 
D. people expect to see 
emeralds displayed in a jewelry store in a small town?” 
asked Edward W. Hickey and then proceeded to answer 
his question with: “Of course not! But don’t you think 
that’s as good a reason as any to have them? 

“Barnum used to say that he didn’t care what they said 
about him as long as they said it. A jeweler, jealous of 
his reputation, couldn’t subscribe wholeheartedly to a 
statement as broad as that—but many of them fail to build 
up a reputation for having anything interesting that comes 
along when it’s ‘news.’ 

“Late in April and during May, the emerald should be 
‘spot news’ in the jewelry business. It’s spot news right 
now for many reasons, not the least of which is that many 
people who have the income to buy jewelry have just 
returned from one of the popular West Indies-South 
American cruises. Perhaps the jewelers of America didn’t 
call it to their attention, but you can be sure that the 
‘backward’ country of Colombia, in South America, told 
them that the largest and finest of today’s emeralds come 


from that little neighbor of ours.” 
Mr. Hickey is head of the W. J. Zimmer, Inc., jewelry 



































42 








HOW HE TOLD 


“Point out emeralds as gems of romance,” says 

Edward W. Hickey in describing his well-planned 

efforts to emerald-educate his community of 

Tarrytown, N. Y. “Emeralds are the birthstone 

for May, and are ‘spot news’ right now for a host 
of other reasons.” 


by 
FRANK SMITH 


business at Tarrytown, N. Y., which with North Tarry- 
town has a population of about 13,000. He has plenty of 
“voung enthusiasm” plus seven years at the head of an 
eminently successful “small town” jewelry enterprise. 

Wide awake to the value of personal contacts as a busi- 
ness-builder, he is president of the Lions Club and of the 
Young Men’s Republican Club, chairman of the finance 
committee of the village board of aldermen and a director 
of the Tarrytown Chamber of Commerce. Besides these 
activities, he makes time to study gemology, his knowledge 
of which will enable him to talk on “Emeralds” at a May 
meeting of the aforementioned service club. 

“We jewelers should be talking up emeralds as the 
birthstone for May. 

‘“‘When we got the chance to obtain a display of emer- 
alds we called up the local travel agent and asked him if 
the Grace Line and himself had any objection to a little 
free publicity. Neither one had, so we had a very colorful 
and ‘travelly’ background, for our window and products 
native to Colombia enhanced the display. No black-and- 
white photograph could give you the impression of color 
that this window produced. The local newspaper also 
gave us some very welcome publicity in connection with 
this window.” 

Emeralds in the rough, cut but unmounted, and in 
finger rings, brooches and bracelets in combination with 
diamonds and platinum were loaned for the display by 
Mirabeau C. Towns of 3 Maiden Lane, New York, im- 
porter and manufacturer of precious gems and jewelry. 

“We've all enjoyed the joshing that ad that was head- 
lined ‘They Laughed When I Sat Down at the Piano’ 
received, but I wonder if too many in the jewelry business 
should laugh,” Mr. Hickey pondered. “How much does 
the average jeweler know about emeralds? The emerald 
is in the beryl family and its cousin is the ever-popular 
aquamarine. Golden beryl and morganite are also of the 
same composition as the emerald and aquamarine and 
could very readily be displayed and talked up with them. 

“Some day the jewelry business is going to cease being 
a business and become the profession it should be. We've 
all had some such idea in the backs of our heads for a long 
time—especially when we see state legislatures requiring 
licenses to sell real estate and insurance. Certainly if our 
governing bodies require that individuals have some knowl- 
edge of land values to sell $100 lots or $25 insurance 
policies, it shouldn’t be difficult to convince them that a 
man selling gems running into thousands of dollars should 
know a little more than what a ‘traveling salesman’ pours 
into his ears as a sales argument. 

“T joined the ranks of the student jewelers some months 
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TARRYTOWN ABOUT EMERALDS 


ago upon the recommendation of a man in the jewelry 
business who is manager of one of the largest stores on 
Fifth Avenue, and I’m more than half way through the 
course of the American Gem Society and I’m never going 
to regret it. And I’m fairly busy, too. 

“There’s an idea which is going to revolutionize the 
jewelry business. There’s the practical down-to-the-ground 
teaching that we've needed. | knew as much as the average 
jeweler about our business before I started the lessons— 
but now I know something much more important—I 
know why! 

“It doesn’t do to sell an emerald as a ‘green stone’ 
differing from the average grocer’s green peas in only hard- 
ness and brilliancy. It does help to be able to point out 
the fact that they were prized centuries before diamonds 
and continue today to lead precious stones in universal 
admiration. It pays to point them out as gems of romance. 
Never forget that most jewels are purchased as gifts or 
tokens of love or admiration and that emotion is the big- 
gest reason for gift-buying and gift-giving; so don’t hesi- 
tate to discuss the gem’s inherent romance with the inter- 
ested customer. 

“He or She might be fascinated to hear that Cleopatra 
presented emeralds carved with her portrait to her favor- 
ites; and since gems are both durable and treasured it is 
not outside the bounds of possibility that an emerald in 
your stock has been recut from time to time over the 
centuries—and that the one you are holding in your hand 








Typical emerald 
crystals in their 
matrix (courtesy of 
American Museum of 
Natural History). 
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at the moment may have graced Cleo’s court in ancient 
Egypt. 

‘Some of the emeralds now in use are the same stones 
brought over to Europe three or four hundred years ago 
by the Spaniards from Peru and Colombia. They’ve been 
cut and recut and are in use today, still admired and 
treasured. Emeralds of today come from the same Colom- 
bian mines that furnished the ancient Indians of that 
locality with their revered green stones. 

“Granted that a jeweler who borrows an emerald dis- 
play from an importer can’t be sure of selling a costly 
jewel, but he can tell his customers this news: That a 
genuine cabochon-cut emerald of fairly good hue and al- 
most a Carat in size in a gold finger ring can be had for 
as little as $85. 

“And mark this: Mother is just as anxious that 
Johnny’s graduation ring or watch be purchased from 
one who knows his business as is the millionaire when he’s 
contemplating the purchase of a fine large emerald. And 
if you inform Mother that you know diamonds, emeralds, 
rubies and other gems she’ll have more confidence in your 
description of that $10 ring. The first gems may be stuff 
of which her dreams are made, but the $10 ring, the ex- 
pression of her love for Johnny, is based on the same 
emotion which leads Mr. Giltrocks to your store. 

“The jeweler cannot expect to instill a love of beauty 

(Please turn to page 115) 


A $25,000 display of 
emeralds glittered in 
this show - window 
which took observers 
on an imaginary 
cruise to ia, 
chief producer of 
fine emeralds. 
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Photo by Old Masters Associates 


This display features watches and 


clocks at the Le Roy store. 


he frequently merchants 
in all lines of business forget that to progress they must 
do many things to attract and hold customers, but above 
all they must gain the confidence of the buying public. 
In few industries is this factor more necessary than in 
the jewelry business where the buyer must rely entirely 
upon the integrity of the jeweler. 

A quarter of a century ago, Jacques Le a a retail 
jeweler at 1056 Third Ave., New York, sensed the 
wisdom of building on a foundation of confidence, with 
the result that today, even though he has always been 
faced with the fact that the location of his store has 
been somewhat of a disadvantage to the class of trade he 
set out to attract, he has nevertheless succeeded in building 
up a clientele as “swanky” and exclusive as many Fifth 
Ave. establishments. A glimpse at his business ledger 
is not only reminiscent of the Social Register, but also 
contains the names of many Wall St. brokers and bankers 
and leading professional and business men of New York. 

Mr. Le Roy, while conducting a retail jewelry store, 
has always placed strong emphasis on watch sales and 
repairs. This, he says, is prompted largely by his keen 
pride in and deep devotion to the science of horology, and, 
while never resorting to sensational or high pressure 
methods of merchandising, he has always stressed this 
simple theory “Watch your watch sales”. 

In his unpretentious, but modern and well-arranged 
store, Mr. LeRoy makes a creditable display of fine 
jewelry, but the preponderance of watches and clocks 
is immediately apparent. The absence of cheap watches 
is particularly noticeable and when questioned about this 
void in his stock, he reiterated what he stated nearly a 
quarter of a century ago when he said, “Far too many 
cheap watches are being sold through the retail jewelry 
stores of this country. Our trade is a sort of dumping 
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grounds for watches that have little or no merit as time 
pieces and unquestionably the extensive selling of inferig 
watches has hurt the jewelry business as a whole and @ 
the same time has caused the public to lose confidence 
in many individual jewelers.” 

To Mr. Le Roy every watch sale or repair job is a 
personal matter, an attitude which has been instilled into 
his employees, with the result that this Third Ave, jeweler 
is serving many of the same customers he has had for 
the past 25 years. 

In his limited advertising efforts, which are confined 
to a half page display in a monthly church calendar, a | 
small ad appearing occasionally in a French newspaper | 
circulating in New York and the mailing of about 2,000 
folders to a selected list of customers twice yearly, Mr. 
Le Roy emphasizes two facts — his ability to repair fine 
watches and clocks and that he represents, in this country, 
L. Le Roy & Co., of Paris, watchmakers to the French 
Navy. The fact that many of his customers go abroad 
frequently, makes the latter connection invaluable, stated 
Mr. Le Roy. 

Just how a Third Ave. jeweler could attract a Park 
Ave. following is an interesting story. Let Mr. Le Roy 
tell it. 

“For a number of years I worked at the bench in what 
has always been regarded as a high type Third Ave. 
jewelry store, where the customers were numbered among 
the socially prominent of the Metropolis. It was the 
custom of many of these families to send their secretaries, 
chauffeurs, governesses and maids on errands to the 
jewelry store, frequently to pick up a recent purchase or 
a repair job. I cultivated the friendship of these men 
and women and often was called upon to repair their 
watches. Knowing these people as I do I was always 
careful to do a good job, with the result that eventually 
they would tell their employers when the latter had a 
watch or clock to repair. 

“I regard these secretaries, chauffeurs, governesses and 
maids as my best mediums of advertising and it has been 
largely through their word of mouth recommendations 
that I am now catering to Wall St., brokers and bankers, 
many of the leading professional men of the city and 
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(Confidence His Selling Slogan 


By 
A. V. ANSEL 





numberless of the so-called ‘400’. Oddly enough I have 
never met many of these customers, some of whom I 
have been doing business with for a score or more years. 
This I take as a tribute to myself and it is my own con- 
viction that any business established on confidence, and 
that is really what it amounts to, is bound to endure. 
Remember the jewelry business is founded on confidence. 

“No watch sale or repair job is complete in my store 
until the customer is thoroughly satisfied. Make the 
customer aware of this fact and then stand by your word, 
regardless of how much trouble and annoyance some of 
them may cause you. I have found in my experience 
that it is this kind of service that holds customers.” 

It is Mr. Le Roy’s belief that between 50 and 60 per 
cent of the gross receipts of an average jewelry store 
should come from the sale of watches and work done at 
the repair bench. “But this cannot be brought about,” he 
remarked, “if jewelers and their watchmakers are igno- 
rant, or careless, or both, about watch quality and bench 
service.” 

Very little of the neighborhood business reaches Mr. 
Le Roy’s store. That which does come to him is brought 
in largely through the small advertisement which appears 
monthly in a church bulletin. 
frequent changes, has been running for 20 years and it 
pays, says Mr. Le Roy. It has attracted some of the 
congregation and many of the clergy. 

Another small advertisement appearing semi-monthly 
in the only French newspaper circulating in New York 
has also borne results, in the opinion of the Third Ave. 
jeweler. Of course in this publication his connection with 
the French horologists, L. Le Roy & Co., is emphasized 
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Plus de 30 Années & la Méme Adresse 


JACQUES LE ROY 


HORLOGER-BIJOUTIER 
1056 - 3e Avenue (entre 62e et 63e Rues) 
New York City 


Représentant 
L. LEROY & Cie 
Fondée en 1785 
7, Boul. de la Madeleine 
PARIS 
NOUS ACHETONS LE VIEIL OR 


An advertisement in a French-language newspaper. 


This interior view shows how the space 
is utilized to the best advantage. 


and this fact, according to Mr. Le Roy, carries weight 
with the French-speaking inhabitants of New York. 

The importance of maintaining a “live” and up to date 
mailing list was brought home to Mr. Le Roy several 
years ago when out of a mailing of a little over 2,000 
circulars approximately 600 were returned undelivered. 
Since then the Third Ave. jeweler has made it a practice 
to retain all of his sales slips and repair job envelopes 
on which appears the names of purchasers. From these 
are culled the names of persons, who, because of their 
addresses, are unlikely to be prospective customers for 
future purchases, or those whose only expenditures were 
for the replacement of a watch crystal, a lost watch hand 
Or some minor repair amounting to less than $1. The 
remainder of the names are placed in a file and twice 
yearly these people receive a simple but dignified reminder 
that Mr. Le Roy is catering to many Park Ave. residents 
and that he is equipped to repair fine watches and clocks. 

In his show window and store cases, the Third Ave. 
jeweler makes attractive displays of watches, clocks and 
jewelry. The window displays are changed frequently, 
but the pleasing feature of his entire stock is the fact that 
it is kept fresh looking and sparkling. The store is well 
illuminated by a modern lighting system. One repair 
bench is situated toward the front of the store behind 
the counter, another at the end of the counter and several 
more have been set up in a rear workshop. 

Unlike most retail stores, Mr. Le Roy’s establishment 
never remains open after 6.30 o'clock at night, and this 
includes Saturdays. The place opens daily at 9 a. m. 
None of his employees have been with him less than eight 
years, some many years longer, and they have reached 
such a high degree of efficiency that Mr. Le Roy is fre- 
quently able to leave his business and take trips abroad 
and enjoy vacations at various times each year. 

For his devotion to horology, which is inspired by a 
genuine affection for the science, Mr. Le Roy has won 
many distinctions. He is the only honorary member in 
this country of the Société Chronometrique de France, 
vice-president of the Horological Society of New York 
and chairman of the examining committee and member 
of the executive committee of the Horological Institute 
of America. 









GRADUATION 
DAYS ARE 
SALES DAYS 


By 
POLLY PETTIT 
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and in all the sentimental associations of graduation time, 
let us see just how we can attract attention in our gradua- 
tion windows, the kind of attention that means more 
watches and diamond rings sold, more silver services 
started. 

I’m going to suggest several ideas for the graduation 
window, and the first takes its cue from those popular 
newspaper pages picture the graduates. These pages 
usually come out the same week as commencement, 
too late to use for the purpose of stimulating gradu- 
ation gift buying. But most of the boys and girls 
Photo by Ewing Galloway, N. Y. have already had their photographs taken! Find out who 
is the official photographer for the graduating class of 
each high school in your city. Secure from him a copy of 
each picture—glossy prints will do. You may have to pay 
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good looking!” “My, Alice Jenkins certainly takes after for these prints or you may get them in return for the use 
her mother, doesn’t she!” “Well, I guess Hortense Saun- of a small window card which credits the official class 
der’s girl buckled down to study after all. I know they photographer. Use rubber cement to attach these pictures 
were pretty worried she wouldn’t get through in geom- to a huge plain background of composition board or three- 
etry.” ply bristol board. It would make the background more 
Such comments interspersed with, ‘Let me see that interesting to have each student’s name lettered under 
page as soon as you are through with it,” are made in his picture, but that would not be necessary. If you have 
thousands of homes every spring when the local news- several high schools, be sure to identify the school in 

paper prints the pictures. of the high school graduating captions which appear above the group of pictures. 
classes. For graduation is such a human occasion. A If it is not practical to secure photographs of all the 
red-letter day when childhood ambitions are attained, graduates, then get pictures of the class officers. Similarly, 
parental pride fulfilled. some high school classes select the most popular boy, 
Considering people’s known interest in such pictures the one most likely to succeed, the handsomest, the 
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happy anticipation and pleasant memories. Let us make 
our window tie in with this sentimental occasion. 

It would make a fascinating appea! to older people 
(incidentally, they are the ones who will be buying the 
graduation gifts) if you dig up some interesting gradu- 
ation pictures 20, 25 or 30 odd years ago. I know this 
will mean some work on your part. Perhaps some one 
in your family, a friend, or some of the older high 
school teachers may have some of these treasured old 
photographs. You might secure them from a photographer 
who has been in business for a long time and who may 
have kept plates of the pictures he took years ago. But 
I assure you, no matter how much work, if you can get 
some of these fascinating old graduation pictures and 
display them in connection with the pictures of the 
present graduates, you will have an unbeatable combi- 
nation as far as interest getting is concerned. People will 
stop and study these pictures and exclaim over them. 
If some of the young people shown in these old pictures 





Pictures of graduates and school buildings, diplomas, large and small, mortar 
board and daisy chain make this design for a window display replete with the 
human interest and sentiment of graduation time. Note the numerous rings, 
watches, beads and silver picture frames which are displayed. The use of 
wrist watches around diplomas is most effective. Note also the pearl beads 
which are arranged so as to come out from the diplomas themselves. 




























Graduation Processional at Wash- 
ington and Lee University at Lex- 
ington, Va. This institution of 
learning was organized in 1749 


Courtesy of Retail Display Service 





prettiest girl, the most studious, the best actress. “here are now among the town’s leading lights, so much the 
is always a lot of interest in this voting and you can get better. 
some of this interest for your own windows by using Your human interest need not be limited to photo- 
pictures of the boys and girls who receive these honors. graphs of present and past graduates. You might do some 
Another thought along the picture line. Show a col- very interesting things with pictures of local high school 
lection of old school scenes, the class play, the various and college buildings. If there are several high schools, 
societies, the debating team, the basket-ball team, the show photographs of each. In some cities the main high 
football squad, etc. school has been rebuilt several times or added to over a 
What other kinds of pictures will people stop and period of years. In such a case it would be interesting 
study, talk about? Pictures so interesting that to show photographs which portray the growth and de- 
people will tell their friends about them. Remember that velopment of the school. 
graduation is not merely a time when young people Now you have the background, but that’s just a 
finish high school. It is an occasion which stirs the starter. You can do a great deal toward making your 
memories of every one of us. No matter what our age, graduation window appeal to the pleasant memories of 
when young folks are graduating we like to think back your patrons. How about borrowing and displaying 
over the happy days when we too were just starting out jewelry which was given as graduation gifts 25 or more 
to make our way in the world. Graduation is a time for (Please turn to page 63) 
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IME is precious and so is a fine timepiece, whether it be encased in the precious 

metals of platinum and gold, in chromium or nickel. If it is a fine timepiece it will 
function as well in one case as it will in another, inasmuch as the case is first for pro- 
tection and then, of course, for ornamentation. 

The joy of possession is found in quality, regardless of what the nature of the 
possession may be. Quality, appropriateness and good taste have and always will 
appeal to those who recognize worth, and it naturally follows that the greatest joy 
comes to those who know that the trinity of quality, appropriateness and good taste are 
inseparable. 

A pair of snow shoes might be appropriate to carry one over deep snow, but not 
so appropriate to dance in. Here both quality and good taste would suffer. 

As the girl at the cigar counter says, “You know what I mean,” so with a watch— 
a machinist might be well pleased with the nickel case on his watch and it would prob- 
ably be more appropriate than the gold or platinum case watch carried by a banker, 
doctor or lawyer who, because of the treatment he would naturally give the watch, and 
his position, would feel more comfortable with a finer watch than, say, a nickel con- 
traption. For hunting, fishing, golf, sports or rough usage, possibly a chromium or 
nickel case might be more appropriate. 

However, it is interesting to note the controversy over the presentation of a 
platinum watch presented by the Coal Miners’ Union to one of their leaders. The 
leader’s response to the presentation was, “If you stay together with this union of ours 
and the American labor movement works out its destiny, there won’t be any doubt 
about the mine workers being able to buy platinum watches if they want them.” And 
why shouldn’t they? 

However, along comes a New York editor, Arthur Brisbane, for instance, and 
says: “I wonder how many platinum watches are owned by Vanderbilt, Rockefeller, 
Astor and Morgan.” He failed to mention Hearst. Brisbane also adds that “they 
probably have an old-fashioned gold watch that is about worn out. However, they 
are rich and a few minutes or hours one way or the other makes little difference with 
them.” Bunk, Mr. Brisbane, bunk. You would be surprised how many platinum 
watches these gentlemen own and I am sure vou know that these men of big business 
are very punctilious and very fussy about the time-keeping qualities of their watches. 
Why, Mr. Brisbane, you have a platinum watch yourself and you are not indifferent 
to the necessity of having a fine watch, or of being on time. 

Worth and value are two different things. Quality is a relative word, and, as we 
said before, quality, appropriateness and good taste bespeak value, quality and worth. 
Worth and value mean different things. 

While on the subject of watches I have often had a good chuckle to myself when 
observing now and then the old “turnips” that are carried by some of my jeweler 
friends. A jeweler should have at all times a wrist and a pocket watch that are the last 
word in style and time-keeping quality. ‘The jewelry he wears generally should be 
modern, up-to-date and of fine quality. Surely the jeweler whose customer has to pay 
twice the amount of money for the merchandise he sells should be able to wear fine 
jewelry of modern design and of good quality. 

Do not confuse the cost of an item with quality, nor quality with the cost. Do 
not confuse worth and value to the extent that you will think it is the same thing. It 
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is not. 


48 THE JEWELERS’ CIRCULAR—KEYSTONE 





SSS —eSaNaj—s 






B. J. dD. 





for May, 1936 











CHARMS of TODAY 


A vogue that has won public favor and 
will help increase graduation sales 


A yard-long bracelet 


encircling her left arm, a young woman went to a Fifth 
Avenue, New York, jewelry store the other day to add a 
dozen new units to her “charm collection.” Already, 
more than 200 ornaments, many of them jeweled, dangled 
from the bracelet chain. The new pieces she purchased 
raised its total value to $1,500. 

The popularity of charm bracelets in many cities has 
grown from a boarding-school fad into an accepted 
fashion, favored not only by ’teen-age girls but by style- 
conscious women of every age. Alert jewelers everywhere, 
with June graduations approaching, have a tremendously 
salable and appealing gift offering in the new charms, 
random specimens of which are pictured on this page. 

The “charm collector” starts her purchase with a gold 
bracelet of fine links, or with one of platinum, and is 
advised to buy at least four or five charms at the outset. 
Later, additional charms may be added, one or two or 
as many as she wishes at a time. 

Charms have a great price range and plenty of char- 
acter and individuality. Some of them “walk and talk.” 
Stock items may sell from a few dollars for miniature 
gold tongs holding a crystal cube of “ice,”’ to a consider- 
able sum for platinum and diamond figures. The plati- 
num and diamond slipper and the other precious orna- 
ments shown herewith are particularly attractive, the 
miniature love birds and the Scottie being provided with 
cabochon-cut ruby eyes, that gem also being the red light 
that gleams in the platinum and diamond lantern. 

No less interesting, though less expensive, the other 
charms of gold, enamel and crystal likewise hold the fas- 
cination of Dean Swift’s Lilliputia. A tambourine with 
loose metallic discs at the side that jingle, a tiny whistle 
that blows, a stork with movable legs, an airplane with 
a revolving propeller and a bicycle and an ice-wagon with 
wheels which turn are among the intricate little devices. 

There’s something about charm bracelets that seems to 
“get” their owners, much the same way that stamp-col- 
lecting appeals to its devotees. One girl student at a 
fashionable academy has devoted part of her allowance to 
buying a new charm for her bracelet each week during 
the last several months, and when a girl starts to “build” 
a charm bracelet her friends often buy additional pieces 
as gifts. 

The charms pictured on this page are from the stock 


of Marcus & Co., Inc., 671 Fifth Ave. 
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Fashionable New York Bride Wearing “Orienta” Cultured Pearls 


Fine cultured pearls from the Indies and Japan are available 
from our stock at all times. Sys Christie Kee 
All sizes—loose or mounted in platinum or gold. 65 Nassau Staect, New York 
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CLEAVING THE 
JONKER 


Lazare 
Kaplan, 
who 
cleaved 
the 
big 
diamond 


Fite Jonker diamond was 


discovered on January 16, 1934, and after an official in- 
spection diamond officials from South Africa registered 
it under the official description “726 carat stone, extra 
blue white and pure.” ‘The discovery of this great dia- 
mond created a sensation throughout the world and 
diamond experts everywhere declared that if it were cut 
into a single stone, it would be the finest of all the large 
stones in existence. 

It was purchased by Harry Winston, a prominent New 
York gem merchant, and brought to this country and 
since that time it has been on exhibition in many of the 
large cities throughout the United States, where it has 
been the center of interest to the public at large. So 
much in brief for the first chapter in the history of this 
famous gem. 

Last week it was announced that the delicate task of 
cleaving the famous stone had been successfully accom- 
plished, after more than a year of the closest study ever 
given to a large gem by Lazare Kaplan, of Lazare Kap- 
lan & Son, Inc., 64 Fulton St., New York. Mr. Kaplan 
will also handle the polishing of these gems. The task 
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was one that challenged the skill of the most expert 
cleaver and the fact that this work was turned over to 
Mr. Kaplan reflects the unlimited confidence which his 
skill merited. The stone in the rough was an exceedingly 
difficult problem when it came to determining its cleav- 
age planes. Its odd shape made it very hard indeed to 
determine the cleavage grain of the stone and it was only 
after endless hours of careful scrutiny of the original and 
models that the work was finally undertaken. 

Mr. Kaplan finally marked the rough stone with India 
ink and then after having prepared a special dop about 20 
times the size of the ordinary dop, a special steel blade 
and a special striking hammer, was ready for the crucial 
test. While his son, Leo, held the knife to a specially 
prepared groove, the smallest portion was cleaved off and 
then a second cleavage was made, leaving the stone in 
three pieces, each cleaved surface being as smooth as 
though it had been polished. The smallest piece weighs 
36 carats, the second 185 carats and the largest 505 carats. 
In the rough the stone weighed 726 carats. When one 
realizes that Mr. Kaplan estimated some time previous 
to the actual work that the approximate weight of the 
smaller pieces would be 220 carats and upon checking 
were found to weigh exactly 221 carats, it can readily be 
seen that Mr. Kaplan is almost infallible in his predictions. 

In speaking of the big diamond, Mr. Winston stated 
that all of the. diamond experts agree that the stone is a 
superb blue color and that all of the predictions that had 
been made as to its beauty had been fully realized. Mr. 
Winston added that in color, it is a soft silky blue and is 
the finest of all of the large stones in existence. 

The largest stone will weigh about 175 carats when 
finally finished and will be emerald-cut and a gem that 
beggars description. The other portions will be cut into 
various marquise and emerald-cut shapes ranging from a 
little less than 50 carats down to about 10 carats. The 
majority of the stones will range between 20 and 35 
carats. It is the expressed hope of Mr. Winston that at 
least the largest stone will be retained in this country. 

In this connection it is interesting to know more about 
the man upon whom the responsibility of cleaving this big 

(Please turn to page 115) 


The three pieces of 
the famous gem. 
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FELDSPAR 








—_—_ 


by 
ROBERT M. SHIPLEY 


President, Gemological Institute of America 


, F eldspar is the mineralogical 
name for a group of mineral species. The average retail 
jeweler is familiar with but two varieties of feldspar; 
moonstone and amazonite. However, those jewelers who 
have acquired an interest or appreciation of gems have 
become acquainted with still other varieties which some- 
times appear in jewelry and which offer additional sales 
possibilities. 

The feldspar minerals are widely distributed, being a 
common constituent of igneous rocks. Common clay is 
largely decomposed feldspar. The jeweler who sells fine 
china (porcelain) probably does not know that the basic 
constituent of fine china clay, which is known as kaolin, 
is altered feldspar. 

Moonstones usually encountered in the trade are 
adularia, which is a variety of the species orthoclase— 
a mineral of the feldspar group. Moonstones of albite, 
another feldspar mineral, are sometimes seen in the trade 
but they are rarely of fine quality. The name moon- 
stone refers, of course, to the unusual optical effect which 
appears in these and other feldspars, when fashioned as 
gems, produce a movable bluish light when the other- 
wise almost transparent stones are turned about. The 
term moonstone has often been applied to cloudy chal- 
cedony frequently found on ocean beaches or to milky 
quartz, but the optical effect in these is much less beau- 
tiful and distinctly different in appearance. The feldspar 
moonstones are sometimes called “precious moonstones” 
to distinguish them from these quartz varieties and from 
so-called ‘‘pink moonstone” which is a variety of the 
mineral scapolite. “The recommendation of the Gemo- 
logical Institute is that the term moonstone be strictly 
confined to the feldspar varieties. 

Amazonite or amazon-stone, as it is often known in the 
trade, is a variety of microcline, another species of the 
feldspar group. It is light, slightly bluish-green and is 
often used in beads. 

The sunstone of the trade is a variety of oligoclase 
feldspar. It is red to yellow. It contains inclusions of a 
glistening variety of hematite which result in a spangled 
effect of reddish-gold reflections from within the stone, 
as it is moved about. It is often sold as aventurine feld- 
spar. Imitations are frequently called by the name of 
genuine stones but, strange as it may seem, the name 
aventurine was borrowed from a brown glass containing 
iron fillings, known to the Italians as aventurine. This 
glass when fashioned for use in jewelry is known as 
goldstone and is familiar to most jewelers. It slightly 
resembles sunstone. 

Labradorite is generally grey in body color. The speci- 
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mens of this feldspar species which are used in jewelry 
or ornamental objects exhibit greenish, bluish, reddish or 
yellowish hues which flash from within the stone. The 
colors change in hue as the stone is moved about, but this 
change of hue differs in nature from the play of color 
in fine opals. The difference is due to the dissimilarity in 
structure between opal and labradorite. Labradorite like 
amazonite and most feldspars, has a laminated structure. 
A labradorite moonstone which is yellow-brown comes 
from Madagascar. A fine labradorite was among the 
Russian crown jewels. 

Labradorite has unusual opportunity of development 
for use in jewelry. Labradorites set in men’s dress sets 
and labradorite cameos are sometimes seen in the trade. 

Colorless to light yellow transparent orthoclase is some- 
times cut as gems, but is rarely encountered in the 
American jewelry trade although it is found in California. 
A yellow variety found in Madagascar apparently fur- 
nishes the few stones which have appeared in the trade. 

With the exception of the transparent variety just 
mentioned few feldspar gem-stones are very similar in 
appearance to gems of other mineral species due to the 
optical phenomenon which appears in almost all feldspar 
gem-stone varieties. They are less likely to be confused 
with other gem-stones and with artificial stones because 
of this fact and also because their physical properties are 
quite distinctive from most gem species with which they 
might otherwise be confused. Adularia, amazonite, sun- 
stone and ‘labradorite are 6 to 6% in hardness and the 
manne: in which these stones are usually cut-—cabochon, 
as beads, or with flat tops—as well as their comparative 
inexpensiveness makes it possible to use hardness tests 
which are not often to be recommended on more valuable 
transparent stones. However, care must be used with 
hardness tests, and when setting all these varieties of 
feldspar. 

The transparent variety of orthoclase can be scien- 
tifically distinguished by use of the gemological refractom- 
eter, specific gravity scales-and the polariscope or polariz- 
ing microscope. Like adularia the specific gravity of the 
transparent variety ranges from 2.54 to 2.57, refractive in- 
dex 1.52 to 1.53. The stone is doubly refractive, and 
biaxially negative. The other feldspar gem-stones vary 
somewhat, but not greatly, from these figures except that’ 

(Please turn to page 60) 
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Reopening of Dutoitspan Mine 


Sir Ernest Oppenheimer, Chairman of De Beers Consolidated Mines, 
Optimistic Regarding Diamond Industry's Prospects 


Lonpon, April 3—The reopening of the Dutoitspan 
mine, which has been closed for four years, was a red 
letter day for Kimberley, on March 18, when Lady Oppen- 
heimer pulled the lever which started the machinery jn 
motion. 

Sir Ernest Oppenheimer, chairman of De Beers Con- 
solidated Mines, spoke in optimistic terms of the diamond 
mining industry’s prospects and described the event as the 
beginning of a new era for the industry, which has never 
been on so sound a basis as it is today. 

It was pointed out in the report published by the Afri- 
can World that many problems have been faced during the 
depression which had been unprecedented. The diamond 
trade had had new problems, new discoveries in other 
parts of the world, colossal stocks of diamonds on hand 
and beyond the means of purchasers to absorb. They had 
had to teach the new producers lessons which they them- 
selves had learned of limiting output and selling through 
one channel and all together working in coordination, and 
they had done this successfully. 

There had never been closer cooperation in the diamond 
trade and industry throughout the world than there was 
today. 

They were restarting on a much sounder basis for the 
diamond trade than had ever been built up before. 

Dealing with the future, Sir Ernest said they hoped and 
had every reason to believe that diamond-mining activities 
in Kimberley would steadily expand, but in order to bring 
this about certain things were necessary. 

In the first place, there were the troubles in Europe. 
This war-cloud on the horizon must disappear, and in 
reopening the mines they must not repeat the blunders of 
the past when they closed the mines down—of producing 
didmonds when they could not be sold. 

In the reverse case, they must not make the mistake of 
starting production prematurely. They must expand 
slowly, utilizing the stocks remaining on hand and pyo- 
ducing only as the market demanded. 

They had to reckon with periodic depression, not de- 
pression like the one now ending, but those cycles of depres- 
sion which affected world trade. They should manipulate 
the production of stocks so that when these depressions 
came they would not be faced with overproduction and 
over-stocking, which destroyed the whole fabric of trade. 

Sir Ernest said the mining industry would not have 
arrived at its present position had it not been for the help 
and cooperation of the Union Government. 

It had subscribed to the policy that when the mines were 
to be reopened Kimberley should have the first considera- 
tion. That was a policy to which he hoped the Union 
Government would adhere. 

He had no reason to think that the Government would 
go back on its assurance in that respect. 

During the depression they had taken steps to put the 
producing mines into condition, and this work was still 
being carried on. 

The work of putting the Bultfontein and Wesselton 
mines in readiness for reopening was being speeded up, and 
if European troubles were avoided and the other conditions 


he had referred to, including the Government’s sympathy, 
(Please turn to page 60) 
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“Our Windows 
Ought To Be Changed! 


“But I don’t know when 
I can find time to do it. 
Wonder what would be 
new and different?” 


Mr. Jeweler, if you ever find yourself in that pre- 
dicament, then investigate the Retail Display 
Service. It is meant for busy, ambitious merchants 
who want to get the maximum selling help out 


of their windows. 


What It Will Do For You 


@ Give you from one to five origina! 
ideas for windows every month. 
The number depends upon your 


order. 


@ Give you colored sketches show- 
ing just how these windows will 
look. 


@ Give you specific suggestions for 
creating these displays out of ma- 
terials you have on hand or can 


easily obtain. 


@ Give you exclusive rights to this 
Service in your city.* 


What It Will Cost You 


@ Prices are based on population of 
your city and number of sketches 
you wish each month. Our sub- 
scribers pay an average of $4.17 
per month and receive an average 


of four window plans per month. 


RETAIL DISPLAY SERVICE 


POLLY PETTIT, Director 
R.C.A. Building, Rockefeller Center, New York City 


* We reserve the right not to accept 
an order from any jeweler located in 
a city where another merchant is al- 
ready using the Service. 
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Reopening of Dutoitspan Mine 
(From page 58) 


were continued, the mine now being opened might have to 
work two shifts instead of one, and they were looking 
forward to the day when the three mines would be work- 
ing normally. 

Concluding, Sir Ernest said: “I wish I could lay the 
bogey that there is an oversupply of diamonds in the 
world. The same argument could be used with regard to 
coal if you take it all up in one year.” 

With regard to the Jagersfontein and Premier mines, he 
asked them not to think that these were closed down 
because De Beers happened to control those companies. 
They were closed down because they were unfortunately, 
under present circumstances, unpayable. 

“If the diamond trade improves,” added Sir Ernest, 
“and the Government can say that these mines are payable, 
a Commission can be appointed by the Government to 
investigate and possibly reopen them. 

“There is no antagonism between the various diamond 
producers. With a continuation of a safe and sound policy, 
and if these mines can be worked profitably, they will be 
worked profitably.” 





The Bride and Her Silver 


(From page 39) 


to how they are meeting their budget and commended if 
doing well; if not, suggestions and criticisms should be 
given as to how business could be improved. 


Any jeweler alert to business trends today will 
not let merchandise stay on his shelves; an annual or 
semi-annual clearance sale will keep stocks clean and fresh, 

The welfare and progress of our customers is one of 
our greatest concerns, for only as they succeed can we 
succeed. Play no favorites, give every customer the 
same fair play and courtesy. Keep prices reasonable and 
quality constantly improving. 

These are prime factors in running a successful business 
as the twentieth century has brought renewed interest in 
sterling and striking progress in design. 

Arrange your window display so it tells a story. Put 
action in it so that it will make an indelible and pleasing 
impression on the observer. Then she will not forget that 
it was your window that gave her this pleasure. 





Feldspar 


(From page 57) 


the optical character of albite and labradorite is biaxial 
positive. 

The fine bluish moonstones are imported principally 
from Ceylon. Moonstones are also found in Burma, West 
Australia, Virginia, and Colorado. Sunstone comes from 
Russia, Norway and is also found in North Carolina. 
Labradorite, as the name implies, is found in Labrador; 
also in Russia, Finland and the U. S. A. Amazonite 
occurs in Colorado, Pennsylvania, Virginia and upon the 
Island of Madagascar. The most important location, 
however, is the Ural Mountains of Russia. 





















Oo 
‘NOTHING ELSE BUT, , » 


An organization—both here and abroad— 
that devotes all its endeavors to creating, 
perfecting, and importing stones — and — 
nothing else but stones. 
success has rewarded these efforts. 
stocks of genuine and synthetic stones are 
outstanding in the industry for their com- 
pleteness and merit. 
has earned for us an enviable reputation 
over a period of 35 years. 


DIAMONDS—PEARLS—PRECIOUS STONES 


STAR 
SAPPHIRES 


ZIRCONS 


A long reign of To Meet 
Our the Current 
Demand 





This specialization 























S. NATHAN & CO. inc 


71-73 NASSAU STREET, NEW YORK 
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Graduation Days Are Sales Days 


(From page 47) 


years ago? It will take a little work, but it is worth it. 
Get in touch with some of the town’s leading citizens. 
Men who have been active in community affairs for 
a great many years. Important people. One of the town’s 
leading bankers, the president of the Woman’s club. 
You wonder if they have any watches or silverware or 
rings or anything in the jewelry line which was presented 
to them upon graduation and which they would permit 
you to borrow for the purpose of display in your window 
for a week or so, previous to the local high school com- 
mencement. If you can secure such loans from persons 
who graduated even longer ago, the more interesting 
your window will be. 

A little work along this line and you should be able 
to unearth some picturesque, charming old watches, some 
heavy gold bracelets which were among the most popular 
of graduation gifts about 20 years ago, some necklaces 
which even you would enjoy seeing now. People treasure 
such gifts of jewelry and a little effort should result in 
finding several interesting old pieces. Display them in 
your window together witht a little card stating that the 
pendant watch, a graduation gift of the 1890’s is shown 
through the courtesy of Mrs. So and So. Your display 
card should emphasize the fact that just as graduates of 
years gone by have cherished their gifts of jewelry, so 
will the boys and girls of today treasure the jewelry 
which is given them at commencement. 

Graduation atmosphere need not be limited to the 
various suggestions I have made for the use of photo- 
graphs or to the display of an interesting collection of 
jewelry given as graduation gifts in years gone by. 
Mortar boards are conventionally the symbol of gradu- 
ation. Then there are diplomas which can be used in so 
many ways as decorative touches for a jewelry window. 

If you are looking for something fresh and different 
do a little experimenting with the daisy chain. True, it 
is mainly eastern colleges in which the daisy chain 
is associated with graduation. But just the same, it means 
graduation throughout the country, for no matter where 
we live we are familiar with the Sunday rotogravure 
photographs of “sweet girl graduates” carrying the daisy 
chain. I should suggest the use of such a chain made of 
artificial daisies in the same way as one so often uses 
ribbon in display—to lead the eye toward the featured 
merchandise. Thus, for the center of your window, you 
might use a large picture of a girl graduate, not neces- 
sarily a photograph, and have half a dozen daisy chains 
leading from the photograph to various elevations and to 
the floor of the window on which are displayed merchan- 
dise appropriate for commencement gifts. 

I have spoken mainly of various ways in which one 
might introduce appropriate atmosphere into the gradu- 
ation window. Of course, we will not let ourselves be 
so carried away with the pleasure of designing a gradu- 
ation window that we will forget the merchandise to be 
displayed! Watches for the boys and wrist watches or 
diamond rings for the girls are established as the most 
appropriate of all graduation gifts. Feature them, of 
course, but remember the people who want to give gifts 
with more modest pricing. For that reason be sure to 

(Please turn to page 65) 
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e THE PRECISION 
of a scientifically-approved TIMER 


e THE STYLE-APPEAL 
of a handsomely-designed WATCH 











Presenting The 


NEW GALLET 
~ CHRONOGRAPH 


HIS new chronograph is the first 

achievement in a precision instru- 

ment that has all the distinction 
and style-appeal of the smartest 
ordinary watch. Designed by Gallet, 
the world's foremost chronograph 
experts—it is the complete answer 
to those who require a dependable 
timing device for activities in lab- 
oratory, factory, or field work as 
well as a good-looking, dressy watch 
for off-duty use. Aviators, chemists, 
radio broadcasters, factory exec- 
utives, technicians are but a few of 
the many types of men who would 
be proud to own a watch that pre- 
sents unique working properties 
along with such marked distinction 
of appearance. 


No. 867 (Upper Model)—Gallet Chronograph for lapel or 
pocket use. lid Stainless Steel Case. Fine 15 Jeweled 
Gallet movement. Minute Register. 


No. 843 (Lower Model)—Gallet Chronograph for the wrist. 
Solid Stainless Steel Case. Fine 15 Jeweled Gallet movement. 
Minute Register. Leather Strap. 


No. 866—same wrist model as above with added time-out 
feature for sports and industrial use. 


(Also supplied with dials showing miles-per-hour) 








JULES RACINE & CO. e 
20 WEST 47th STREET, NEW YORK 


Send booklet on new Gallet Chronograph! No obligation! 
Name 


Address 





63 











PRESENTING THE LATEST SPRING NUMBERS 
EXCLUSIVE 





ALL PRICES KEYSTONE 





64%, Ligne—Chrome, Stainless Back with Ratchet 
Band. 


7 Jewel $1000 — 15 Jewel $13.00 
Yellow Rolled Gold Plate 
with Silk Cord $2.00 Additional 





5\/, Ligne—Yellow Rolled Gold Plate with Silk 
Cord. 
7 Jewel 


$14.50 15 Jewel $17.50 


Same in 14K—$3.00 Extra 


ALL MOVEMENTS DIRECTLY IMPORTED BY 
US FROM OUR FACTORY. 

WE DO NOT USE ANY REJEWELED MOVE. 
MENTS. 


Ivory 


7 Jewel 
15 Jewel 


sronassaustreet LOUIS WATCH ci.., INC. 





Rhinestone or 
Enamel 


Colors: 
Red, Blue, Green, 
Black, Turquoise, 


$14.00 
$17.00 


ALL PRICES KEYSTONE 





4 2/3 Ligne Baguette—Chrome, Stainless Back with 
Ratchet Band. 


7 Jewel $12.50 — 17 Jewel $16.50 
Yellow Rolled Gold Plate 
with Silk Cord $2.00 Additional 





11'/2 Ligne—Chrome Stainless Back With Ratchet Band 


15 Jewel $11.50 


7 Jewel $8.50 


Yellow Rolled Gold Plate 
with Pigskin Strap 


$2.50 Additional 


ASSORTED PATTERNS IN ALL SIZES 
ATTRACTIVELY BOXED 


NEW YORK, N. Y. 








JOSEPH B. COOPER & SON 


have been for over four decades engaged | | 
in the Refining of Precious Metals. | 


Our customers continue to be satisfied | 
with their returns on OLD GOLD and | 
other precious metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





We pay 
6%,¢e per Karat, per Dwt. 





JOSEPH B. COOPER & SON 


26 John St., New York 
Factory: Brooklyn, N.Y. 





WRITE FOR ZIRCON FOLDER 


BLUES 


Ly 


WHITES 


JAMES A. DRILLING CO. 
Semi-Precious Stones 
87 Nassau St. CO-7-4218 New York 





























Our reputation is our success. 
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QUALITY WATCH STRAPS 


AT UNEQUALED PRICES. We can satisfy all your needs and LEAVE 
YOU A GOOD PROFIT. Order through your wholesaler. 


WESTERMAN MFG. CO. 





136-140 W. 2ist * 
New York, N. Y. 








DISEASES OF THE EYE 


By Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, in- 
cluding 22 plates with 71 colored figures. Eleventh edition, 
revised. Cloth, 440 pages. Price, $4.00. 


THE OPTICAL JOURNAL & REVIEW 
239 WEST 39TH STREET, NEW YORK 











THE JEWELERS’ CIRCULAR—KEYSTONE 
for May, 1936 














Graduation Days Are Sales Days 


(From page 63) 


suggest less expensive articles, picture frames, sterling 
silver spoons, watch chains, etc. 

The next few weeks will be such an appropriate time 
to do original things with your window. If you introduce 
diplomas, for example, tie some of them with ribbon, but 
fasten others together with a wrist watch instead of 
ribbon! Or slip a jeweled brooch or clip in with the 
ribbons tied around some of the diplomas. 

If your town has only one high school then you might 
introduce a bouquet of the senior class flowers. The boys 
and girls will love it. Find out their class colors and use 
these colors in your show card. If there are two high 
schools in the city and if you have two windows, then 
you will be able to show the same attention and courtesy 
to each school. 

The most important thing to remember is that com- 
mencement is the year’s finest opportunity for human 
interest in your windows. It is an ideal time to show 
honor to the young people, to stir the pleasant recollections 
of former graduates and, best of all, to sell merchandise. 


Jewelry at 1936 Leipzig Spring Sample Fair 
(Consul General Ralph C. Busser, Leipzig, Germany) 


There were many interesting displays of jewelry, which 
always constitutes a large proportion of the artcraft goods, 
at the Leipzig fairs. Platinum and gold are still used for 
the setting of precious stones. Jewelry of this kind is less 
affected by the continual changes in fashion. than metal 
ornaments, because here the value of the material is para- 
mount. With regard to precious gem ornaments prefer- 
ence this year is for large single stones in rich settings. 

The favorite color is still blue, especially blue zircons, 
spinels, and aquamarines, also bluish moonstones and tur- 
quoises. On display were large-sized gold necklaces of 
many rings linked together in the form of a chain, each of 
these necklaces having a distinct artistic note. 

On account of the present scarcity and expensiveness of 
gold in Germany, there was a greater demand at this Fair 
for silver jewelry. Large sizes prevailed in silver bracelets 
of modern styles, while dainty silver filigree work fre- 
quently adorned with dark red garnets or turquoises is 
chiefly used for antique designs. Imitation jewels set in 
silver are still in vogue for evening dresses. Very large 
belt-fasteners of chrome or gilded metal, galalith, and 
crystal indicated the present fashion of wearing broad 
belts. 

Amber jewelry appears still to be popular, although it 
is hardly able to compete with the other kinds of half- 
precious stones. A beautiful plate of amber showing in its 
center the German Reich’s emblem, an eagle made of 
beaten silver, was much admired. Various exhibitors in 
the jewelry line reported satisfactory orders from Great 
Britain, Portugal, Spain and the Scandinavian countries. 


A window-smashing thief stole 55 assorted stone-set 
rings and two pendants from a window of the Rogers 
Jewelry Co., 565 Washington St., Boston, the night of 
April 16. 
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KANTOR'S 
SUNSHINE 
SILVER POLISH 


Convince yourself first that this is a superior polish. See how 
attractive it makes your silverware . . . how easy it is to use 
. . « how safe. 


Then introduce it to your customers. Show them the beautiful, 
lustrous finish it gives with so little rubbing. Tell them it’s 
smooth and safe and contains no harsh abrasives. Sell them the 
first bottle, then stock up to supply the second. . 


SELL IT 


KANTOR'S 
SUNSHINE 
SILVER POLISH 


means Easy Sales and Gen- 
erous Profits. It will also 
keep your silver displays 
beautiful and attractive. 


ORDER NOW from 
your Wholesaler 
or direct 

$37.50 per gross 
19.00 per 2 gross 
3.25 per dozen 





Resale Price 
50 Cts. 


KLEIN & SON « Montgomery, Ala. 














RING GAGE’ 


Ask Your Wholesaler 
For This New Device 











F oremost oo 
jewelers Thru 
are fitting Jobbers 


their new 
rings with 
this mod- 
ern scale. 





*Pat. Reg. 
A compact, chromium scale ; 
operates simply and accu- 
rately. 
The Modern Device 
For Sizing Ring and Finger 
Used by Leading Jewelers Everywhere 


Immediate Delivery to Jobbers 


JAY-ELL ENGINEERING CO. 


INCORPORATED 


1440 BROADWAY, NEW YORK CITY 


CHICKERING 4-2673 
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GORHAM 
PATTERN 


LEADERS 
to Dridal Sales 





EERE EE EE EE EEE EEE EE EEO EEK KEKE 





Cupid’s doing a brisk business these May and June days. And 
so are jewelers featuring Gorham. For more brides choose 
Gorham than any other sterling. % In no other line can they 
get such rare combination of finished perfection in design 
... proportion ... detail... and utility. And in no other line 
can you offer such variety of authentic patterns ...each the 
original creation of famous craftsmen in precious metals. 





co “Ee fe 
Se es, 


yx Feature the bridal favorites shown here, but don’t over- 
look the twenty other Gorham patterns you'll surely sell, too. 


1} 





Tc. 


— 


The Gorham Company 


Providence, R. I. — Since 1831, America’s Leading Silversmiths 


17 Maiden Lane, New York City 
10 So. Wabash Avenue, Chicago, III. 
140 Geary Street, San Francisco, Cal. 











ROSE MARIE 


LATE GEORGIAN 
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Display at opening 
of new store of Paul 
Feldenheimer, Inc. 
and window arranqge- 
ment plan. 
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A modern jewelry store 
for modern jewelry merchandising. Such is Paul Felden- 
heimer, Inc., the newest jewelry store in Portland, Ore., 
the recent opening of which was a gala occasion for 6000 
persons who came into the store on the “first day” and as 
many more who stopped to admire the window display. 

The name “Feldenheimer” in Portland has been synony- 
mous with confidence and value for more than 60 years, 
and it was the avowed intention of the new firm of Felden- 
heimer to emphasize the continuance of these same high 
ideals, plus the incorporation of many new features in 
store design. 

“The function of a window,” says Paul Feldenheimer, 
“is to sell, and if people will talk about it, if they are 
stirred to comment, if they are interested enough to ask 
their friends, ‘Have you seen So & So’s window?’, then 
it’s safe to say the window will sell. Window displays 
should be stimulating. They should be different. They 
should talk and tell the story of the firm, the merchandise 
or the service.” 

The design on this page indicates how carefully every 
detail of the first window display was worked out by 
Polly Pettit, director of the Retail Display Service, and 
Mary Ann Fraser, art director of Polly Pettit, Inc., both 
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of New York and contributors to THE JEWELERS’ Cir- 
CULAR-KEysTONE. A striking arrangement of pale pink 
apple blossoms against a green background, with silver 
merchandise and a large silver bow] filled with red Oregon 
apples, combined beauty, symbolism and sales promotion. 

So that all might understand, a message in the window 
made it clear that: (1) Sterling silver “in all its beauty 
and variety indicates the high standard of our numerous 
offerings,” (2) the fruit of Oregon symbolizes the proud 
performance of the older firm of Feldenheimer, and (3) 
the blossoms signalize “our opening and pledge perpetua- 
tion of the Feldenheimer name.” 

The design gives no comprehension of che coloring of 
the completed window. Screen, floor pads and elevations 
are covered with a gooseberry green silk rep. Against this 
setting silverware stands out in flattering contrast and a 
stronger note of color is seen in the discs against the back- 
ground, which are of apple red. Apple red is carried 
throughout the window, climaxing in the Oregon apples. 
The scroll and window card are in eggshell, which color 
appears at balanced intervals in disks and panels on floor 
and background. 

The front of the new store is finished in green and black 

(Please turn to page 73) 




















HOW OTHERS PROFIT 





A war drums roll in Ethiopia, eyes roll 

toward the display windows of Zell 
Bros., Inc., jewelers, of Portland, Ore., 
where interest has been created at their 
corner of Southwest Broadway and Mor- 
rison St., by means of a timely exhibit of 
Ethiopian coins. 

The jewelers borrowed the collection 
from Dr. P. B. Firth, who obtained it 
from Dr. George A. Bergman of Walla 
Walla, Wash. Dr. Bergman is now in 
Addis Ababa. Displayed at the jewelry 
store are the ancient Menelik thaler, a 
highly prized coin, and another valuable 
unit, the Alad half-thaler, the rupe, the 
quarter, which is no longer coined and 
rare, the Maria Theresa thaler, dated 
1780, an old Tanion, of the Menelik series, 
and a new half-quarter, as well as five 
and one centime pieces of Haile Selassie. 


H. O. P. 


“The best way to start people on 
sterling,” said the manager of the S. L. 
Orr Co., Jewelers, Macon, Ga., “is to 
feature small sets) We have what are 
called Beginners Sets, which sell for $39. 
Once it is known that a set of some par- 
ticular pattern has been started, friends, 
relatives, or the young people themselves 
will keep adding to it. We carry four 
of the leading lines of sterling, in 17 
different patterns, from the simplest to 
the most elaborate, so there is something 
for every taste. We also feature sterling 
silver dresser sets, priced from $25 to 
$42. We never lose sight of the bride. 
Weddings occur each month, so at in- 
tervals all through the year we have spe- 
cial displays of these starter sets in our 
silverware section. The table is set for 
a breakfast or tea for two, and the silver 
is changed daily, so that many different 
patterns can be featured. Similarly we 
have a vanity dresser strewn with silver 
toilet articles, changing the pattern from 
time to time. Seen in the atmosphere in 
which they would be used they possess 
a far greater appeal than when merely 
displayed in show cases.” 


H. O. P. 


“What to give at a wedding” was 
graphically brought to the attention of the 
public by Maier & Berkele, Inc., Atlanta, 
Ga., in a pair of windows arranged in 
time to attract the notice of those buying 
gifts for the June bride. Here were listed 
and shown: From the groom to the bride 
—diamond brooch; from the family of 
the bride—a chest of silver; from the 
family of the groom—a silver tray, de- 
canter and set of goblets; from the groom 





to his groomsmen—cigarette cases, pocket 
flasks, silver key holders; from the bride 
to her maids—crystal necklace, silver 
clip pins, strings of pearls or enameled 
dorines. “Many times the young people 
and the families do not know what gifts 
are the best form, and our display was 
responsible for a number of sales of the 
items mentioned. We complemented our 
window display by running a newspaper 
ad in which we featured a number of 
gifts that were in good form for presenta- 
tion to and by the bridal couple. 


H. O. P. 


“IF you get the good will of a young 

couple just about to be married, the 
chances are that you will secure lifetime 
patrons,” said O. F. Hann, leading jeweler 
of El Centro, the metropolis of the rich 
Imperial Valley in southern California. 
“We have found one of the most effective 
methods of doing this is the presentation 
of a Bride’s Book, with spaces to record 
all the important events of the wedding 
and affairs preceding and following it. 
This booklet is a thing of beauty which 


_any bride is proud to possess. It contains 


no advertising whatever, it being pre- 
sented as a piece of .institutional pub- 
licity, constantly reminding the young 
couple of the ‘quality’ of Hann gifts. One 
of these books is handed to every couple 
who come in to buy an engagement or 
wedding ring. We also keep track of the 
marriage licenses, and send a copy of our 
bride’s book to each name on the list. 
Yellow gold is rapidly returning to favor 
in both watches and rings, and is being 
called for in increasing numbers for both 
graduates and brides.” 


H. O. P. 


Nathan-Dohrmann, San Francisco, have 
solved the problem of the customer who 
spends all of her funds on a fine set of 
china, with the result that she can’t buy 
a popular priced set for daily use. They 
have originated an _ ensemble plan 
whereby the patron—this plan is espe- 
cially suitable for brides—can buy two 
sets of dinnerware for one price—i.e., a 
set of fine china dinnerware in a service 
of eight, and a set of less expensive ware 
in a service for six. The price of both 
sets, with a choice of six patterns, is either 
$50 or $100 according to quality chosen, 
and the plan has largely increased fine 
china sales. 


H. O. P. 


From across the seas, in the land of the 
poi and hulas, comes an account of the 
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HARRY R. TERHUNE 
Field Editor 


effective method employed by a leading 
Honolulu jeweler for securing bridal 
trade. “One of our representatives goes 
each day to the marriage license bureau 
and secures the list of names and ad- 
dresses. Then a watch is kept for the 
marriages, and several days thereafter 
the young couple receive one of our let- 
ters, on excellent quality paper, and per- 
sonally signed: 


Mr. and Mrs. Newlywed: 


Now that the honeymoon is over 
and you are about to settle down to 
enjoy a happy married life, we are 
taking the liberty of writing, first to 
congratulate you, and then to make 
a few suggestions which may prove 
helpful. 

About your silverware, for in- 
stance: Of course you realize that in 
every well appointed home, beautiful 
silver is of prime importance. Most 
likely your friends and relatives have 
been more than generous in their 
wedding gifts of that character, but 
there are undoubtedly a few neces- 
sary pieces which you still lack, and 
some of which you have duplicates. 
We will be glad to exchange the lat- 
ter if they were secured from us, 
while the former we can supply you 
in a great variety of charming pat- 
terns at moderate cost. 

We sincerely hope that you will 
soon pay us a visit and allow us to 
show you our splendid selection of 
sterling silverware and other articles 
of beautiful tableware for the home. 

And when it is your turn to give, 
instead of receive wedding presents, 
you will find that we are very help- 
ful in making suggestions of gifts that 
are sure to please. 


Most cordially, 
John Smith & Co. 
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Creating Beauty in Store Design 
(From page 67) 


s. A clock which was made in France in 1850, came 


 glas sag? oe 
* round the Horn in perilous sailing days to San Francisco 


and thence to the Northwest and into the possession of the 
Feldenheimer family, occupies a prominent place at the 


entrance. ie ‘ : : 
Indirect lighting is a merchandising aid of the interior, 


which has been finished in English gray harewood, very 
rare wood imported for the new jewelry house. It was 
part of a surplus stock that originally had been utilized in 
finishing the biggest of all ocean vessels, the Queen Mary, 





A view of the interior of the Feldenheimer store. 


visited recently in docks at Glasgow by King Edward 
VIII, which will make its first run to this country in May. 

Another new merchandising plan provides for changing 
_ the entire color scheme each month. Pastel shades for _ 
spring will yield to more vivid tones of mid-summer and 
other colors that will be in keeping with the changing 
season of the year, since it is generally agreed by expert 
merchandisers in the jewelry field that color plays a far 
more important role in jewelry store merchandising than 
is generally realized. 

Counters within the new store are conspicuous by their 
absence, since they have yielded their place to new display 
tables, arranged so that two customers may be seated at 
ease and be conveniently served while a fine light plays 
upon the surface of these tables and the jewelry that is 
placed upon them. 

Marcel Banneville, designer from Paris, has been en- 
gaged by Mr. Feldenheimer to make new designs and give 
estimates to customers while they are seated at ease in the 
store. 

One long table runs parallel with the front of the store 
for display of silverware. Wall space has been utilized for 
display cases, with interchangeable backings of mirror, 
pastel-shade panels or natural wood. 





Meriden’s Silverware Industry 


The history of the companies which brought fame to 
Meriden, Conn., as the “Silver City” and were finally 
united in the International Silver Co., was told by Wil- 
liam G. Snow, director of information and research for 
the International Silver Co., in the 50th anniversary 
number of the Meriden Daily Journal, April 17. 
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Make this Test 


AND YOU’LL STOP POLISHING SILVER 


Order 3 jars of Silver Sentry. Place them in one of your best 
show cases along with silver that has just been polished. 
Then note what happens. 


Day after day, week after week, the silver remains bright and 
shiny—looking its most salable every minute—and without 
the slightest attention on your part. One jeweler writes: 
“With your Silver Sentry our silver has now passed 2 months 
without the slightest discoloration.” Another: “Kindly send 
me one dozen Silver Sentry. The samples purchased in 
January have proven MOST satisfactory.” Still another: 
“We have tried your Silver Sentry in our display case and 
found it VERY satisfactory.” 


Silver Sentry is NOT a polish, NOT a lacquer and is NOT 
applied to silver. It is an odorless compound that absorbs 
the tarnish-causing gases of the air, and thus PREVENTS 
tarnish—PROTECTS your silverware. 


A single jar works effectively for at least 3 months or more 
in the average silver chest or drawer area of 5 x 2 x 2, and 
costs only 50c. For the average showcase or display shelves, 
3 jars are recommended. Send for the 3 jars today and make 
this test. You'll soon discover why thousands of jewelers and 
leading silverware departments all over the country have 
ue this product so quickly (over a thousand this past 
month). 


Now carried by all leading jobbers. Order from them or 


from us, giving your jobber’s name. 












Columbia Refining Co., Long Island City, N. Y. 


0 I'll make your test. Send me 3 jars of Silver Sentry. 
0) Please send me...¢........s005 doz. of Silver Sentry, less regular trade 
discount and bill me through my jobber. 


My name 


My address 


My jobber’s name 









3 











Metal Bookends and Statuettes 






Some Practical Suggestions Which Will Help Jewelers in Making Selections 
of Desirable Merchandise for Their Gift Departments 


By GEORGE BROWN 


HERE are few shops which have a demand for solid 

bronze statuettes or bookends. The greatest demand 
seems to be for the medium priced metal bookends or 
statuettes in bronze finish—or one of the numerous colored 
finishes now on the market. 

The merchant cannot just go into any showroom and 
pick out any bronze piece and expect to have a satisfied 
customer. There are numerous things to be taken into 
consideration. There is the artistic line, shape, form and 
decoration of the subject in general, and there is also 
the execution of the details of the design. 

In statuettes the fine details of the face, the hands and 
the costume have to be considered. The general design 
may be very graceful but if the features or the hands 
are crudely executed the charm has been lost and the 
customer will not fail to notice this. In the case of book- 
ends the general design as well as the detail of each par- 
ticular set must be graceful and charming. 

Regarding the finish, it is a matter of taste. Not so 
very long ago finishes were in brass, bronze and verde. 
Today polychrome finish has gained in popularity. Of 
course there are many who cannot associate color with 
their metal statuettes and bookends and,who will only 
make their purchases of items in one of three old standard 
finishes. Most manufacturers today offer their products 
in all finishes. The finish is a matter of taste and should 
be treated from that angle. It is wise to carry in your 
shop all of the finishes, not necessarily in each of the 
designs selected but so that your department may have 
all of the finishes represented. 

Nude figures without a doubt have the greatest appeal 
in the brass, bronze and verde finishes. Some in a gold 
finish are popular. Dressed figures, ships and animals are 
many times more appealing in the polychrome finish, for 
the color lends a certain enchantment to them. 

And now we come to the grades of the metal bases. 
Because the bookend is a more popular or shall we say 
more useful article than the statuette, we shall take up 
the composition of these items. There are numerous 
grades of metal bookends. Some are made with a white 
metal base having a bronze finish either plated or sprayed 
on. There is also a glossy black finish with a little green 
corrosion in the hollows, a brown finish known as statuary 
bronze, a brass or bronze finish that requires much more 
handling and is much more expensive and a special finish 
where the bronze is plated and tinted with enamel and 
then lacquered to protect it. An antique metal finish is 
obtained by brass plate and bronze with a greenish brown 
patina over. The bronze and gold finish is a combina- 
tion of bronze and brass. Other bases are made of cast 
iron. 

The plated bronze does not have the same tendency to 
wear off that the sprayed finish does. The durability of 
the sprayed finish is dependent upon the number of times 
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the article is sprayed and polished and sprayed again, 
Three coats of spray do not usually peel off the base, 
while only one will do so. Here you will ask the difference 
between the sprayed and the plated finishes. The sprayed 
piece looks like painted merchandise, while the plated 
one looks like metal. The detail of the sculpture is more 
distinct and the finish itself is smoother in plating than 
in spraying. There are different prices in plated merchan- 
dise because the higher the polish, the higher the price, 
The finish which is upon a door-knob or a little better 
than that, is obtained by oxidation or replating after the 
finish. The lines of casting and the mold. marks in the 
better grades of merchandise are always buffed off. 
Through an acid-dipping process oxidized patina on 
bronze is obtained, the result being green or brown finish 
the exact shade of which is dependent upon the acid. 

Plated and sprayed articles when large are made hollow. 
When knocked they sound. Joints and imperfections of 
molds show in most white metal pieces, while with a 
bronze base, the hands, feet and features are usually 
more delicate and lifelike. Bronze, like brass and copper, 
has a clear ring. Metal, bronze finished, does not have 
this ring but sounds dead or hollow. The bronze shell 
filled with a composition makes as useful an article as a 
real bronze. The thicker the bronze shell, the longer the 

_article will last. Real bronze does not give, snaps easily 
and is very brittle, while bronze composition gives and 
does not snap as quickly. A very delicate or dainty piece of 
metal may be snapped in the hand, as this is very brittle. 

Another point on the workmanship of bookends which 
should be taken into consideration is the base. Pick up a 
bookend, turn it over and examine the bottom. Are 
there spikes and uneven and rough metal surfaces? This, 
no matter how beautiful the article, will not be a good 
sales article because people will not ruin the surfaces of 
their tables by placing these bookends upon them. Some 
bookends have tiny felt pads at the corners. These will 
easily come off. The most serviceable bookend is the 
one with a complete bottom covered with felt. Where 
the feet of animals form the base and there are no felt 
pads on the feet, be sure that the metal is smooth and 
if put down gently will not scratch a polished surface. 
There are numerous bookends on the market today which 
have all of the good features and few of the vices, from 
which a very lovely assortment may be selected. 

China bookends have been imported from Czecho- 
slovakia, France, Sweden and Austria which, in the form 
of animals, have been promptly brought forward in the gift 
shows, and have been extensively sold by the retail jeweler 
for the past two seasons. As many are sold at very reason- 
able prices, some jewelers have given them a prominent 
space in their gift department so that the buyers of bridge 
prizes may note their price which, in most cases, is in the 
range they can afford to pay. 
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GIFTS FOR GRADUATION 
AND THE JUNE BRIDE Ds Koy 


By 
A Beautiful—New—Modern Desk Set mo 


Five Pieces With Perpetual Calendar 
Also Other Gifts and Desk Accessories 





FINISHES 
$-1000—Polished chrome with black 
finished ornaments 
$-1001—Brushed brass with copper 
finished ornaments 


$-1002—Brushed copper with brass 
finished ornaments 


$-1003—Satin aluminum with brass 
finished ornaments 


$-1004—-Statuary bronze with gold 
finished ornaments 


$18.00 





SEND FOR CATALOGUE OF DISTINCTIVE STATIONERY ACCESSORIES AND GIFTS 


DuKAY 


NEW HAVEN CONNECTICUT 








Che Pairpoint Corporation, New Bedford, Mass. 


43-47 West 23rd St., - . New York City 150 Post St., - - - San Francisco 





DARTMOUTH DESIGN 


Repeat orders for this beautiful Tea Service are proof of its popularity. Prices and illustrations sub- 
mitted upon request. 
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CRYSTAL “BATTERY-JAR” VASES 


We carry in stock a complete line of 
candelabra, vases, bowls, table ser- 
vices,:lamps and Staffordshire figurines. 


.« Write for leaflet 
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MATESISESIA Sa 





225 FietTH pon iy baw ) YorK,.N Y. 


CHICAGO SHOWROOM: 


LIVINGSTON'S 1564 MERCHANDISE MART 

















WEDDINGS and GRADUATIONS 
mean more NORMA SALES for you 


Unlike many gift items, the NORMA 4-COLOR Instant Shift Pencil 
is “good” the year round. June, for example, is a fine month for 
NORMA SALES. NORMA is much in demand as a gift for the 
boy or girl graduate and for teacher. A fine present for the 
groom to give his ushers. An ideal Father's Day gift. Also pur- 
chased extensively for birthdays and anniversaries. NORMA is 
smart, new, different — the only writing instrument of its kind. 
4 colors in 1 pencil, really four pencils in one — for NORMA 
writes Red, Blue, Green or Black, at will. Five handsome models, 
retailing for $3.50, $5.00, $8.50 and $12.00, with GENEROUS PROFITS 
for YOU! For full particulars write: 


NORMA PENCIL CORPORATION, 150 Broadway, N.Y. C. 

















THE ART OF MODERN GIFT PACKING 
By Alvin Heyman, President, The Gift Box Corporation 


T is an old and popular saying that the gift itself is not 
so important as the spirit behind the giving. The in- 
trinsic value of a present is only incidental to the value of 
the sentiment attached to it. Yet it is only lately that this 
established truism is finding adequate expression. In recent 
years we have commenced to understand that a gift is a 
unit and, as such, the care that goes into its boxing and 
wrapping is as important a consideration as its actual worth, 
The constant effort to meet quality and price competi- 
tion played a most valuable part in the modernization of 
gift-wrapping as a distinct art. When money became 
scarce and expensive gifts were no longer in vogue, more 
pains were taken in “dressing up” the package as a means 
of creating a more expensive effect. The day was past 
when Auntie could spend $10 on a purse for little Susan, 
stuff it in a box and ship it away, knowing full well how 
gratefully and how joyously the little darling would re- 
ceive such a gorgeous present. No, Auntie had to search 
the 25 cent to $1 stores, select some pretty trinket and 
wrap it most artistically before Susan would jump for joy. 
A certain Middle Western jeweler whose reputation 
for enterprise is known from coast to coast, has maintained 
his abundant business for years largely through his appar- 
ently-endless flow of ideas in the field of gift wrapping. 
He is a jeweler but it is not necessarily the superior quality 
of his product that sustains his business. Rather, it is his 
intensive efforts in the realm of modern package design. He 
is a stylist, and the novelty and ingenuity of his methods 
of presenting his product to the public set him far above 
the rank and file of his competitors. 

This man—and other: merchants are following by the 
thousands in his footsteps—has learned to apply the oldest 
and soundest principle of advertising technique; that an- 
cient maxim of sales psychology which states: “When in 
doubt as to the actual value of two similar articles, a cus- 
tomer always chooses that one which appears to be the best.” 

Just what is it that makes a gift package? In the past, 
a little tissue paper, a box, a sheet of colored wrapping 
paper and a couple of yards of red string would suffice. But 
it takes a lot more than that now. Science has given us 
too much material to take advantage of, for us to be 
satisfied with the bare essentials. We have a choice of 
Cellophane ribbon, white embossed boxes, and a variety of 
silks and tissues, fabrics and quality papers ranging from 
the most vivid hues to the most delicate of pastel shades. 

Cousin Jenny may have been a veritable “whiz” at 
wrapping Christmas packages twenty years ago, but today 
she finds the work all done for her—and much better, too, 
with all due credit to Cousin Jenny’s energy. Artistry, 
not energy, is the secret of modern “fancy” packages. 

Naturally, the trend toward more elaborate packing 
methods—and this holds true when done either by the 
manufacturer or the retailer—increases the cost of over- 
head to some extent. But this extra, yet necessary expendi- 
ture, could hardly be called shipping expense or production 
cost. Rather than being itemized under either of these ” 
headings, it should be charged against the advertising 
budget.. Properly, it is advertising, just as the expression 
of goodwill is advertising. 
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Hints for Prospective Gift Shop Owners 
Sei ct is the best teacher, and one needs a 


great deal of experience in buying, for buying is the 
most important factor to be considered. 

One has to open a gift shop or department with enough 
stock to make a good showing, and one has to live in a 
community to find the real needs and tastes of the people. 
Certain articles will sell in one community that will not 
in another. Some articles will always sell, but those 
articles that will be in the greatest demand will take a 
matter of months to find out. 

Do not over-buy. Buy in small quantities and be sure 
you buy at the right price. The department stores, espe- 
cially at Christmas, carry many articles that are always 
seen in gift shops—and it is a well-known fact that after 
Christmas the department stores have tremendous sales 
and sell off their surplus stocks at ridiculous prices. For 
a gift shop to compete with such conditions is utterly im- 
possible, and if you are careful when you buy and buy con- 
servatively and in small quantities you will have no cause 
to fear the department store sales. 

The arrangement of the gift shops requires a great deal 
of thought. Window dressing alone is quite an art, for 
there are so many things to be considered. Sales are often 
made by artistic window displays, but when a shop is small 
and a large stock is not kept it is often a problem what to 
do to make a change. 

The color scheme is the first thing to be considered, as 
a clash of color can easily spoil the whole effect. The 
Japanese use all and every color in one glorious manner, 
yet they are always artistic. We do not have their art and 
cannot mix our colors with impunity. If we do we have 
a hopeless jumble. 

Green has been one of the most popular colors this last 
season, as the particular housekeeper says it never clashes. 
But all and every color has been popular, thus making it 
more difficult to arrange a shop artistically. Practice makes 
perfect and after a time arranging colors becomes second 
nature. 

The average small-town gift shop must carry bridge 
prizes suitable for every pocketbook. For people of every 
age and every class play or play at bridge. A gift shop 
proprietor is often asked the most unique questions in re- 
gard to these parties. How much should one pay for a 
prize, and how many prizes must one have? And, of 
course, interest must be shown in every detail of the cus- 
tomer’s party, for one sale is not the last sale if the pur- 
chaser is satisfied. A pleased customer in a gift shop is 
like an endless chain—one sale leads to another, from 
friend to friend and from borough to borough. 

Many people we know spend infinite time and energy 
going to large cities to shop, but there are always plenty of 
steady customers. Mothers with children have no time to 
do all their shopping in the cities. The mad rush in the 
crowds wears them out long before they have bought the 
things that can only be bought in the city. To them a 
gift shop or a store with a gift department near their 
homes is a decided boon. 

A circulating library in a gift shop in a small town is 
an added attraction. To open a library many books are 
not needed and an addition of two or three books a week 
according to the need of the subscribers is quite sufficient. 
But the books must be carefully chosen and only the latest 

(Please turn to page 78) 
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“Dresden” 


Decoration 
4326 





HE best of all decorations on the 

“Dresden” order. The drawing 
and coloring of the sprays are true 
to style and the gold tracing appro- 
priate. The shapes were especially 
designed for this pattern. Handles 
gold traced. 


WE Carry a complete assortment 

of this decoration in stock, and 
can supply requirements promptly 
on receipt of order. 


Paul A. Straub & Co. 


105-107 Fifth Avenue 
At 18th Street New York City 











Hints for Prospective Gift Shop Owners 
(From page 77) 


and most popular fiction need be kept. After the initial 
expense the library will be a continual source of income. 
The majority of subscribers to the library are women, and 
as they come to change their books they cannot help but 
see the wares so artistically displayed in the shop. And 
what woman can see pretty things without wanting to 
buy? Thus every subscriber to a lending library is also 
a prospective customer for gifts. 

The average community is capable of supporting a small 
gift shop or a department in a shop and furnishing a re- 
spectable living and congenial employment for a woman of 
intelligence and good taste. 

If a woman, desirous of making a livelihood for herself 
wishes to open a gift shop or a department in her husband’s 
store she can do so with a very small capital. It goes with- 
out saying that she must be artistic and have a certain 
knowledge of art; if she is clever with her fingers there 
are many articles that she can make in her spare time 
which will bring in good profit. 

Fortunately, for women with only small capital, gift 
shops should be distinctive and the most artistic ones are 
those that are furnished with tables, old chests and cup- 
boards from the home. If antique furniture can be ob- 
tained, the effect is wonderful. The shop is beautified, 
and the passer-by is attracted. Every one who enters the 
shop, if only to look at the antiques, is a prospective buyer. 
Sales cannot, and must not be forced. Visitors must be 
welcomed and should be made to feel that you are glad to 
show them your wares even if they are not intending to 





We Say.. 





ete 


3479—Italian Style Pottery Lamps 
Fluted Parchment Shades 20” high. $21.00 Dozen 


1390—Carved Alabaster Lamp 
Fluted Parchment Shade 20” high. $24.00 Dozen 


Visit Our Showrooms. Write for Catalogues 


EDWARD P. PAUL & CO., Inc. 


Established 1898 
1133 Broadway 





. . Compare 





New York, N. Y. 
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buy. Tell them the history of anything they seem inter- 
ested in. Be interested yourself. You are not merely a 
shopkeeper, you are a collector of beautiful things from 
all over the world, and you are giving other people the 
privilege of looking at them and enjoying them. Museums 
of art are not to be found in every community and a gift 
shop or department can be such a museum. 

You are a lady, the equal of any one who comes in your 
shop, and if you are pleasant and agreeable you will be 
treated as an equal, for times have changed and women 
who enter the business world are respected. Many women 
have entered the business world because they were forced 
to earn money, and many others have gone into it simply 
for a career or because they were ambitious and did not 
want to lead aimless lives. 

When a woman enters business, she must be as business- 
like as a man and forget herself in her work. She will 
find that it will help in her success. 





Formal China Used by United States Executives 
and European Royalty Shown at Plummer’s 


Parts of world-famous china services created by the great 
china makers for European royalty and our own Presidents 
were exhibited recently by Plummer, Inc., in celebration 
of the opening of its new uptown branch at 695 Fifth Ave- 
nue. 

While Prince of Wales, Edward VIII evidently had 
a fondness for disciplined design, rich colors and simple 
crests, for parts of his magnificent formal service are of 
cobalt blue, heavily encrusted with 24-carat gold. His 
great-grandmother, Queen Victoria, revealed sentimental- 
ity in a flowery plate from her favorite dessert service, 
which represented the thistle, the shamrock and the rose en- 
twined in gold. 

Although the former Kaiser Wilhelm had connection 
with the Dresden works, his dinner service exhibited at 
Plummer’s was made by the English house of Minton. 
President Theodore Roosevelt, for that matter, also had 
his official White House china made by an English manu- 
facturer. 

President Franklin D. Roosevelt’s formal dinner service, 
of ivory rimmed with 48 stars against the blue of our flag, 
were designed and made by an American house. Several 
pieces were loaned for the Plummer exhibit. 

Some visitors considered representative pieces from Pres- 
ident Wilson’s set of ivory, cream and gold the most hand- 
some on view. These, too, were produced in the United 
States, as is all the china used in United States embassies 
abroad. The latter is cream-colored porcelain with a star- 
studded gold band and the American eagle. 

Huge ears of corn in gold outlined against a dark blue 
border was the design of a formal china set ordered from 
France by President Harrison. 

One diminutive set drew ah’s and oh’s. It consists of 
22 pieces made for Queen Mary’s noted doll house at 
Wembley, and is said to be the smallest in the world. 

The exotic glamour of the Orient was not absent from 
the display. Two pieces of green-and-gold china belonging 
to the King of Siam were highlights of the round-the-world 
exhibit and other extraordinary services owned by the late 
Sultan Abdul Hamid and the Maharaja of Indore were 
represented. 

Other pieces of historic distinction shown at Plummer’s 
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om the formal china of King Edward VII, King 


were fr r A 
George IV, King George V, Thomas Jefferson, the 


Empress Catherine of Russia and Madame Pompadour. 





Gift Show in Merchandise Mart, Chicago, Aug. 3-15 


In conjunction with the introduction of new patterns 
and price schedules in china, glass and pottery, the annual 
summer giftwares show will also be held in the Mer- 
chandise Mart, Chicago, Aug. 3 to 15. The Interstate 
Merchants’ Council, which draws retail merchants from 
all sections of America to its semi-annual meetings, will 
also be in session then. 

While no definite form has yet been set for the glass 
and pottery show this summer, the educational features 
which have made this market unique for several years 
will be augmented by a complete program of entertain- 
ment similar to the elaborate schedules produced by the 
Mart’s housewares, furniture and floor coverings groups 
at their markets. —— 


First Clock Made in Finland Now Owned in Toronto 


The first clock made in Finland, which has ticked away 
from before the coming of the first George to the British 
throne almost to the passing of the fifth is now reposing 
in Toronto. This is the claim made for an instrument 
owned by Mme. Olga Viita, Widner St., Toronto, Can. 

The clock was set going in 1713, the date carved on its 
face, and remained in working condition till last year, 


when its wooden joints weakened under the constant touch ° 


of curious hands, Mme. Viita stated. Hung upon the 
wall, with its simple movements unprotected by a case, a 
single hand moved around its painted dial. Its wheels 
and frame are of wood, hand carved, the owner states. 
Spikes driven into the whels to form gears and the thin 
pendulum rod are the only metal pieces. The sand in the 
single weight is still encased in the original wooden 
material. 

The clock was brought to Toronto, by her parents, 
together with a Finnish Bible printed in 1776 and a trunk 
as old as the clock, Mme. Viita added. 





John W. Wendt 


Rome, N. Y.—John W. Wendt, who conducted a re- 
tail jewelry business at 226 W. Dominick St., died sud- 
denly of a heart attack the morning of April 20. 

Mr. Wendt, who lived at 322 Kossuth St., was born in 
Rome Jan. 4, 1888, son of the late John C. and Lena 
Krumm Wendt, and had always lived here. On June 14, 
9 he married Edith M. Poole, who died March 19, 
1935. 

Since June 11, 1921, Mr. Wendt had conducted a 
jewelry store here and prior to that he had been associated 
with H. Clayton Midlam in the same business. He was a 
member of St. John’s E. L. Church and belonged to the 
Copper City Club. He was a member of the Firemen’s 
Benevolent Association and a former member of Rome 
Hook & Ladder Co. No. 1. ; 

Surviving are a daughter, Mrs. John W. Worden, this 
- City; a sister, Mrs. Gertha Carrier, also of Rome; another 
sister, Mrs. William Neiss, Springfield, Mass., and a 
brother, Carl, Greenway. 
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SPODE’S 


WESTMINSTER 
IN BONE CHINA 


Spode's Westminster is one of the 
early Spode models, taken from the 
finest period of the | 8th century London 
Silversmith. 


One of the most beautiful Coat of 
Arms plates Spode ever did was in this 
shape for the Duke of Westminster; the 
entire center of the plate being covered 
by this colorful Coat of Arms. 


The surface is deep ivory, the em- 
bossed edge being accentuated by the 
rich hand gilting. 


This pattern will be in New York open 
stock in August in complete Dinner Ware 
and Tea Ware. 


Spode's Westminster will fit into any 
good classical English 18th Century and 
American | 8th Century settings. 


Send for sample and price. 


COPELAND & THOMPSON, Inc. 
206 Fifth Avenue, New York, N. Y. 








DIRECT IMPORTERS 


ANTIQUE SILVER 
OLD SHEFFIELD PLATE 
SHEFFIELD REPRODUCTIONS 
in a wide price range—sensibly priced 
We solicit your inquiries 


VICTORIAN PLATE 





George Il 
SILVER KETTLE, STAND and LAMP 
London 1752 
By D. Archambro and S. Muene 
N. BLOOM & SON, LTD. 


42-44 W. 48th St., New York 
15 Norton, Folgate, London 














Gift Boxes of Distinction 
for Every Occasion 


Practical Cardboard Box Assortménts 
for Gift Shops and Jewelers, available 
in two distinctive papers: Embossed 
White Alligator and Silver Stripe. 

48 HOUR DIE STAMPING 
SERVICE: No order too small for die 
stamping your store name and address 
on boxes in Gold or Black. Write for 
our catalogue. 

Our Exclusive Offer to Small 
Consumers: We will supply a carton 
of 72 boxes, representing 38 assorted 
sizes, adaptable for every type of mer- 
chandise, at $5.25 per carton. 
Complete line of sizes carried in stock 
at all times. 


THE GIFT BOX CORPORATION 
654 Gates Avenue, Brooklyn, N. Y. 

















Meaning of Modernism 
By R. H. Leslie 


(Continued from April issue) 


N this age of skyscrapers and fly- 

ing machines, steam-heated apart- 
ments and automobiles, our decora: 
tive arts should not still be reflecting 
doublet and hose, powdered wig. 
chain mail or toga. E. A. Park feels it 
is as absurd to dress our homes in the 
finery of a past age as it would be to 
dress ourselves in the clothing of that 
age. If it would appear ridiculous 
for us to go garbed, some as Romans, 
some as Crusaders, some as gentle- 
men of the court of Louis XV, why 
is it not equally ridiculous for us to 
move against a setting just as incon- 
sistent from the same point of view. 
What difference, he asks, is there in 
reality between donning rapier and 
lace and sitting down to dine in a 
paneled room of the Elizabethan era? 
The person about to build a house 
usually goes to the architect with the 
primary stipulation that it shall be 
this or that style. The same person 
visiting his tailor would hesitate to 
order a suit of chain mail, yet the 
reasons for the existence of one of 
the styles of the past era are as out- 
worn as is the necessity for chain 
mail. 

_ These arguments, it seems to me, 
are difficult to refute, and really tend 
to make us look at cubistic hangings. 
skyscraper bookcases, brightly painted 
chairs and other strange and unfamil- 
iar forms without flinching, and in 
the hope that in them we may find 
something to appeal to contemporary 
conditions. It will be of interest now 
to consider what some of these con- 
ditions are, and in what way they 
may be manifested in the decorative 
accessories of interest to the jewelry 
gift shop. Before we discuss these 
however, it will be the part of wis- 
dom to say a little about the furni- 
ture and the background that are the 
setting for the smaller accents. But 
what is said about these applies di- 
rectly to the lesser objects; the same 
principles carry right through from 
the skyscraper itself to the little sky- 
scraper bookends or what not. 

We do not always realize how 
closely furniture forms are linked 
with architecture. Thus a well-de- 
signed bookcase of a_ conventional 
type reflects the architecture of a 
classic building, with heavy base. 
with supporting pilasters running up 
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on either side, and the familiar over. 
hanging cornice until recently seen jn 
all architecture. Just as modern 
buildings are eliminating the cornice 
and other features are introduced, 
similar changes are required of the 
furniture that shall conform to the 
new conditions. A splendid example 
is found in the skyscraper bookcases 
of Paul Theodore Frankl. These jn. 
clude the retreating terraces familiar 
to city dwellers, rising in a series of 
rectangular forms that grow smaller 
and smaller as they ascend. 

But let us consider the question, 
Why modernistic furniture? What 
are some of the more obvious ways in 
which modern life, particularly in 
cities, differs from that of previous 
periods—ways that would affect fur- 
niture design and decoration? 

First, we realize, there is the 
greater cost that has reduced the 
scale of living often from a large 
house with spacious rooms to a suite 
of cubicles a hundred feet in the air. 
Such homes demand smaller furni- 
ture of a more compressed type. There 
is also the lack of servants. We have 
no cheap labor to clean, dust and 
polish, no time to take care of elab- 
orately carved pieces. Then, too, fur- 
ther economy of space often combines 
dining room and living room in one; 
reception room and library have been 
largely discarded, and certain pieces 
of furniture must do double duty as 
far as possible. Fireplaces have be- 
come a luxury and hot water a neces- 
sity; electricity has displaced the 
softer and clumsier forms of lighting. 
Frequent moving discourages large 
and heavy pieces. Low ceilings cause 
furniture to be made_ horizontal 
rather than vertical, creating beds re- 
duced to a divan with a wooden 
frame. The chest of drawers has re- 
placed the mirrored wardrobe; the 
mirror is in the interior of a folding 
toilet table; chairs are low and deep; 
the sideboard has no pediment. Often 
the pieces do not rest on slender, 
breakable legs, but stand directly on 
the floor, eliminating the necessity of 
sweeping under them. No longer are 
rooms restricted to a single function. 
The bed may shut up into a different 
form. Screens which form wall panels 
during the day may be taken down at 
night to form enclosed rooms in com- 
bination at once invisible, interchange- 
able and ingenious. We are in such 
instances returning to the medieval 

(Please turn to page 81) 
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Old English Silver 


OLD SHEFFIELD PLATE 
Reproductions 











Wedding Gifts in Old Silver and 
Sheffield are the mode 


Your assortment should be complete 
during June 


We are in a position to cooperate 
with you from our large stock 


Il. FREEMAN & SON, INC. 
444 MADISON AVE. 
NEW YORK 
23 HATTON GARDEN : LONDON 








NOR-DIC LINE 
of 
MODERN PEWTER 


combined with 


BLOND WOOD 











The emphasis on globular 
design styles this Water Jug 
—capacity two quarts 


PRESENTED by 


ROBERT P. PIERCE 
1532 MERCHANDISE MART 
CHICAGO, ILLINOIS 
IN NEW YORK 


W. H. FENTON 
225-5TH AVE. 
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Meaning of Modernism 
(From page 80) 


conception of the common hall, re- 


newed in these times by the studio or 


living room, and it is here that scope 
is found for the inventive gifts of the 
decorator in the creation of an en- 
semble such as the modern furnisher 
aims for. 


Bill Sponsored by N.A.C.J. Would 
Relieve Retail Jewelers from 
Excise Tax Liability 


Cuicaco—The National Association of 
Credit Jewelers, which for three years 
has been cooperating in various attempts 
to relieve retail jewelers from the onerous 
and discriminatory application of the 
Federal excise tax on jewelry as im- 
posed under the Internal Revenue Acts 
of 1932 and 1934, has sponsored H. R. 
11377, which was introduced in the House 
of Representatives on February 21 by 
Congressman Richard M. Duncan of 
Missouri, a member of the House Ways 
and Means Committee. 

The text of the bill, now awaiting a 
hearing before the House Ways and 
Means Committee, together with amend- 
ments suggested later, is as follows: 


“For the purpose of this title, a retail jeweler 
who assembles completely finished component 
parts of jewelry shall not be considered a manu- 
facturer or producer; except (1) as to com- 
pletely finished component parts of jewelry 
purchased by him tax-free by virtue of section 
620, subsequent to June 20, 1932, and prior to 
the effective date of this paragraph, which parts 
shall be taxable upon the basis of the manu- 
facturer’s, producer’s, or importer’s sales price 
to him. The burden of proof that such com- 
ponent parts of jewelry were purchased within 
the period herein prescribed is upon the re- 
tailer; (2) as to retailers who hereafter pur- 
chase unassembled completely finished compo- 
nent parts of jewelry at a cost below the 
exemption provided in Sec. 609 of the Revenue 
Act of 1934 and assemble same into units, the 
combined cost of which to them is in excess 
of twenty-five dollars, they shall pay the tax 
on the basis of the cost to them of the respec- 
tive unassembled completely finished parts 
which constitute the taxable unit or units. 
The burden of proof as to the cost of such 
unit or units is upon the retailers.” 


“I sincerely hope,” said William Gib- 
son, president of the National Association 
of Credit Jewelers and leader in the fight 
for relief for the retailer, “that every 


“group of retail jewelers in the United 


States, regardless of their affiliations, 
will rally behind this bill. It is up to the 
retailers to look after their interests and 
we have never had a cause so important 
nor so great an opportunity to benefit 
and protect ourselves.” 





David Siegel, who operated a jewelry 
and loan business in Davenport, Iowa, 
for 30 years, died recently after a 10 
months’ illness. Born in Russia 66 years 
ago, Mr. Siegel came to this country 
about 1891 and settled in Philadelphia. 
About 31 years ago he went to Daven- 
port and a year later established the 
business which he continued until his 
death. Deceased is survived by his 
widow, three daughters and two sons. 
Sam I. Siegel, one of the sons, is man- 
ager of the Samuels Co., credit jewelers 
of Davenport. 


81 








BREAD AND BUTTER PLATE—No. 5501: Fin- 
ished in polished chrome plate, 6” in diameter. 
Set of six packed in handsome te 2 box. 

Net, $7.20 per doz. 


READY... 


NEW EVERCRAFT 


SPRING GIFT FOLDER 
Write for Your Copy TODAY! 


Distinctive gifts for Mother's Day 

; June Brides . . . Gradu- 

ates. Many handsome new Ever- 

craft selections in lovely non- 

tarnishing chrome. Beautifully 

made in every detail by master 
€VERCRAFT metal crafters. 


Prices from $1.00 upwards, at retail. 
All gifts shown here ready for immediate 


—_— ORDER TODAY 
THE EVEREDY COMPANY 


Frederick, Maryland 


SHOWROOMS: 
— _Reom 617 


New York — 225—5th Ave. 
Chicago — Merchandise Mart — Room 1596 


TID-BIT SERVER—No. 5095: A lovely little 
server in polished chrome and ivory catalin. Com- 
plete with fork as illustrated. 

Net, $7.20 per doz. 


STAFFORD CONSOLE SET—No. 42/52: Three 
pieces as illustrated. Finished in highly polished 
ehrome with pastel green finish on inside of bowl. 
Net, $3.20 per set 
MODERN COCKTAIL SET—Ne. 10/20/30: Eight 
pieces as illustrated. Finished - Rey 16P? 
Evercraft Chrome. it, $4.40 per set 








8 WISE One is the Jeweler who keeps his store “‘spic and span,” his displays 


changed frequently, and his stock up-to-date. The appearance of a store and displays is only 
.a matter of work, but an up-to-date stock is really a problem. So much depends upon your source of supply. 
Does your wholesaler offer the NEW items while they are still new? Does he carry complete stocks of staple 
merchandise? Can you order according to your immediate need with confidence that he will ship promptly? These 
are important questions, but a vast number of Retail Jewelers have found the correct answers. They rely on 


BALL... and each one of them is known in his community as a Wise Merchant. ‘Be thou, too, A WISE ONE!” 


THE BALL COMPANY - CHICAGO 


WHOLESALE JEWELERS © GARLAND BUILDING e 58 EAST WASHINGTON STREET 
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Flood-Area Jewelry Trade Recovers 





Month After Disaster, Refurbished Stores Report Brisk Activity; 
Survey Lists Losses in Pittsburgh, Johnstown, Wheeling 


PITTSBURGH, PA.—Business men 
throughout the nation are marveling at 
the rapidity of the comeback of merchants 
and industrial concerns in the flood- 
stricken areas of Pittsburgh, Wheeling 
and Johnstown. Business men of these 
industrial cities decided immediately 
“that the show must go on,” and now, a 
month after the flood which caused mil- 
lions of dollars in losses to 3044 firms in 
this area, you would hardly know there 
had been a catastrophe were it not for 
painters and decorators putting final 
touches of rehabilitation to many of the 
mercantile establishments. 

And the generosity of Pittsburghers— 
can that ever be forgotten? The Amer- 
ican Red Cross asked Pittsburgh to con- 
tribute $100,000 to flood-stricken citizens, 
and Pittsburgh responded with $300,000 
at a time when everything, everywhere 
in this district, was confusion and chaos. 

But how about the jewelers and what 
progress have they made in coming back? 
Plenty! They proved “they could take 
it,” and instead of throwing up their 
hands, they meet you with a smile and 
say, “Business conditions are improving. 
The prospects of a good graduation and 
June bride business are excellent.” 

Some Pittsburgh jewelers suffered 
greater losses than first reported, and 
two firms, Martin Gluck & Sons, Inc., 
and Landaw Bros., both watch materials 
houses on Penn Ave., have moved into 
the Clark building, where they should be 
above potential flood levels in the future. 
Both companies are said to have lost 
practically their entire stocks. 

Terheyden Co., Inc., and the three 
De Roy firms, all on Smithfield St., suf- 
fered very little damage, although the 
water got into the cellars of some of 
the business establishments on that thor- 
oughfare. 

Wood St. jewelers were hit harder 
than at first suspected. Grogan Co., Inc., 
suffered considerable loss from boxes and 
Cases stored in the basement, although 
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all merchandise was saved. As show- 
cases and fixtures dry out there is a 
tendency for them to warp, and in some 
instances pull apart. Francis A. Keating, 
president of the company, did not place 
an estimate on the loss to their boxes 
and cases. 

Hardy & Hayes Co., Inc., 529 Wood 
St., suffered a loss estimated by Paul 
S. Hardy, president of the company, at 
between $10,000 and $12,000. Here, again, 
the damage was confined mostly to 
leather boxes and stationery. Had the 
Weather Bureau not had trouble with 
some of its instruments, it is believed 
that many of the jewelers’ losses would 
have been less, for when the bureau was 
reporting the river stage at 36 feet, the 
gauges were stuck and the water level 
was actually several feet higher than the 
reading the bureau was frantically trying 
to advise merchants. The water finally 
reached a depth of 46 feet, two inches 
more than 21 feet above flood stage. 

John M. Roberts & Son Co., Inc., W. 
W. Wattles & Sons Co., Inc., and Gus- 
tave A. Sipe’s, all on Wood St., show 
no signs of the flood at present. 

On Penn Avenue, the finishing touches 
are being placed on several jewelry 
stores. J. R. Reed & Co. 426 Penn 
Avenue, had 10 feet, two inches of water 
in their store. The wall cases and show 
cases were turned upside down and the 
losses, not estimated by officials, were 
substantial. 

Gillespie Bros., Inc., Jenkins Arcade, 
suffered a loss of between $5,000 and 
$6,000, according to F. F. Lang, presi- 
dent. Mr. Lang reported an unusual 
experience to the writer. In order to 
arrive at his place of business at 3 
o’clock in the morning of March 18, he 
boarded a skiff on Fifth Avenue, and the 
owner charged him a dollar “taxi fare.” 
When Mr. Lang arrived at his store, 
there was already three feet of water on 
the first floor. The water subsequently 
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rose to nearly 10 feet, necessitating new 
cases and fixtures. 

The Singer Pen and Gift Shop, also 
in the Jenkins Arcade building, suffered 
heavily, but the company opened tempo- 
rary quarters elsewhere in the building 
and is conducting business as usual. This 
firm repairs fountain pens and does 
leather stamping work for a number of 
jewelers. ; 

M. Bonn Co., Inc., wholesale jewelers 
of 713 Penn Ave., are making splendid 
progress in getting their place of busi- 
ness in shape. Walter M. Bonn, trea- 
surer of the company, who had a miracu- 
lous escape, has returned from New 
York, where the company purchased a 
complete new line of merchandise. Her- 
man Cerf, president, was in Detroit at 
the time. 

The Samuel Weinhaus Co., Inc., 720 
Penn Ave., was one of the hardest hit 
jewelry houses. The company has not 
only had to restock its merchandise but 
install new wall cases, fixtures and floor- 
ing and make other repairs. Emil Freyer, 
president, did not place an estimate on 
their loss, and business has been resumed. 

The Loftis Jewelry Co., Inc., and 
Henry Wilkens & Co., Inc., both of Lib- 
erty Ave., made a speedy recovery, set- 
ting up temporary cases. William J. 
Kappel Co., Inc., and Crane’s, on Sixth 
Avenue, were among the first to re-open 
after the flood. 

None of the city’s prominent manufac- 
turing jewelers was damaged by the 
flood. Heeren & Co., Wolfson & Grau, 
and Doernberger & Muck, all situated on 
upper floors of office buildings, were not 
affected. This also applies to Grafner 
Bros., wholesalers, and the Vernon- 
Benshoff Co., refiners. 

Hyman Landaw, of Landaw Bros., 628 
Penn Ave., had a thrilling escape. Wad- 
ing around in water up to his neck, 
Mr. Landaw finally made his way to the 
Moose Temple building, next door, where 
he was marooned for three days before 
he could get out. He and his nephew 
survived on coffee made by the flame of 
a candle. But today, in authorizing an 
increase in his advertising space, he 
could smile and say: “By the way, did 
you ever taste coffee made by the flame 
of a candle?” Harry Landaw, his 
brother, was in Uniontown at the time. 





The flood loss to Joseph Horne Co., 
Inc., department store, also on Penn Ave- 
nue, is reported at $2,500,000. Rosen- 
baum Co., Inc., also suffered heavy losses. 
Both stores have attractive jewelry de- 
partments. 

Many jewelers in Johnstown were 
hard hit, among them S. Holtzman, 
Market St.; Seeley N. Levy, 338 Wash- 
ington St., Rothstein’s, 529 Main St., and 
S. H. De Roy & Co., Inc., 132 Market 
St. Glosser Bros., a department store, 
and the Penn Traffic Co., both of which 
operate jewelry departments, were inun- 
dated. 

E. H. Kennerdell & Sons and Schwer’s 
of Tarentum and the jewelry store of 
Emery E. Nale of Apollo, Pa., suffered 
heavy losses, as did stores of August 
K. Schran and Isaac Protetch at Sharps- 
burg, Pa. 

At Wheeling, W. Va., those suffering 
most were the King Jewelry Co., Rogers 
Jewelry Co., Max Zeidman and the Rex 
Jewelry Co. 





Dinner Given Ferdinand T. Haschka 
on His 75th Anniversary 


On Tuesday, April 14, a group of 
friends gathered at Hotel Seymour, New 
York City, at a dinner to do honor to 
Ferdinand T. Haschka, upon the occasion 
of his 75th birthday anniversary. The 
arrangements for the dinner were made 
by Dr. Karl Vogel of New York. 

After dinner, each of the men present 
was called upon to speak, by Major Paul 
M. Chamberlain of Newark, whose well- 
known ability as toastmaster brought out 
many interesting reminiscences of inci- 
dents in which Mr. Haschka had been 
helpful and inspiring to the speakers. 

But the great event of the evening was 
when Mr. Haschka himself was pre- 
vailed upon to tell of his life from the 
time when, against family opposition, he 
insisted upon entering the watchmakers’ 
craft, to the very recent day when he re- 
tired from active business as head watch- 
maker of Tiffany & Co.’s establishment 
in New York. 

Mr. Haschka, who was born at Mug- 
litz, C. S. R., April 14, 1861, was first 
an apprentice for four years in Vienna, 
followed by study and graduation from 
the School of Horology at Glashutte, 
Saxony. He told of his subsequent ex- 
periences as a globe-trotting horologist 
in Geneva, Paris, London, Vienna; Mel- 
bourne, Australia; San Francisco, Seattle, 
Philadelphia and New York. His ob- 
servations of life as he saw it all around 
the world, as well as what he had to 
say about horology, were exceedingly in- 
teresting. 

Besides his work for outstanding firms 
in the watch trade, Mr. Haschka has 
devoted much time to collecting his note- 
worthy library of horological works in 
the languages he had to learn during his 
residence in various countries; and he 
has taken part in the work of leading 
scientific societies: the Franklin Institute 
of Philadelphia; the British Horological 
Institute of London; the old New York 
Watchmakers’ Society and its successor, 
the present Horological Society of New 
York; and he was one of the group that 








founded the Horological Institute of 
America in 1921. 

Mr. Haschka, “full of years and 
honors,” will now devote himself to fur- 
ther travel and study in pursuing his 
lifetime love of horology. His life and 
work richly deserves for him the accolade 
“The Dean of American Horologists,” 
that was proposed by one of the speakers 
at the dinner. 

The men present at the dinner were: 
Mr. Haschka, Dr. Wallace B. House, Dr. 
Karl Vogel, Lieut. Commdr. John W. 





Ferdinand T. Haschka 


Isemann, R. L. Salomon, J. L. Roehrich, 
F. Mathez, Harry Ulmer, W. Lugrin, 
Charles K. Johns, Karl Plepla, Ben. Mel- 
lenhoff, and Robert F. Nattan, all of 
New York; Major Paul M. Chamberlain 
of Newark, N. J.; and John J. Bowman, 
Lancaster, Pa. 

Among the features of the dinner were, 
besides epicurean viands, a colossal birth- 
day cake decorated with horological de- 
vices and carved by Mr. Haschka into 
portions most flattering to the gastronomic 
capacity of the guests; and place-cards 
executed by Mrs. Paul Chamberlain, 
which were passed around for auto- 
graphs, and which will be souvenirs of 
an occasion delightful and memorable in 
the annals of horology in America. 





Maiden Lane Outing Club Expects 
150 at Affair on June 6 


A varied sports program, lawn lunch- 
eon, banquet and entertainment will at- 
tract an attendance of more than 150 at 
the annual summer outing of the Maiden 
Lane Outing Club, June 6, at the head- 
quarters of the Staten Island Lodge of 
Elks at Oakwood Heights, according to 
Benjamin Biffar, chairman of the com- 
mittee in charge. 

Various games and sports competitions 
will fill the morning and afternoon and 
prizes will be awarded to the winners at 
the banquet. Tickets may be obtained 
from Mr. Biffar’s committee, members of 
which are Al Betz, Harry Rosenthal, O. 
Thronsen, James Theise and Arthur J. 
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Tuveri of the business staff of Typ 
JEWELERS CIRCULAR-KEYSTONE. 


Members of Jewelers 24-Karat Club 
of New York Enjoy Annual 
Beefsteak Dinner 


Every year the members of the Jewel- 
ers 24-Karat Club of New York City get 
together for their annual beefsteak din- 
ner. Conscensus of opinion is that the 
beefsteak is always the best ever eaten, 
the program the cleverest, and that the 
whole affair could not be improved upon, 
Always this is true, and this year’s gath- 
ering at the Hotel Warwick, 54th St, 
and Sixth Ave., which was attended by 
about 115 hungry jewelers, was no ex- 
ception to the rule. From start to finish 
the evening was filled with genuine en- 
joyment. 

The dinner was scheduled to begin at 
6.30 p. m., and by that time most of the 
crowd was on hand. There were, how- 
ever, a few stragglers, but the short de- 
lay which occurred before the “call to 
eats” was given was passed in renewing 
old friendships and forming new ones in 
a room near the banquet hall, where 
tempting suggestions partly appeased the 
appetite and wholly thawed out the spirit 
of conviviality of the jewelers. 

Then came the word to march to the 
feast, and no one had to be drafted into 
the army which filed into the banquet 
hall. 

At the far end of the room was a long 
table where were placed the “seats of 
the mighty,” and they were soon occu- 
pied by the president, past presidents and 
other officers of the club. Caps and 
aprons were donned and without more 
ado the waiters began serving the steak. 
The Warwick is famous for its fine beef- 
steak and fully lived up to its reputa- 
tion this year. After every one had eaten 
all that he cared for, lamb chops were 
served, and then came the “ice cream 
parade.” Small cups of coffee and cigars 
followed. So much for the arrangements 
made by the committee to satisfy the 
inner-man. 

When the round tables at which the 
jewelers had gathered were moved back 
from the center of the floor, the evening’s 
program began. 

President Sigmund Cohn made a vali- 
ant effort to quiet the crowd long enough 
to allow him to make a few remarks, but 
the turmoil continued and he finally cut 
his speech short, after having first in- 
troduced the new members of the club. 
“Gus” Niemeyer congratulated Mr. Cohn 
upon his speech and said “that it was 
the best speech that he never heard.” 

Everything was excellent, the acrobats 
were unusually proficient, the man with 
the master mind who did 10 things at 
the same time received a full amount of 
applause and the other numbers were 
equally interesting and entertaining, not 
to mention the bubble girl. The program 
moved along swiftly from number to 
number with a snap that characterizes 
24-Karat Club affairs. 

The committee in charge consisted of 
Fred Croselmire, chairman; Howard 
Hetherington and Raymond Mehrlust. 
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N a few weeks, photo- 
graphs of lovely young 


women will grace the social 






26-Piece Set in Security Roll 
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columns of your newspapers. 
If your memory is good, you 


will recognize some of the pantie 


faces: The debutantes of last 


Fall have become the brides 
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1’s almost unbelievable! Silverware so fine. for sa” 
little! And enough for six places! A velvet-soft 
roll of emerald green and white~- yours without 
extra charge. Sterling-like designs. Shields of extra 
Silver at points of greatest wear. Tudor Plate is 
the ideal gift, and worthy of the smartest hostess, 


TUDOR PLAT 


reach the most responsive 


segment of this market, 
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of the current season. 

But these debutante brides represent only a small 
fraction of the bridal class of ’36. Based on conservative 
estimates, 1,750,000 women will say “I do” in 1936. 
And it is with these 134 millions in mind that Oneida 
presents a Tudor Plate Service for Six at the psychologi- 
cally right price of $10.00. 

For every bride whose future husband trots down the 
aisle in striped pants and Ascot tie, there are hundreds 
who will face the altar standing beside a man in a 
double-breasted blue serge. These young couples are 
the ones who will give jewelers their volume business 


—the ones who will buy ten-dollar Silverware. And to 


\t 
STORY MAGAZINE. 


Because in these magazines is congregated the largest 





single audience of marriage-conscious young women. 
Of the 414 millions of readers of these magazines, 
more than 114 millions are young women between the 
ages of 18 and 25. They've shopped for the platinum 
band. Now they are interested in the fixings that come 
with marriage. They are interested in $10.00 Silver- 
ware. Their choice will be strongly influenced by the 
Tudor Plate advertising in their favorite magazines. Tie 
in to this advertising. Display the $10.00 Tudor Plate 
set .. . and bring LIBERTY-TRUE STORY readers 


into your store for volume sales. 


For the Brides of ’36—remember Tudor Plate 
LIBERTY - TRUE STORY 
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Teviah Sachs Named Vice-President 
of Gruen Watch Company 


CINCINNATI, O.—Election of Teviah 
Sachs as vice-president of the Gruen 
Watch Co. at a recent meeting of the 
board of directors heads a number of per- 
sonnel changes in the Gruen organization 
announced by Benjamin S. Katz, presi- 
dent. Mr. Sachs directed a large retail 
jewelry concern during 11 years and was 
general manager of a wholesale watch 
company and a partner in the American 
Watch Distributors Co. before coming 
with Gruen. 

The following division sales managers 
have been named by Carroll C. Seghers, 
general sales manager of the company: 
S. A. Giraud, who has been with the 
Gruen Watch Co. for over 20 years, 
Southern sales manager; Harry Gold- 
stein, who is in charge of the New York 
office, Eastern sales manager; Simon Ger- 
shey, Mid-Western sales manager with 
headquarters at Chicago; and Aaron 
Thorne, Western sales manager, with 
headquarters at Los Angeles. 

Mr. Seghers also stated that the west- 
ern territory has been subdivided into 
smaller areas in order to obtain the closest 
possible contact with Gruen dealers. Jef- 
frey Kay will represent Gruen in the Pa- 
cific Northwest and Phil Levy will repre- 
sent the company in California. 





More Than $33,000 in Jewels Robbed 
From Two Salesmen Near Memphis 
by Trio of Highwaymen 


MEmPHIs, TENN.—Diamonds and col- 
ored precious stones, some set and some 
unset, valued at more than $33,000 were 
reported stolen the night of April 22 from 
two New York wholesale jewelers, who 
told police that they were fired on by three 
highwaymen and left tied and bound after 
their automobile had been forced into a 
ditch of water. 

The jewelers were Carl Sternfeld, 35, 
of 607 Fifth Ave., and A. E. Toepfer, 29, 
of S. Toepfer, Inc., 62 W. 47th St., New 
York. When they were driving north 
from Memphis, they said, a car bearing 
the three men ferced them off the road 
into a ditch near Onion, Tenn. 

Four bullets passed through the jewel- 
ers’ automobile, said Detective Sergeant 
W. W. Billings of the Memphis automo- 
bile theft bureau. Mr. Sternfelds’ loss 
was estimated at between $23,000 and 
$24,000 and that of Mr. Toepfer at be- 
tween $10,000 and $15,000, both entirely 
covered by insurance. 





April Meeting of Metropolitan 
Chicago Chapter of American 
Gem Society 


Cuicaco.—The April meeting of the 
Metropolitan Chicago Chapter of the 
American Gem Society which was sched- 
uled for the 3d was changed to the 22nd 
because of the anticipated visit of Presi- 
dent Robert M. Shipley of the Gemolog- 
ical Institute of America, who is making 











a tour of the States and visiting the vari- 
ous chapters. 

Mr. Shipley was greeted by a very 
large attendance and in his talk com- 
plimented the local organization for the 
wonderful progress they have made in 
the short time. He reported that rapid 
progress is being made in all sections 
and jewelers are heartily supporting the 
efforts to make America gem and jewelry 
conscious. 

Dr. A. J. Walcott of the Field Museum, 
again led the group discussions and 
started out by reviewing optical prop- 
erties of gems, and taking up in detail a 
discussion of beryl. 

A number of well-known retail jewelers 
from out of the city who were here on 
other business, but are interested in the 
movement, were visitors at the meet- 
ing. Among those attending were Ed. 
Herschede, Cincinnati; Myron Everts, 
Dallas; Leo Vogt, St. Louis; Mr. Maier, 
Atlanta; P. K. Loud and Mr. Wright, 
Detroit. Another distinguished visitor 
who looked in on the meeting was Dean 
Edward H. Kraus, of the University of 
Michigan, who arrived late on account 
of his train. 


A.N.R.J.A. Moves to 22 W. 48th St. 
From 522 Fifth Ave. 


Offices of the American National Re- 
tail Jewelers Association were removed 
May 1 from 522 Fifth Ave. to 22 W. 48th 
St., where closer contacts with the in- 
dustry will be facilitated. 

In its new location, the association 
shares an entire floor with the Jewelers 
Board of Trade. Its own offices are ar- 
ranged much as they were at the Fifth 
Ave. address, with individual offices for 
William D. McNeil, president of the as- 
sociation and chairman of the Jewelers 
Publicity Committee, and for Charles T. 
Evans, secretary of the association, and 
a large room utilized’ by the office staff 
and as a reception room. 

The association’s headquarters had 
been at 522 Fifth Ave. since the fall of 
1933, when the NRA Code Authority for 
the retail jewelry industry was author- 
ized. It subleased from the authority 
until June 15 last when the latter was 
dissolved, and when it took over the 
quarters. 


Do You Know About This Bill? 


AvsBany, N. Y.—Legislation to amend 
the education law in relation to “the prac- 
tice of an optician” has been introduced 
in the New York State Senate at Albany 
by Senator Wicks. This bill contains a 
provision which reads as follows: “The 
department shall license without examina- 
tions all persons over the age of 21 who, 
on taking effect of this act, are actually 
engaged exclusively as opticians as de- 
fined herein, and who have been engaged 
as such for a period of five years, three 
of which shall have been within the State 
of New York.” 

This bill will undoubtedly be opposed 
by jewelers and others who have been 
doing some business in repairs and re- 
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placements of glasses as a side line, and 
who would not desire to employ a jj. 
censed optician if the bill should become 
a law, establishing a license system under 
a State Board of Opticians. 

The bill is in conflict with a section 
of the new proposed optometry law, as 
under the proposed opticians’ law the sale 
of glasses from stock or “over the coun- 
ter” by licensed opticians would be law- 
ful. Jewelers who will be affected by 
this law in New York State should write 
their representatives to vote against it, 


De Loid Safford 


Newark, N. J.—De Loid Safford, who 
was for years secretary of the old 
Jewelers Board of Trade, died at his 
home in the Roseville section of this city 
on April 21. He was in his 88th year, 
The funeral was held on Friday, April 
24, with interment in Rosedale Cemetery, 

The National Jewelers Board of Trade 
was an amalgamation of four credit as- 
sociations of the jewelry trade. The old- 
est of these was the Jewelers Mercantile 
Agency, Ltd., established in 1873 by Mr. 
Safford. It was this organization which 
was the original publisher of the present 
red rating book which The Jewelers 
Board of Trade uses. 

Deceased is survived by two daugh- 
ters. 





Directors and Officers Elected by 
Gorham Mfg. Co. 


ProvipENcE, R. I.—At the annual meet- 
ing of the stockholders of the Gorham 
Manufacturing Co., held at the offices of 
the corporation at Elmwood April 8, two 
new directors were elected. At a subse- 
quent meeting of the directorate Lester 
F. Morse was elected treasurer to succeed 
the late Alfred K. Potter. Other changes 
were also made in the list of officers. Mr. 
Morse, the new treasurer, has been asso- 
ciated with the Gorham Manufacturing 
Co. for an extended period of years, as 
assistant treasurer. 

The two new directors named are Har- 
old C. Field and Hovey T. Freeman. 

Other directors who were re-elected at 
the annual stockholders’ meeting were 
Edward B. Aldrich, Witherbee Black, G. 
Maurice Congdon, Henry J. Fuller, Rus- 
sel Grinnell, Edward Krehbier, Edmund 
C. Mayo, William F. McChesney, Lester 
F. Morse, William A. Viall and Wilfred 
L. Wright. 

Officers named by the directors were as 
follows: Chairman of the Board of Di- 
rectors, Henry J. Fuller; President, Ed- 
mund C. Mayo; Vice Presidents, John 
B. Abbott and William F. McChesney; 
Treasurer, Lester F. Morse; Secretary, 
Hiram C. Hoyt; Assistant Treasurers, 
Ralph S. Connell and Albert A. Wain- 
wright; Assistant Secretary, Albert A. 
Wainwright. Mr. McChesney, who has 
been vice president of the Gorham Co., 
was newly named as a vice president of 
the Gorham Mfg. Co., and Mr. Connell 
was newly appointed to the office of as- 
sistant secretary. 
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The Feldman Jewelry Store in 
Franklin, Pa., before and after 
being remodeled with a new 
Pittco Store Front. This is just 
one of the many jewelry shops 
throughout the country which 
have increased their eye appeal 
and business-drawing power by 
Pittco-modernization. 





At your servite...ovn woe 


STORE FRONT EXPERIENCE IN YOUR FIELD 


— of the best assurances you 
can have that remodeling your 
store with a new Pittco Store Front 
will be successful and profitable, is 
the fact that we have had such wide 
experience in installing Pittco Fronts 
for your kind of store. Our experience 
has taught us the type of windows, 
the color schemes, the arrangement 
of store front elements best able to 
attract potential customer’s attention 
to your displays of precious stones 







Listen to “The Music You Love,”’ superbly rendered by the Pittsburgh Symphony Orchestra and 3 ane 


and metals, and invite their trade. 
This is the seventeenth in a series 
of advertisements directed to jewelers 
and featuring photographs of actual 
Pittco Store Front installations for 
jewelry stores. And these are only a 
few of the many jewelry store instal- 
lations of Pittco Fronts we have 
made. We invite you to send the 
coupon below for our free booklet on 
Pittco Fronts and interior painting, 
which contains further information. 


reseuney Boia 


ee 





NTS Pouisnen 


- : 


NBC-W4JZ network and assoc 









And remember, our staff of experts 
will gladly discuss with you and your 
architect the best type of front to fit 
your needs and poshtahialk. 


PITTSBURGH TIME PAYMENT PLAN 


Take 2 years to pay for your new 
Pittco Front! Merely make a 20% 
down payment, and then pay the 
balance in easy monthly instalments 
at low F. H. A. rates. 


Pittsburgh Plate Glass Company, 

2175A Grant Building, Pittsburgh, Pa. ; 
Please send me, without obligation, your new : 

book entitled “How Modern Store Fronts Work: 

Profit Magic.” : 


Name. 





Street 





City State 





I am C0 am not [ interested in the Pittsburgh | 
Time Payment Plan. : 








guished guest artists every Thursday at 8:00 P. M., E. D. S. T., over 
ions, 
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United States Imports of Diamonds 
Continue to Climb 


Wasninoton, D. C—A 15 per cent in- 
crease in imports of cut but unset dia- 
monds, and a 50 per cent increase in 
receipts of rough diamonds are reported 
for February by the Division of Foreign 
Trade Statistics of the Commerce Depart- 
ment. Receipts of the former were valued 
at $1,570,342, compared with $1,358,796 
during January, while receipts of the lat- 
ter were invoiced at $364,334, compared 
with $237,761 the preceding month. 

Belgium sent us cut diamonds valued 
at $1,072,923, with similar imports from 
the Netherlands listed at $482,393, and 
from France at $14,140. Most of the 
rough diamonds also came from Belgium. 

Imports of pearls and other precious 
and semi-precious stones also were higher 
during February than January. They 
were: Pearls and parts, not strung or 
set, $23,918; other precious and semi- 
precious stones, rough, uneut, $20,734; 
dther precious and semi-precious stones, 
cut but not set, $308,567; imitation 
precious or semi-precious stones except 
opaque, $109,238, and imitation opaque 
precious or semi-precious stones and imi- 
tation pearls, $2,355. Importation of 
precious and semi-precious stones, rough, 
uncut, other than diamonds, had totaled 
$207,151 the preceding month. 





Four Daylight Bandits Rob Dayton 
Jewelry Store 


DayTon, Onto—Four armed bandits 
held up the Partner Jewelry Co., Ine., 20 
N. Ludlow 8t., at 2:40 p. m., April 9, and 
sped away in a light tan sedan bearing 
Ohio license plates with more than $27,- 
000 worth of rings, watches, dress sets, 
watch chains and practically all the rest 
of the store’s merchandise except silver 
hollowware, 

Besides Sol Partner, owner of the store, 
two employees, a postman, a woman cus- 
tomer and a newspaper reporter were 
forced to stand by quietly while two of 
the robbers brandished their guns and 
the other two ransacked the safe, display 
cases and show window, stuffing their 
contents into white bags. 

Mr. Partner told police he opened the 
safe to obtain a ring which a man who 
called himself “Mr. Jones” had left a 
few days before to be sized. “When I 
turned to hand him the ring,” Mr. Partner 
said, “the man pulled a gun and said, 
‘This is a holdup.” By this time, a con- 
federate had entered, who herded Mr. 
Partner, a clerk and a woman customer 
into the rear of the store, while a third 
robber ran to a baleony and ordered the 
watchmaker working there to join the 
others on the ground floor. 

A postman walked into the store in the 
midst of the holdup, only to be forced to 
take his place in the line-up, as was a 
newspaper man who stopped in front of 
the store and looked through the window. 

Two of the robbers made frequent trips 
to the car with the loot. Finally they 
warned their victims to remain in the 
rear of the store and then fled. W aen the 
latter had recovered from their shock, 





the thieves’ automobile had roared away 
out of sight. 

One thief was described as 28 and 5 
feet 3 inches, a second as 32, 5 feet 10 
inches and weighing 165 pounds, and a 
third as 19, 5 feet 1 inch. All were dark 
complexioned. ‘The fourth confederate 
was not described. All were well dressed. 





Tydings Bill Now Before Congress 
Would Legalize Resale Price 
Maintenance 


Wasuinoton, D. C—The Tydings Bill 
(8. 3882) to legalize resale price mainte- 
nance, which is now before Congress, is 
attracting the attention of those who have 
made a study of the subject. 

The bill is as follows: 


A Bill 


To amend the Act entitled “An Act to pro- 
tect trade and commerce against unlawful re- 
straints and monopolies’, approved July 2, 1890. 

Be it enacted by the Senate and House of 
Representatives of the United States of America 
in Congress assembled, That section 1 of the 
Act entitled “An Act to protect trade and com- 
merce against unlawful restraints and monopo 
lies’, approved July 2, 1890, is amended by 
striking out the period at the end of the first 
sentence thereof and inserting in lieu thereof 
a colon and the following: “Provided, That noth- 
itg herein contained shall render illegal, con- 
tracts or agreements prescribing minimum prices 
ot other conditions for the resale of a commod- 
ity which bears, or the label or container of 
which bears, the trade mark, brand, or name of 
the producer or distributor of such commodity 
and which is in free and open competition with 
commodities of the same general class produced 
or distributed by others, when contracts or agree- 
ments of that description are lawful as applied 
to intrastate transactions, under any statute, law, 
ot public policy now or hereafter in effect in 
any State, Territory, or the District of Columbia 
in which such resale is made, or to which the 
commodity is to be transported for such resale, 
and the making of such contracts or agreements 
shall not be an unfair method of competition 
under section 5, as amended ,and supplemented, 
of the Act entitled ‘An Act to create a Federal 
Trade Commission, to define its power and du- 
ties, and for other purposes’, approved Septem- 
ber 26, 1914,” 


In discussing this bill Felix H. Levy, 
a prominent New York lawyer who is a 
careful student of this subject, said: 

“In my opinion, the Tydings’ Bill con- 
stitutes the best approach to the solution 
of the price-cutting evil that has ever 
been presented in Congress. 

“The substance of the Bill is that it 
provides for an amendment of the Sher- 
man Antitrust Law, by the insertion of an 
express provision whereby resale price 
agreements are removed from the pro- 
hibitions of that law. This constitutes a 
direct and logical remedy for the existing 
state of the Federal Law which now pro- 
hibits such agreements. 

“In 1911, for the first time, the United 
States Supreme Court declared such agree- 
ments to be unlawful, because in viola- 
tion of the Sherman Law. 

“Accordingly, it seems plain that to 
correct this situation, new legislation is 
required whereby the Sherman Law will 
be amended so as to declare that such 
agreements shall not be a violation of that 
Law, with the result that they will then 
become lawful. 

“It is precisely this that Senator Tyd- 
ings’ Bill seeks to accomplish. It does 


so by declaring that a new section shall 
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be inserted in the Sherman Law to the’ 

effect : 
“That nothing herein (that is, in 
the Sherman Law) contained shajj 
render illegal, contracts or agree. 
ments prescribing minimum Prices, 
**** © * for the resale of a com. 
modity which bears, or the label of 
container of which, bears the trade. 
mark, brand or name of the producer 
or distributor of such commodity,” 


“It will thus be seen that this Bill deals 
with the situation created by the Supreme 
Court decisions, in the most direct and 
explicit manner. 

“In this important respect, the Tydingy’ 
Bill is incomparably superior in merit to 
the long-pending Capper-Kelly Bill, which 
made no attempt to remove such agree. 
ments from the prohibition of the Sherman 
Law. 

“The Tydings’ Bill has, also, a great 
advantage over the law recently enacted 
in several States, all of them identical in 
form, the New York example being the 
Feld-Crawford Law, because each of these 
laws is necessarily limited to transactions 
within the limits of the particular State 
which enacted such law and, therefore, do 
not legalize price maintenance agreements 
between manufacturers who ship their 
goods from another State into the State 
which has such a law. In other words, 
these particular State laws have no ap- 
plication to any kind of interstate trans- 
actions. 

“In addition, the New York Court of 
Appeals recently declared an important 
provision in the Feld-Crawford Law to 
be unconstitutional. 

“The ‘Tydings’ Bill, if enacted by 
Congress, applies to all interstate trans- 
actions. 

“Obviously, the Tydings’ Bill possesses 
immeasurable advantages over _ these 
separate State laws and it ought, there- 
fore, to receive full support by all legiti- 
mate—that is, non-price-cutting business.” 





Varied Program Drawn for Wisconsin 
R.J.A. Convention May 18-19 


Green Bay, Wis.—Members of the 
Wisconsin Retail Jewelers Association 
will gather for their 1936 convention at 
the Northland Hotel here on Monday and 
Tuesday, May 18 and 19. 

The convention will be informally 
opened with a golf tournament on Sunday, 
May 17, arranged by Green Bay jewel- 
ers. The sport has been ruled out for 
convention days. 

The annual meeting of the policyholders 
of the National Jewelers Mutual Fire 
Insurance Co., will be held at 10 o'clock, 
Monday morning. The company is in 
its 22nd year and financial reports show 
its financial condition to be the best in 
its history. 

Features of the social program of the 
convention include entertainment Monday 
night and the annual banquet and dance 
Tuesday night. 

The Ladies’ Auxiliary will carry out 
its own program, joining with the asso- 
ciation in the social events of the con- 
vention. 
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J. H. Martin Made Vice-President of 
Reed & Barton Corp. 


Taunton, Mass—Reed & Barton Cor- 
poration, through its president, Sinclair 
Weeks, has announced the appointment of 
Joseph H. Martin as vice-president in 
charge of sales. This action was taken 
at a recent meeting of the corporation’s 
board of directors. 

Mr. Martin’s advancement is in keep- 
ing with the proverbial opportunity to 
those who work hard to master all 
phases of their business. He started work 
in the Reed & Barton plant 25 years ago. 
After several years in manufacturing de- 
partments he began his career in the sales 
division as a clerk. This was followed 
by road work and then his return to 
Taunton as factory salesman. 

He was made assistant sales manager in 
1926, and sales manager the following 


year. 


—_—_. 


International Silver Co. Files Answer 
to Federal Trade Commission 
Complaint 


Washington, D. C., April 7.—Answe1 
has been filed with the Federal Trade 
Commission by the International Silver 
Co., in connection with the commission’s 
complaint. 

The company admits “that during a 
period of more than one year past it has 
manufactured and still continues to manu- 
facture various brands of silver plate 
ware which feature the word ‘Rogers’ as 
part of their trade marks.” 

It is denied by the company that “it has 
engaged in a practice of falsely advertis- 
sing its products, and denies each and 
every allegation ....and_ specifically 
denies that any advertisement for which 
it was responsible was calculated to mis- 
lead and deceive or had the capacity, 
tendency or effect of misleading and de- 
ceiving anyone, or of aiding, enabling 
or causing dealers to sell its silver plated 
ware to the public under false or mislead- 
ing representations.” 

Further answering the complaint the 
silver company states that “its coopera- 
tion with dealers by making special dis- 
counts for special sales at certain periods, 
whereby consumers would be so attracted 
as to buy in substantial quantities in a 
short period and obtain greater than 
usual value in silver plate, with relatively 
small profit to respondent and to the 
dealers, has been to the advantage of 
labor, to the manufacturer, and to the 
dealers and to the consumers, with the 
result that, instead of causing injury, all 
concerned have been benefited and to that 
extent have contributed toward improv- 
ing business conditions at this time.” 

It is further stated in the answer by 
the company “that it has the sole right 
to determine the list price of its goods 
and to suggest that price to the dealer 
as a proper price at which the goods may 
be sold by him at retail; that it has the 
right to arrange with dealers such dis- 
counts from such list price as it deems 
desirable; that it has the right to vary 
such discounts from time to time as it 
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deems best, either to stimulate sales by 
enabling the dealer to make a greater 
profit on each sale or to encourage him 
to buy in quantities and sell at a price 
lower than the list price in large 
quantities with quick turnover; that the 
dealer has the right to compare the price 
at which he is selling or offering to sell 
with the list price of the manufacturer; 
and that respondent by increase of dis- 
count for either of these purposes, and 
by encouraging dealers thus to honestly 
take advantage of such increased discount 
in stimulating trade.” 





Five Named Members of G.I.A. 
Students’ Advisory Board 


Five additional members of the students’ 
advisory board of the Gemological Insti- 
tute of America have been announced by 
Robert M. Shipley of Los Angeles, in- 
stitute president. They are: Richard L. 
Barrett, Case School of Applied Science, 
Cleveland; Samuel G. Gordon, associate 
curator of the Academy of Natural 
Sciences, Philadelphia; Dr. Alfred C. 
Hawkins, author of “The Book of Min- 
erals,” New Brunswick, N. J.; A. Mer- 
chant Clark, editor of THe JEWELERS 
CiRCULAR-KeysTone, New York; and Dr. 
Edward Wigglesworth, Boston Society of 
Natural History, Boston. 

Mr. Clark succeeds the late T. Edgar 
Willson, who preceded him as editor of 
this journal and a member of the students’ 
advisory board. 





Ohio Watchmakers Association Holds 
Convention in Dayton 


Cincinnati, Ohio, April 3—W. H. 
Johnson, Toledo, was re-elected president 
of the Ohio Watchmakers Association 
which held its second annual convention 
at Dayton, Ohio, March 29. M. A. 
Rogeaux also of Toledo was elected vice- 
president, while L. H. MHeimberger, 
Columbus, became _ secretary-treasurer. 
William Funk, Cincinnati, was made 
sergeant-at-arms. 

The work of the past year was re- 
viewed at the Hotel Van Cleve where the 
watchmakers gathered while the principal 
address was made by Frank Foegler, 
Cincinnati, president of the United Horo- 
logical Association of America. Three 
delegates at large were selected to attend 
the national convention of the united 
organization as were alternates and two 
state delegates. Fifty-seven representa- 
tives from various guilds attended while 
a group of 27 made up the “Queen City” 
delegates. Eleven of these were ac- 
credited delegates to the state meeting. 





William C. Fox 


MonTREAL, CAN.—Prominent for many 
years in the wholesale jewelry trade of 
Toronto and Winnipeg, William Claude 
Fox, 77, first president of Toronto Min- 
ing Exchange, died April 1 from a heart 
attack at his Toronto residence. Until a 
few years ago he took a daily plunge in 
Lake Ontario, even in winter. He was a 
yachtsman, member of many clubs and 
of the A. F. and A. M. 
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Jewelry Trade Group Seeks $10,000 
for Brooklyn Charities 


Twenty members of the industry head 
the activities of the jewelry, silverware, 
and precious stones division of the 
Brooklyn Federation of Jewish Charities, 
and have launched a drive in the trade to 
raise money for the support of Brooklyn 
Federation's 25 philanthropic agencies, ac- 
cording to Jacob Schaeffer, of Shiman 
Bros., Inc., chairman of the division. A 
steering committee has been set up to 
form policies and direct plans consisting 
of Louis Kahn, Kahn & Dinhofer; Max 
Kronstadt, Bristol Seamless Ring Co.; 
Nat Newman, Silberman, Kohn & Wal- 
lenstein; Hyman Seidman, Seidman & 
Cohan; and Samuel Wein, Wein & Co. 

Mr. Schaeffer said: “Increased need 
has dictated the demand that more people 
must give and more people must give 
more. In keeping with this spirit, our 
division has accepted a quota of $10,000, 
representing the highest quota it has ever 
assumed in the campaigns of the Brooklyn 
Federation. To realize that quota and to 
meet our responsibilities as public- 
spirited members of the community, we 
have outlined an effective program of ac- 
tion which will endeavor to increase the 
number of subscribers to Federation and 
also the amount of subscriptions.” 

The executive committee includes, be- 
sides the members of the steering com- 
mittee: Rudolph Epstein, Goodfriend 
Bros.; Harry Frackman, Harry and Ben 
Frackman; Louis H. Freedman, L. H. 
Freedman Co; Benjamin Friedman, Fried- 
man Silver Co., Inc.; Philip Ginsberg, 
Globe Novelty House; Joseph Greenwald, 
J. Mehrlust & Co.; Benjamin L. Lazrus, 
Benrus Watch Co.; Samuel Meyers, 
Castle Jewelry Co., Inc.; Nelson J. Miller, 
Russell McElwee and Miss Theresa May- 
house, Abraham & Straus; Jerome Rich- 
heimer, Jerome Richheimer Co.; Ralph 
W. Sabin, Alex Sabin & Sons, Inc.; Sey- 
mour Selig, M. Selig & Sons, and Jerome 
Stanley Teitelbaum, and Isaac Wurman, 
I. Wurman Co. 


Henry Cohen 


Richmond, Va., April 2.—Henry Cohen, 
Sr., Richmond jeweler, died on March 
28 at his home here. He had been a 
resident of Richmond for the past 50 
years, moving here from Baltimore, Md. 
Mr. Cohen entered the jewelry business 
here in 1888 under the firm name of H. 
Cohen, and was actively engaged until 
shortly before his death. He had been 
in failing health for some time. He is 
survived by three daughters and one son. 





Godfrey Weidlich Co. has engaged in 
business at 1720 Fairfield Avenue, Bridge- 
port, Conn. Mr. Weidlich was formerly 
with the Weidlich Bros. Mfg. Co., as a 
salesman in New England, Pennsylvania 
and New York State. The new company 
will make a line of sterling and silver 
plated ware and include novelties. Mr. 
Weidlich is contacting the trade in his 
old territory and in the Middle West. 
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How Gem Crystals Form Discussed 
at New York A.G.S. Meeting 


The formation of gem crystals out of 
molten rock material within the earth 
was compared to “the way alcohol collects 
in the center of a bucket of frozen hard 
cider’ by Dr. F. H. Pough, assistant 
curator of minerals and gems at the Am- 
erican Museum of Natural History, at a 
meeting of the New York Chapter of the 
American Gem Society, March 31 at the 
Jewelers 24 Karat Club, 608 Fifth Avenue, 
New York. 

“The rarer elements remain in solu- 
tion while the magma cools,” said Dr. 
Pough. “They finally crystallize, produc- 
ing such gem minerals as beryl, crysoberyl 
and spodumene.” He said that this is 
the origin of many gem varieties, includ- 
ing emerald, aquamarine, golden beryl, 
morganite, white beryl, kunzite, hiddenite, 
alexandrite and cat’s eye and outlined 
their occurrence and physical properties. 

C. A. Allen of Cranberry, N. J., zircon 
importer, discussed the mining, coloring 
by heat and cutting of zircons in Cam- 
bodia, French Indo-China. 

Richard H. Van Esselstyn, chapter. vice- 
president, extended an invitation to the 
members to visit the Smithsonian Institu- 
tion at Washington, D. C., on April 25. 
About a dozen members indicated they 
would leave New York for the capital on 
Friday night, April 24, spending Saturday 
at the Institution, where they were to 
inspect the most highly prized gems in 
the national collection. Kenneth I. Van 
Cott presided. 





Minnesota Retail Jewelers Meet 
at Minneapolis 


MINNEAPOLIS, Minn. — Repeal of the 
Minnesota law requiring a lapse of five 
days between the application for and 
granting of a marriage license was urged 
as a boon to Minnesota jewelers in a 
resolution adopted at the 32nd annual 
convention of the Minnesota Retail Jewel- 
ers Association, April 5-6, at the Radisson 
Hotel. 

The five-day wait causes too many of 
the matrimonially-inclined to travel to 
some other State to fasten the bonds of 
wedlock—and, Minnesota jewelers lament, 
buy their diamond, gold and platinum 
rings. 

Other resolutions asked repeal of the 
Federal excise tax, called on silverware 
manufacturers to turn out fewer patterns, 
urged manufacturers to institute a nation- 
wide campaign to make people silverware 
conscious, condemned wholesale-retailing, 
and expressed regret at the removal of 
the AAA and NRA. 

John N. Schoen of Owatonna, Minn., 
who was reelected president, praised the 
lessening of fraudulent silverware adver- 
tising as among the association’s greatest 
triumphs of the. past year. E. M. 
Schwenke, secretary, and J. S. R. Scovill, 
treasurer, read reports, and an Internal 
Revenue official discussed the excise tax 
on jewelry. 

“Advertising will be even more closely 





associated with the progress business will 
make in the next few years than it has 
been at the past,” said Harvey Kruze, 
Minneapolis advertising man. “Jewelers 
hold a tremendous advertising appeal in 
the natural desire of people to acquire 
things fine and beautiful and to take 
fullest advantage of this they must keep 
their advertising up to modern standards 
and carefully avoid falling into ruts.” 
Daniel Gainey of the Josten Manufactur- 
ing Company talked on jewelry sales, and 
a discussion period followed. 

Besides Mr. Schoen, officers for 1936-37 
were named as follows: Henry C. Hen- 
drickson of St. Paul, reelected vice-presi- 
dent; L. B. Johantgen of Minneapolis, 
secretary, replacing Mr. Schwenke of 
New Richmond, and Mr. Scoville of 
Austin, reelected treasurer. 

Robert Orr, Minneapolis, and John 
Geist, St. Paul, were reelected directors 
of the group, while Stan Smith of 
Mankato, was elected a director in place 
of Henry Dougherty of Minneapolis. 

Herbert J. Miller, president of the 
Minneapolis Civic and Commerce Asso- 
ciation, was the principal speaker at the 
convention banquet. Mr. Miller stressed 
cooperation of individuals and groups in 
the life and business of today. Edgar L. 
Hayek, jeweler of Albert Lea and mayor 
of that city, was toastmaster. 





National Wholesaler Jewelers’ Asso- 
ciation Gains Thirty-four Members 


Philadelphia, Pa., April 22.—Thirty- 
four new members have affiliated with 
the National Wholesale Jewelers’ Associa- 
tion through the efforts of A. C. Wallen- 
stein of the Wallenstein-Mayer Co., 
chairman of the membership committee, 
and William Aisenstein of Aisenstein- 
Woronock & Sons, Inc., ‘and Arthur P. 
Care of E. W. Reynolds Co., George A. 
Fernley, secretary, announced today. 

New active members are: Keystone 
Jewelry Co., Houston, Tex.; Boas Hatow- 
ski & Sons, Ltd., and “A. C.” Junior, 
Inc., of Chicago; the Oneida Watch Co., 
Inc., Utica; W. C. Noack’s Sons’ Inc., 
Detroit; Dinkelman-Bubert Co., Balti- 
more; H. Marvet & Co., Toledo; F. H. 
Bidgood Co., Grand Rapids; Geo. H. 
Taylor & Co., Providence; Merrell & 
Baughman, Jennette, Pa.; Harry Polner, 
Buffalo; Hiller Jewelry Co., New Orleans, 
and J. F. Mansfield Clock Co., Inc., 
George J. Doehrmann, Conover & Quale, 
Inc., and E. S. Feinstein & Co., New 
York. 

New associate members: Shiman Mfg. 
Co., Inc., Barrasso & Blasi, Inc., and Art 
Metal Works, Inc., Newark; Ripley & 
Gowen Co., M. S. Company, McRae & 
Keeler Co., E. B. Richards Co., Finberg 
Manufacturing Co. and Marathon Co., 
Attleboro, Mass.; Uncas Mfg. Co., 
Harvey & Otis, Inc. and the R.-L. Griffith 
& Son Co., Providence; England, Klein 
& Levy, Inc., Bristol Seamless Ring Co. 
and Belove Watch Case Co., Inc., New 
York; the New Haven Clock Co., New 
Haven, Conn.; H. F. Barrows Co., North 
Attleboro, Mass., and Geo. H. Fuller & 
Son Co., Pawtucket, R. I. . 
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Oklahoma R.J.A. Convention Urges 
Tax Exemption for Jewelry 
Costing Under $75 


OKLAHOMA City, OKLA—N. O. Barg. 
hill of Oklahoma City was elected pregj. 
dent of the Oklahoma Retail Jewelers Ag. 
sociation at the 30th annual convention 
of that organization, in session April 12 
13 at the Biltmore Hotel. He succeeds 
Frank White of Guthrie, Okla. k 

The 200 jewelers who attended ap- 
proved a plan for legislation exempting 
jewelry of less than $75, manufacturer's 
cost, from the Federal excise tax. The 
tax is now levied against jewelry with 9 
manufacturer’s cost of $25 or more. 

Myron Everts of Dallas, Texas, AN.R 
J.A. regional vice-president, describing 
the Jewelers Publicity Campaign and 
other work of the national association, de- 
clared that the United States is fast re- 
gaining pride and pleasure in the owner- 
ship of fine jewelry. 

“Fine jewelers’ merchandise again is 
in demand to augment jewel collections 
which are being brought out of safety de- 
posit vaults where they were stored dur- 
ing the depression,” said he. 

The first day of the convention was 
spent in viewing exhibits of jewelry dis- 
played by manufacturers and wholesalers, 
That night the men were entertained at 
a stag party and their wives attended a 
theater party. 

The business session the second day 
was opened by a welcoming address by 
Mayor Frank Martin. The delegates 
were shown sound motion pictures, “Fly- 
ing the Lindbergh Trail” and “Maiden 
Trip of China Clipper,” later. This was 
followed by a lecture on “Importance of 
Lighting in Jewelry Stores,” by A. E. 
Warner, lighting engineer. 

Unanimously the delegates chose Okla- 
homa City as the meeting place for the 
1937 convention and decided to send 
the president and secretary to the con- 
vention of the national association in New 
York the week of Aug. 24. 

New officers elected at the closing busi- 
ness session were Mr. Barnhill, president; 
C. W. Haupt, Bartlesville, first vice- 
president, and J. F. Seyforth, Oklahoma 
City, second vice-president. B. C. Clark, 
Jr., Oklahoma City, was re-elected secre- 
tary-treasurer. 

The new board of directors includes 
Frank White, Guthrie, retiring president; 
N. C. McCoy, Cushing; Frank Ward, 
Anadarko; George Goldfarb, Oklahoma 
City, and A. Y. Boswell, Tulsa. 

Approximately 250 delegates and guests 
were entertained the second night at the 
annual association banquet and dance at 
the Biltmore. A complete floor show, in- 
cluding dancing novelties, was provided. 





A recent issue of the Stamford Guide 
commented on the 48th anniversary of 
the jewelry store of Kronholtz, Inc., 505 
Main Street, Stamford, Conn. The store — 
was founded April 5, 1888, as the streets — 
were being cleared after the famous bliz- — 
zard of that year, and has been at its 
present site since 1927. 
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Above—Waiting for the disbursement of prizes 
are many of these Boston Jewelers’ Bowling 
League members, photographed at their annual 
dinner in the Hotel Bradford. Story on page 99 


NEWS VIEWS 
of the 
JEWELRY TRADE 


This $225,000 display of loose 
and mounted emeralds steadily 


show-window of William Barth- 
man, Broadway and Maiden 
Lane, New York. 


é ee drew fascinated throngs to a 


Photo by Old Masters Associates, Inc. 


“The Star of Artaban,” 
316-carat star sapphire 
pictured full size at the 
left, was exhibited re- 
cently at C. D. Peacock, 
Inc., Chicago. It is the 
property of William V. 
Schmidt Co., Inc., New 
York. 


Above—Girls sorting some of 
the more than $100,000 worth 
of silver plate which has been 
made by an English firm for use 
on board the new Cunard liner, 
Queen Mary. 


One hundred and fifty watches 
— count ‘'em—comprised this 
recent attractive display at C. D. 
Peacock, Inc., 103 S. State St., 
Chicago. Prominence was given 
to seven different makes, and a 
wide variety of models was 
shown. 
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NOBLE(\()BRAND 


and Hercules «re 
Popular Quality Marks 
for 
GOLD SOLDER 
and Jewelers’ Findings 
Made with Care and Precision 


Ask your JOBBER for them 
—SPRING RINGS— 


66 6 0 


6606 


FH. NOBLE & CO. 


Manufacturers 
535-559 W. 59th Street 
CHICAGO ILLINOIS 

















UNREDEEMED 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
case.) 


Same in 15-Jewel 
$5.00 


Same in 17-Jewel 
$6.00 





Same in 12 size {| 7-Jewel..... $4.00 

with a beautiful 4 15-Jewel..... 5.00 

Fancy Silver Dial | 17-Jewel..... 6.00 

Also fine unredeemed Railroad Watches 
similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


WEKSLER ano GOODMAN, Inc 


Successors to 
PAUL ROSENBERG 
5 South Wabash Avenue 
CHICAGO 











Clerk, Felled by Thug, Hits Switch of 
Siren and Three Suspects 
Are Caught 


The attempt of three armed men to 
rob the Louis Fried Jewelry Shop, 2182 
Broadway, New York, failed when one 
of them felled a salesman to the floor 
and, in falling, the latter struck a con- 
cealed switch which set off a burglar 
alarm. 

The trio entered the shop about 10 
o’clock the morning of April 3 and one 
of them asked Mr. Fried, the owner, to 
show him some wrist watches. Suddenly 
they ordered Mr. Fried and Harry 
Rauschmaer, the clerk, to drop to the 
floor. It was when the latter was slow 
in complying that one of the would-be 
burglars struck him over the face with 
his hand. 

Panic-stricken at the alarm, the in- 
truders fled. A patrolman gave chase, fir- 
ing two shots in the air before being 
joined by fellow officers. Captured a 
block away from the jewelry store, three 
men were charged with assault and at- 
tempted burglary. 


—————_ 


Negro “Customer” Sentenced for 
Grand Larceny after Jewel 
Robberies in Mid-West 


CINCINNATI, On10—Accused of being the 
inventor of a daring “new” theft pro- 
cedure against which jewelers are cau- 
tioned, Jerome Pullian, 31-year-old Negro, 
who admitted robbing 15 diamond rings 
and two other rings valued at $1,200 from 
the jewelry store of William F. Grass- 


muck & Sons, Inc., 617 Vine Street, has 


pleaded guilty to grand larceny and has 
been sentenced to one to seven years in 
the Ohio Penitentiary. 

Pullian, also known as James Howell, 
Jay A. Pullman and James Harris, was 
arrested in Chicago, March 27, within 24 
hours after he says he slyly walked out 
of the Grassmuck store with a tray of 
rings. He waived extradition from Cook 
County, Ill. 

Fred A. Rice of the firm of Rice & 
Larsen, jewelers, 306 Van Buren Street, 
Joliet, Ill., went to Chicago and identified 
the Negro on April 2, as the man who 
came to his store March 5, pretending he 
desired to buy a ring for his sweetheart, 
for whom he said he would wait in the 
store, and who unobserved slid the door 
of a showcase open, extracted a tray of 
12 diamond rings and walked unnoticed 
out of the store. Pullian admitted both 
this theft and others at Peoria, IIl., and 
Pittsburgh, Pa. 

The thief then led detectives and Mr. 
Rice on a tour of Chicago pawn shops, to 
10 of which he said he had sold rings. 
Twenty-two rings, nine of them belong- 
ing to Rice & Larsen, were recovered 
from the pawn shops, together with 10 
diamond rings police found on his per- 
son and which he said he had stolen from 
the Grassmuck firm. 

The Negro’s tactics in the Grassmuck 
robbery were similar to those he used in 
the Rice & Larsen steal. Walking’ into 
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the store, he asked to be shown some bar 
pins. After inspecting several he said 
he wanted the help of his sister before 
making a choice. He left the store by 
returned within half an hour saying he 
had located his sister and that she would 
follow him in a few minutes. Mr. Gragg. 
muck and Mr. and Mrs. O. B. Wise, who 
are employed in the store, then turned 
their attention to others and while they 
were thus engaged the stranger, it is ql. 
leged reached over a counter and grabbed 
a tray bearing 15 diamond and two other 
rings. He quietly walked away and was 
safe from pursuit before the loss was 
discovered. 

The man was in the city but a short 
time as he caught a fast freight to Chi- 
cago. He was arrested in a pawnshop 
there and, according to the police, 10 of 
the rings were found in his possession at 
the time. The proprietor engaged him in 
conversation while a clerk notified the 
police. Two of the rings and the tray 
were found in an alley near the jewelry 
store shortly after the robbery was dis- 
covered. 





Most of the Sterling Tableware Im- 
ported Into U. S. During Feb. 
Made in Denmark 


WasHIncToN, D. C.—Sterling silver 
tableware valued at $21,067 was im- 
ported into the United States during Feb- 
ruary and more than half of it came 
from Denmark, the Division of Foreign 
Trade Statistics of the Commerce De- 
partment reports. Other shipments to this 
nation included silver-plated table uten- 
sils and hollow or flat ware valued at 
$30,681, 75 per cent of it from the United 
Kingdom, and other silver-plated articles 
except cutlery and jewelry valued at 
$1,460. 

No gold or platinum jewelry was re- 
ceived from abroad during the month. 
France, China, Czechoslovakia, the United 
Kingdom and Japan were the chief points 
of origin for other jewelry sent to the 
United States. Gold buckles imported 
from France were invoiced at $167, 
buckles of other metals at $394, and 
lighters, compacts, mesh bags, etc., of 
metals other than gold or platinum at 
$7,459. 

United States’ jewelry exports during 
February were largely of non-precious 
metals, of which articles valued at $120,- 
780 were shipped. Jewelry findings 
shipped abroad were listed at $6,257, 
sterling silver cutlery and forks at $1,483, 
silver-plated tableware at $9,030, other 
tableware including gold and pewter at 
$5,736, and other silver tableware manu- 
factures, $9,275. 





A gold nugget, weighing 44 ounces, 
three pennyweights, valued at $1,236, has 
been picked up on Spruce Creek, B. C, 
by Carl Lykkegard. The nugget is be- 
lieved to be the largest every found in 
that district. Last year Ruby Creek pro- 
duced one weighing 32 ounces. Spruce 
Creek is showing up rich placer gold 
ground this spring, it is reported. Some 
drifting ground is going around $40 to 
the yard of gravel. 
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February Imports of Watch Move- 
ments Higher Than Those of January 


WasuincTon, D. C.—Imports of watch 
movements soared from a valuation of 
$15,914 for movements received in Janu- 
ary to a valuation of $165,214 for move- 
ments imported during February, says the 
Division of Foreign Trade Statistics of 
the United States Department of Com- 
merce. Switzerland alone sent 53,627 
movements valued at $164,187. 

Jewels for movements, mechanisms, 
meters, etc., received during February 
were worth $107,244, while the value of 
imported watch parts was $36,446, com- 
pared to $21,546 in January, and the 
value of imported clocks and clock move- 
ments fell to $579, compared to $4,860 the 
previous month. Clock parts worth $4,- 
635 were received. 

The United Kingdom and the Union of 
South Africa were best customers for ex- 
ports of watches without jewels, $13,211 
worth of which were shipped out of the 
nation during February. Jeweled watches 
valued at $14,961 were exported during 
the month, Japan and the Union of South 
Africa buying the most. Canada, Mexico 
and Japan led in the purchase of watch 
parts, the value of which totaled $40,111. 

Listed exports of one-day alarm clocks 
were invoiced at $24,407; wall mantel and 
novelty clocks at $5,675 and other clocks 
and parts, except electric, at $19,339. 





Many Trade Associations Schedule 
Conventions for May 


The convention season in the jewelry 
trade entered its first intensive stage last 
month with six State organizations and 
one national horological association meet- 
ing in various sections of the country. 
This month, however, will be marked by 
even a greater number of these conclaves 
when members of 10 State associations of 
retail jewelers and the Horological Insti- 
tute of America will meet in session to 
discuss topics vital to the entire industry. 

The meetings scheduled for May are 
as follows: Tennessee Watchmakers and 
Jewelers Association, Andrew Jackson 
Hotel, Knoxville, May 3, 4 and 5; Illinois 
at Decatur, May 3, 4 and 5; Florida at 
Orlando, May 4 and 5; Massachusetts and 
Rhode Island, Parker House, Boston, May 
6; Michigan at Hotel Olds, Lansing, May 
10, 11 and 12; Washington, New Wash- 
ington Hotel, Seattle, May 10 and 11; 
Wisconsin, Northland Hotel, Green Bay, 
May 17, 18 and 19; Horological Institute 
of America at Washington, D. C., May 
18; Delaware, Maryland and Washington, 
D. C., Baltimore Hotel, Baltimore, May 
17 and 18; New Jersey, Hotel Douglas, 
Newark, May 24 and 25; and New York 
State, Hotel Seneca, Rochester, May 28 
and 29. 

During June several conventions are 
scheduled: those of the National Whole- 
sale Jewelers Association at the Nether- 
land-Plaza, Cincinnati, Ohio, June 10, 
11 and 12; Indiana, Wawasee, June 21 
and 22; New Hampshire, Portsmouth, 
June 24; and the Virginia-North Caro- 
lina at Charlottesville, Va., June 21, 
22 and 23. During the week of Aug. 24 
the American National Retail Jewelers 
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Association will meet at the Waldorf- 
Astoria Hotel, New York, while on Sept. 
20, 21, 22 and 23 the National Association 
of Credit Jewelers will convene at the 
Hotel Sherman in Chicago. 








Fiftieth Anniversary 


JoHNsoN City, TEeENN.—Johnson 
City’s oldest retail establishment is 
celebrating its 50th anniversary. 

It is Beckner’s Jewelers, 232 
Main Street, the development of 
which parallels the growth of John- 
son City as a community of import- 
ance in upper East Tennessee. 

In 1886 I. N. Beckner bought a 
small jewelry and repair shop and 
conducted business for a while in 
a two-story frame dwelling. He 
improved the location and quality 
of the store several times before 
moving to the present site, in 1918. 

The name of the firm also under- 
went changes, due to the association 
of three generations of the Beckner 
family with its management. From 
“I. N. Beckner,” it became “I. N. 
Beckner & Son” when Folsom Beck- 
ner, Sr. acquired an interest, then 
“T. N. Beckner’s Sons” with the lat- 
ter as sole proprietor, and finally 
“Beckner’s” after two others of the 
family joined the business. 











Harry L. Coburn 


Hanover, N. H.—Harry L. Coburn, 53, 
proprietor of a jewelry store and form- 
erly in charge of the jewelry department 
at the John B. Varick Co. of Manchester, 
died suddenly April 2. Mr. Coburn ap- 
parently had been in good health as he 
had worked as usual and his sudden 
death came as a shock to his many friends 
here as well as in Manchester. 

Mr. Coburn came to Hanover in May, 
1929, when he acquired the H. E. Hurl- 
butt jewelry store. He had been taking 
an active part in civic affairs here and 
was secretary of the Rotary Club at the 
time of his death. 

When he went into business for him- 
self here, he had worked more than 25 
years for the Varick company, the last 17 
of which were as department head. 

He was a former president of the New 
Hampshire Retail Jewelers’ Association 
and at one time was regional vice-presi- 
dent of the American National Retail 
Jewelers’ Association. He was also a 
past president of the White Mountain 
Traveling Men’s Association and a 
past president of the Manchester Shrine 
Club. He was a member of the Kiwanis 
Club while residing in Manchester. He 
was also a member of Lafayette Lodge 
F. and A. M. and the United Commercial 
Travelers. 

Survivors include the widow and two 
sons, Paul and Hayden. 


The jewelry store of Otto J. Falk, 
Bowling Green, Mo., has removed to 
larger quarters in the Keith Building. 
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GOLD & SILVER CHARMS 





SIMONS BROS. CO. 


269 South 9th St. Philadelphia 








AMAZING VALUES 


World Known Brands 


Old Sterling Silver 


Hollowware — Flatware 
COMPLETELY REFINISHED 


SENT ON APPROVAL 


HODANIZE 


Trade Mark 
Reg. U. S. Pat. Off. 


Refiners and Purchasers of 


OLD GOLD, PLATINUM, 
SILVER SCRAP & 
SILVER ARTICLES 


GOLD RECOVERY & 
REFINING CORP. 


53 West 47th Street, New York 
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REMOVAL 
STEPHEN VARNI 


COMPANY 


UNUSUAL GEMS 


TO 


580 Fifth Avenue 


COR. 47TH ST. 


NEW YORK CITY 
After 31 Years 


in Maiden Lane area 
we have followed 
the uptown trend 


of the 
GEM MERCHANTS 


to the midtown 
section 


JEWELERS INVITED 


to visit our special 


GEM EXHIBIT 


in our 


NEW SHOWROOMS 

















AN 


APEX 
Case 


to take the 
6) ligne 


WALTHAM 


Dial #923 
for 20 to 30 
Diamonds 


Ask Your 
Wholesaler 


APEX 
Watch Case 
Mfg. Co. 


801-2nd Ave. at 43rd St. 
New York 








Sigmund Cohn Named Chairman of 
Jewelry Division of Citizens 
Family Welfare Committee 


At a meeting a short time ago at the 
Town Hall Club, Sigmund Cohn, presi- 
dent of the Jewelers 24 Karat Club of 
New York City, and a refiner at 44 Gold 
St. was named as chairman of the 
jewelry division of the Citizens Family 
Welfare Committee of New York City, 
whose function it is to obtain financial 
aid for the unemployed in the metrop- 
olis.s Mr. Cohn has named as his com- 
mittee: W. Waters Schwab, Alexander 
Arnstein, S. S. Powell, Howard W. Boyn- 
ton, Jacob Schaeffer and Royal S. Lin- 
thicum. 

Mr. Cohn and his committee will make 
a canvass of the jewelry trade in New 
York to obtain subscriptions for this 
worthy fund and he urges jewelers to be 
liberal in their contributions. He _ ex- 
plained that no quota for the jewelry 
trade had as yet been established. 





Tax Ruling on Antique Clocks and 
Antique Silver 


WASHINGTON, D. C.—Antique clocks and 
antique silver, when sold at retail by the 
importer thereof, are taxable on the basis 
of 60 per cent of the retail sales price 
unless 60 per cent of such price gives a 
figure below cost plus 15 per cent, in which 
event the tax is due on cost plus 15 per 
cent, Capt. D. S. Bliss, deputy commis- 
sioner of the Internal Revenue Depart- 
ment, has ruled in answer to a letter of 
inquiry from Wilson A. Streeter of Phil- 
adelphia, chairman of the legislative com- 
mittee of the American National Retail 
Jewelers Association. 

A Philadelphia concern which imported 
antique silver and aritique clocks prior to 
the effective date of the Manufacturers’ 
Excise Tax, June, 1932, had been selling 
this merchandise on the understanding 
that such items were not taxable, until 
inspectors examining the books of the 
company, March 17, insisted that a tax 
should be paid upon 10 per cent of the 
importer’s price plus 15 per cent, wrote 
Mr. Streeter to Capt. Bliss. 

Mr. Streeter protested the ruling on 
grounds that the Collector of Internal 
Revenue for the Philadelphia district had 
assured the retailer in June, 1932, that 
antiques were not taxable under the 
Manufacturers’ Excise Tax, that there is 
no justification for the 15 per cent addi- 
tion for so-called overhead expenses, and 
that “there is at least a serious doubt as 
to whether second-hand goods, more than 
100 years old, which enter our country 
tariff free, can be construed as articles 
manufactured within the meaning of this 
Excise Tax law.” 

Capt. Bliss, however, confirmed his 
ruling in a letter dated April 10, which 
said in part as follows: 

“In this connection your attention is 
called to the fact that section 605 imposes 
a tax on importers as well as manufac- 
turers or producers. Such section of the 
act provides that an importer is liable for 
tax at the rate of 10 per cent of the price 
for which articles enumerated therein are 
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sold, provided, of course, such price jg 
$25 or mort. Therefore, where an jp. 
porter imports antique clocks and antique 
silver he, under the provisions of Section 
605, becomes liable for tax on the entire 
price for which such articles are sold by 
him. 

“If the articles are sold at retail, the 
tax under the provision of section 619(b) 
of the Revenue Act of 1932 may be com. 
puted on the price for which the sam 
or similar articles are sold in the ordinary 
course of trade by manufacturers or pro. 
ducers thereof, as determined by the com. 
missioner. In such cases it has been held 
that if the importers sell antique clocks 
and antique silver exclusively at retail, 
the fair market price should be arrived 
at by taking 60 per cent of the retail sale 
price. However, if 60 per cent of the 
retail sale price gives a figure below cos 
plus 15 per cent, then the fair market price 
should be arrived at by adding to the cost 
of the articles, a mark-up of 15 per cent” 





“House Warming” Gathering of 
Jewelers Club Held April 23 


Cuicaco—The anticipated ‘‘house- 
warming” party of the Jewelers Club at 
55 E. Washington St. became a reality 
on the evening of April 23 when nearly 
75 members gathered in the Club rooms 
to celebrate the launching of the club and 
participate in the events prepared for 
their entertainment. 

Masters of ceremony were R. S. Hul- 
bert and Frank Moran, with Tom Mc 
Mahon, who was largely responsible for 
the installation of the club, acting as gen- 
eral supervisor. Some of the preliminary 
events of the tournaments in table tennis, 
pool, and bridge and cribbage were 
pulled off but owing to the large attend- 
ance it turned into a free-for-all and 
from an hour before dinner was served 
until far into the night there was some- 
thing doing every minute. 

A number of wholesale jewelers from 
other cities who were in Chicago attend- 
ing a group conference of Hamilton dis 
tributors, were guests of the evening and 
were lavish in their praise of the com- 
modious and elegantly appointed quar- 
ters. 





Frankie Foster Fights Extradition on 
$132,000 Gem Robbery Charge 


RENo, Nev.—When the May issue of 
THE JEWELERS’ CIRCULAR-KEYSTONE was 
going to press Frankie Foster, who was 
wanted in New York for a sensational 
robbery of $132,000 in jewels Jan. 6 from 
the jewelry store of Greenleaf & Crosby 
in Rockefeller Center, New York, had 
been released from the county jail i 
$20,000 bail. 

His counsel had taken out a writ to 
keep two New York detectives from ex 
traditing him. 

Foster was captured at his Reno home 
April 8 when G-Men, Reno police and 
Detective Christopher Carroll of New 
York surrounded his place and threat 
ened to hurl tear gas bombs inside. Foe 
ter came out with his hands in the aif. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Richard G. Kinscherf, Inc., has moved 
from 80 Nassau Street to larger quarters 
at 12 John Street. 

Herbert L. Oberman is president of 
the recently organized Overton Jewelry 
and Watch Corp., 48 W. 48th Street, 
importers and manufacturers of watches, 
aiamonds and jewelry. 

Leonore Doskow has recently engaged 
in the business of producing to order, 
handmade jewelry and odd flatware 
pieces at 235 E. 57th St. David Doskow 
is associated in the business with his wife. 


Joseph Goldmuntz of Goldmuntz Bros. 
& Co. now located at 608 Fifth Ave., 
has returned to New York on the S. S. 
Ile de France after having passed five 
weeks in the European diamond markets. 


Martin M. Simmons is now in charge 
of the New York office of the Buffalo 
Jewelry Case Co. of Buffalo, manufac- 
turer of jewelry boxes, displays, etc., 
with attractive quarters at 20 W. 47th St. 


Louis Hartzberg of J. & L. Hartzberg, 
665 Fifth Ave., sailed April 22 on the 
§. §. Normandie for a two-months’ trip 
to the diamond and colored stone markets 
of France, Holland, Belgium and Eng- 
Jand. 


Henry Miller of Miller & Veit, im- 
porters and cutters of diamonds, 630 
Fifth Avenue, returned on the S. S. 
Washington April 2 after visiting the 
diamond markets at Antwerp and Am- 
sterdam. 


Murray A. Lang, who recently as- 
sociated with Ned J. Stewart under the 
title Lang-Stewart, Inc., diamond im- 
porters, 665 Fifth Avenue, will return on 
the Ile de France May 2 after a trip to 
the diamond markets. 


The Cosmopolitan Watch Material Im- 
porting Co., importer of watch materials 
from Switzerland, opened offices, May 1, 
at 87 Nassau St., New York. It is headed 
by Herman Schafram, formerly of Switzer- 
land. 


Irving Davidson discussed Jewish wit 
and humor at a meeting of the New 
York Jewelers Benevolent Association in 
Proctors Lodge Rooms, 148 E. 58th St., 
the night of April 21. Tentative plans 
were announced for a Monte Carlo night 
May 5. 


Miss Betty Hoffman, secretary of the 
Park Curiosity Shop, dealers in antique 
silverware, 1348 Sixth Ave., imitated 
Greta Garbo, “Portland” of the Fred 
Allen radio hour, Mae West, Beatrice 
Lillie and others in an amateur program 
of WHN, April 14. 


Maurice Tishman, Inc., who has been 
serving the jewelry trade for 32 years, 
and at 71 Nassau Street for the past 22 
years, has moved to larger and better 
quarters at 607 Fifth Avenue, in the new 
jewelry district. Mr. Tishman first en- 
gaged in business at 80 Maiden Lane. 
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B. Schanfein of Pedersen, Frankel & 
Schanfein, manufacturing jewelers, 15 W. 
47th St., has retired from business and the 
firm name has since been changed to 
Pedersen & Frankel. Mr. Schanfein has 
been identified with the jewelry business 
for 27 years, being formerly a member 
of the old firm of Schanfein & Tamis. 


Members of the Horological Society of 
New York, Inc., meeting April 7, heard 
a description of his recent European tour 
made by Major P. Chamberlain. The 
members rose in tribute to Ferdinand T. 
Haschka, an honorary member, who re- 
cently retired after many years of ser- 
vice as a watchmaker for Tiffany & Co., 
Inc. 


Frank W. Smith, Inc., of Gardner, 
Mass., announced recently the appoint- 
ment of Dana H. Adams as New York 
representative. Mr. Adams, who has 
been associated with the sterling silver- 
ware field for many years, will have charge 
of a show room which will open soon at 
Room 906, Graybar Building, 420 Lexing- 
ton Avenue. 


Benjamin N. Wiener & Co., manufac- 
turing jewelers, 83-85 Canal St., has an- 
nounced that Thomas P. Sayre is now 
representing that firm in the eastern 
states. Mr. Sayre was formerly con- 
nected with Martin-Copeland Co., Inc., 
of Providence, R. I. Roy J. Dable of 
San Francisco, Cal., represents the for- 
mer company in the western area. 


The second annual dinner-dance of 
the Associated Credit Jewelers of New 
York and New Jersey will be held Sun- 
day night, May 3, at the McAlpin Hotel, 
with a cocktail hour from 7 to 8 o’clock 
and dancing and entertainment after the 
dinner. C. M. Bradbury heads the com- 
mittee on arrangements, assisted by Wil- 
liam Van Bush, Rowland Goodman, M. 
S. Abelson, Alvin R. Baer and Eliot P. 
Hirshberg. 


Stephen Varni of Stephen Varni Co., 
580 Fifth Ave., gave an illustrated lec- 
ture on “Precious Gems and Gem Ro- 
mances” at the Dutch Reformed Church 
Club, Flatbush and Church Aves., Brook- 
lyn, the night of April 14. He described 
some of the world’s most interesting gems 
and told about birthstones and their 
origin. Mr. Varni recently returned from 
a month’s trip to Florida. He talked on 
“Gems” before the Newark Mineralogical 
Club, April 5. 


Announcement has been made of the 
merger of the jewelry store of Trabert & 
Hoeffer, Inc., 407 Park Ave., with Mau- 
boussin of Paris, under the title Trabert 
& Hoeffer, Inc., Mauboussin. The latest 
Continental ideas in jewelry design, it 
was stated, will thus be provided for the 
new firm, which will manufacture its 
pieces in New York. The first finished 
pieces of the new concern are now being 
exhibited at its shops in 3275 Wilshire 

(Please turn to page 96) 
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EXPERT REPAIRS 


SILVERBWA BRB EB 


Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 
CURRIER & ROBY 77.5.2:%h 3s 


Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders lee ay bay Stones and La 
Work Carefully and pt Fo Fit 


Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day receive: 


U. $. Watch Dial Mig. Corp. Xn YUn 




















Manufacturer of Gold 
and Platinum Ring 
Mountings and Wed- 
ding Rings to Whole- 


salers 






LOUIS KOPPEL 


126 MAIDEN LANE 
NEW YORK, N. Y. 


DIAL REFINISHING 


WATCH AND CLOCK 
HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 NASSAU ST. NEW YORK, N. Y. 




















SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS ere, 
CHRONOMETER CYMA 
WATCHES CLOCKS 
NORMAN M. MORRIS 


INCORPORATED 
608 FIFTH AVE. NEW YORK 








CrinEse Gems Co, 
J ADE INC. 


and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 


REPAIRING 


and Engraving on Jewelry and 
Silverware of Every Description 
Solky Bros., Inc. 


142 Fulton St., New York 
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Ww E will convert your old move- 
ments into stylish watches! 
Repair them, put them in new cases and dials 
at the lowest possible prices. Any kind of a 
watch case supplied. 

We carry a full line of rebuilt watches at 
reasonable prices. 


NU-ERA WATCH CASE CO. "%,{%2! 5" 








Gold and Platinum Solders 
“Clinton Alloys” 
For White, Green, Yellow Gold 
Refiners of Precious Metals 


CLINTON REFINING CO., Inc. 
91 E. Kinney St., Newark, N. J. 
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RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 
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LADIES’ WATERPROOF WATCHES 
48 WEST 48TH ST. 





DIAMOND 


SCHICKSNAPS 


GOLD 


PLATINUM 


CULTURED 
PEARLS 


— 


HARRY ¢. SCHICK, INC - NEWARK,N. J. 





NEW YORK: 





PLATING 


The modern way is scientifically correct. 


Gold, Chromium, Rhodium, 
Nickel, Silver 


Gold Encasing—Deposits from 1/100 12K up 
to 1/10 14K. 


Chromium and gold plating on small parts, 
_, the Jewelry manufacturing and Novelty 
trades. 


“TRI” us and make a ‘‘PACT’’ with us for 
quality, economy, and reliability. 


TRI-PACT PLATING CO. 
20 Eldridge St. New York 

















New York Notes 
(From page 95) 


Blvd., Los Angeles, and the Hotel Tray- 
more, Atlantic City. 

Gutwirth Bros., importers and cutters 
of diamonds, have removed from 48 W. 
48th St. to the eleventh floor of the 
International Building, 630 Fifth Avenue. 


Harry Ulmer, for over 30 years and 
until recently with the A. Wittnauer Co., 
is now recovering from a minor operation 
which he underwent at the Methodist 
Episcopal Hospital in Brooklyn. 

McTeigue & Co., Inc., importers and 
manufacturers of fine jewels, 16 East 53rd 
Street have completely renovated their 
stock and now have one of the most up- 
to-date establishments in the trade. 


Kakichi Ikeda, general manager of 
K. Mikimoto, cultured pearls, Tokio, 
Japan, will visit New York in June. 
Leaving Japan April 9, he arrived in 
San Francisco April 22, and after spend- 
ing several weeks visiting the trade on 
the Pacific Coast he will devote several 
additional weeks to business affairs in 
Chicago and the Middle West before 
renewing acquaintances in the East. It 
has been three years since last he was in 
America. He will return to Japan by 
way of California late in June. The 
main American office of K. Mikimoto is 
in the International Building, New York, 
and others are in Los Angeles, Cal., and 
Chicago, IIl. 

Daylight-saving time went into effect 
at 2 a. m., Sunday, April 26, and will con- 
tinue until Sept. 27, the last Sunday in 
September. Forehanded citizens of 320 
towns and cities in this state set their time- 
pieces forward an hour on retiring that 
night and prepared to avoid being 
short-changed on sleeping by getting up an 
hour late because they did not have to go 
to work. Sixteen other states are observ- 
ing daylight-saving time in their urban 
sections. New Jersey has 118 communities 
that moved up the clock along with New 
York, while thirty-three followed suit in 
Connecticut, which has repealed its law 
forbidding the public display of clocks 
showing anything but Eastern Standard 
Time. 

S. Genn, head of the well-known dia- 
mond firm of S. Genn, Antwerp, Belgium, 
has opened a suite of attractive New York 
offices on the eleventh floor of the Inter- 
national Building, Rockefeller Center, 630 
Fifth Avenue. Mr. Genn has been identi- 
fied with the diamond industry for 32 
years and has a wide acquaintanceship in 
both this country and abroad. He will 
now spend considerable time in this coun- 
try supervising the conduct of his New 
York offices. The new offices are spacious, 
bright and cheerful, and exquisitely fur- 
nished. He will specialize in baguette 
diamonds and all kinds of fancy shapes; 
mostly in pairs. He will also operate a 
diamond cutting plant in this city to facil- 
itate expert service. 

An investigation of advertisements 
purporting to offer watch repairs at 89 
cents was authorized April 21 at a meet- 
ing of the Brooklyn Retail Jewelers As- 
sociation at the New Bedford Restaurant, 
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391 Eastern Parkway, Brooklyn, Phineas 
Peters presiding. Mr. Peters read mes. 
sages concerning new tax rulings, led 
a discussion of several other important 
subjects, and recommended that members 
contribute to the Jewelers Publicity Fung 
of the A.N.R.J.A. Mr. Peters, Rober 
Lipton and Harry Brown were named 
delegates to the convention of the Ney 
York State Retail Jewelers Association 
May 28-29 at Rochester. After the megp 
ing the 50 present and their ladies 
joyed dancing, a cabaret show and a 
buffet lunch. = 
Charles T. Evans, secretary of the 
American National Retail Jewelers 
sociation, recently returned from a 
ern trip which included attendance % 
the April meeting of the board of diree 
tors of the National Jewelers Mutual Firs 
Insurance Co. at Milwaukee, a visit to th 
home office of the company at Neenah 
Wis., and group meetings with lowa te 
tail jewelers at Des Moines and with 
Indiana retail jewelers at Indianapolis, 
In Milwaukee, he was the guest of Mr, 
and Mrs. Henry F. Stecher and was 
guest of honor at a dinner given by 
William H. Upmeyer of Bunde & Up- 
meyer at the Milwaukee Athletic Club, 
In Chicago, he conferred with William 
Gibson and J. Frank Newman, president 
and secretary respectively of the National 
Association of Credit Jewelers, and with 
Henry T. Mortensen, secretary of the 
Illinois Retail Jewelers Association. 










James Robinson 


James Robinson, dealer in antique sil- 
ver, died April 25, at his home, 239 Cen- 
tral Park West, New York City. He was 
50 years old. With him when he died 
were his wife, Edith, and two children, 
Doris and Rhoda. Funeral services were 
held at 2 p. m., April 26, at the Park 
West Chapel, 79th St. and Columbus Ave. 
Burial was in Spanish-Portuguese Ceme- 
tery, Cypress Hills, Queens. 

Mr. Robinson, whose reputation as 4 
collector of antique silver was _inter- 
national, maintained places of business in 
London, Newport, Southampton and Palm 
Beach, as well as his shop at 731 Fifth 
Ave. 

He was born in New York, he received 
his early education in Dallas, Tex., and 
was graduated from the University of 
West Virginia. He started his career asa 
designer of wall paper, and in 1905 
lished himself as a dealer in antiques. — 

Old silver was his special interest and 
he acquired an extensive reputation as 
an expert in that field. 





Platinum Market 
Platinum prices as of April 24, 1936, wer 





cinia@eck tanh ee Ceiw6 hates vs $33.00 
Containing 5% Irridium .............. 34.00 
Containing 10% Irridium ............ 35.00 
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Prices of Silver Bars 
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TRADE WATCH REPAIRING 
All W ork Guaranteed One Year. 
Write for Price List 


GEDDES & CRAMER 


1113 Chrisler Ave., Schenectady, N. Y, 
Service That Satisfies 











GOLD ALLOYS 


YR ALL COLORS AND KARATS 
LATE, WIRE OR CASTING 


COLD SOLDER ALLOYS 
AL ALLOYS FOR ENAMELING GOLDS 


H. HENRICH Inte 





RING FINDINGS 
ASSEMBLED 


WORK GUARANTEED EST. 1920 


JOSEPH J. CLEARY 
18 COLUMBIA ST., NEWARK, N. J. 


PLATING 


Silverware Repaired and Refinished 
Equal to New—Clocks Gold Plated 
RHODIUM, CHROMIUM—GOLD—SILVER, NICKEL 


STANDARD For OVER FIFTBEN Years 


JOSEPH RUBIN ELECTRO PLATING CORP. 























106-8 FULTON STREET New York 











Specializing Traveling and Boudoir Clocks 
Also complete Leather Case Service 
110 West 40th St. * New York 





| “ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lous. Chritlic 43 


NASSAU STREET "NEW YORK 


Send us your Old Stock of Unsalable Watches 





We will Rebuild them . . . Repair them and fit 
them into Modern, Latest Design Cases. Natural 
id Color, Stainless Steel or Chrome with at- 
tractive Dials to match, as Low oe oo 25 Complete. 
ears in the T 
KUNNEL 


oat 
2 WEST 47th STREET NEW YORK 
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New York Jewelry Firms Move to 
New Addresses 


Many businesses in the jewelry trade 
have removed to new addresses during 
the last two or three weeks, with the 
majority of the changes effective May 1. 

An important change of address in 
Maiden Lane saw the wholesale silver- 
ware house of J. W. Johnson, which: had 
been 17 years at No. 14, move two doors 
west to No. 10. The Johnson firm was 
founded in 1869 at 14 John St. and later 
operated at 33 Maiden Lane. 

After eight years at 402-404 Fifth Ave., 
the Longines-Wittnauer Co., formerly the 
A. Wittnauer Co., has removed to 6 W. 
48th St., occupying the entire sixth floor 
in which new fixtures and furnishings 
have been installed. 

The following other 
have been announced: 

The X-L Watch Co., importers of 
watches and clocks, from 49 Maiden 
Lane to 170 Broadway, suite 1012-1013. 

Goldmuntz Bros. & Co., Inc., cutters 
and importers of diamonds, from 10 W. 
47th St., to 608 Fifth Ave., suite 508. 

Harry Block & Bro., diamond im- 
porters and ring manufacturers, from 
suite 603 to suite 602, 22 W. 48th St. 

Pasbern Watch Repair Co., formerly 
with the Hipp. Didisheim Co., Inc., from 
56-58 W. 45th St., to 10 W. 47th St. 

Harry A. Kahn, dealer in precious 
stones and jewelry, from 56-58 W. 45th 
St., to 10 W. 47th St. 

Martin Klein, diamond importer from 
8 W. 40th St., to 10 Cedar St. 

Harry M. Levy, wholesale dealer in 
watches and clocks, now located at 10 W. 
47th St. 

Edward Kanners, Inc., from 607 Fifth 
Ave. to 580 Fifth Ave. 

William Rettig, from 607 Fifth Ave. 
to 580 Fifth Ave. 

Jerome Wallach, from 607 Fifth Ave. 
to 580 Fifth Ave. 

The Pierce Watch Co., Inc., from 60 
E. 42nd St. to suite 805, 22 W. 48th St. 

Webster Co., silversmiths, from 1 W. 
47th St. to 389 Fifth Ave. 

Edwards Jewelry Co., formerly the Ed- 
wards Jewelry Shoppe, from Astoria, 
L. I., to Long Island City. 

Haimes & Klein, Inc., manufacturers 


of diamond mountings, from 40 John St. 
to 7 W. 45th St. 


L. Heller & Son, Inc., 


new addresses 


precious stones, 


from 8 W. 30th St. to 630 Fifth Ave. 


A. J. Bluming, retail jeweler, from 812 
Westchester Ave. to 923 Prospect Ave. 

Joseph B. Brenauer, wholesale jeweler, 
from 527 Fifth Ave. to 608 Fifth Ave. 

Stephen Varni Co., Inc., cutters and 
importers of gems, from 15 Maiden Lane 
to suite 1802, 580 Fifth Ave. 


Albert T. Brady, 62, for the last 24 
years a jeweler and optician of Westfield, 
N. J., died April 18, of heart attack at his 
home in that place. He was a member of 
the Masonic Lodge of Sharon, Pa., the 
American National Retail Jewelers Asso- 
ciation and the Westfield Board of Trade. 
Four sisters survive. 
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REVOLV.IT SLIDE-IT 
NOVELTY WATCHES 
in combination with 


Lipsticks - Lighters - Clips - Pencils 
J. LIPSCHUTZ 




















48 W. 48th St. New York 
LAMBROS 
MERKT 
Why do we advertise? Because 


we believe that we are conducting 
a Smelting and Refining business 
that merits the support of the 
trade. Our returns will compare 
very favorably with any others. 


LAMBROS & MERKT 
15 John St. New York City 

















STOP WATCHES 


Low-Priced Line. 
7 Jewels—Popular Sellers. 
Fully Guaranteed. 

Write for free Gian 
No. C- 
BRENET WATCHCO, 
266 W. 40th St., New York 











Watch and Jewelry Repair Tags 
Patent Slot—Numbered and Strung 
with Claim Check—Also others 
Prices from 80¢ per 1000 
Special trade discount to Jobbers 
Write for Samples 


SUPREME TAG CO. New vor NY: 


New York, N. Y. 











Opp S1zZE WATCH 
MOVEMENTS CuT & FITTED 
To STANDARD SIZE CASES 


We specialize in Cut- 
ting and Fitting Hamil- 
ton, Howard, Patek- 
Philippe, Longines, 
Gruens and complicated 
movements. All these 
movements fitted in 
modern cases. 


We submit estimates on all 
jobs for your approval 


Cases and dials supplied 
at very reasonable prices. 


Also 
High-Grade Watch Repairing 


METH WATCH CO. 


155 Canal St.,New York City 




















| WHERE TO BUY | 


WRITE FOR 


FREE SAMPLE 


and Schedule of 
Retailers’ Discounts 
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A superior polish — bocked 
by over o century of experi- 
ence in the manufacture of 
fine silverwore. For use ond 
resole—borrels to 3 02. jars. 


REED & BARTON Taunton, Mass. 
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DUB-L-LOK 
WORKS AUTOMATICALLY 


WELLS MFG.CO.“7K20"° 











Massachusetts School of Optometry 
INCORPORATED 
Standard Three-Year Day Course 
Post Graduate and Special Courses 
Arranged 
For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 


with dresses and hats. 





ANCHESTER 
SILVER) COMPANY 


AND 











| G. H. FRENCH & COMPANY 
| @HnO 


Silversmiths 


NORTH ATTLEBORO - MASSACHUSETTS 


Send for Latest Catalog 















PROVIDENCE: 


Happenings in the New England Territory 


The Rueckert Mfg. Co. has added ap- 
proximately 15,000 square feet to its plant 
at 69 Sprague St. 


William J. Carey and Burrill M. Get- 
man have been appointed sales managers 
of the Gorham Company. 


Herr Prest, one of the oldest retail 
jewelers in this city died April 21 at the 
Homeopathic Hospital aged 62 years. He 
was born in England but came to this 
country when 18 years old. 


Announcement has been made of the 
formation of Waite-Evans Manufactur- 
ing Co., 70 Elm St., to produce and mar- 
ket the line of rosaries, crosses, hoop and 
fancy earrings formerly manufactured by 
the Waite-Evans Co. of this city. 


Tuesday, April 21, was “Providence 
Day,” when the Merchants in practically 
every line of business throughout the city 
made special offerings, and crowds surged 
and crushed to take advantage of the 
occasion. During the morning hours— 
from 8.30 until 12 o’clock. all in-bound 
electrics of the United Railway Company 
brought passengers downtown free. 


Manufacturing jewelers report an in- 
creasing popularity of artificial flowers 
in connection with women’s clothing and 
the consequent curtailment in the call for 
low-priced trinkets and novelties for use 
This tendency 
toward a growing use of floral effects was 
strongly presented at the recent style dis- 
cussion at the Rhode Island School of 
Design, sponsored by the New England 
Manufacturing Jewelers’ and _ Silver- 
smiths’ Association. Already seven con- 
cerns have taken the initiative for enter- 
ing into competition for the business 
through the introduction of jewelry hav- 
ing the flower motif. 


Jobbers report that because of travel 
difficulties their field men have been un- 
able to make their usual round of calls 
to the smaller towns and cities with the 
result that these important channels of 
distributory business have been virtually 
closed to the industry. In some cities, re- 
tail establishments themselves have suf- 
fered directly from the floods, which have 
forced the closing of their places for 
necessary repairs, which with damage to 
their stocks seriously curtailed their busi- 
ness, to a very appreciable extent. Dam- 
age by floods to the manufacturing 
jewelry industry in this city and the At- 
tleboros has been mostly indirect as the 
majority of the factory plants escape the 
flood waters themselves. 


John B. Sermon, for several years an 
instructor in silver craftsmanship in 


schools in this city, died March 28 at the 
Rhode Island Hospital after an automo- 
He was 


bile accident on March 26. 


98 





















































knocked down by a machine whilé cross- 
ing the street near his home and taken 
to the hospital in an ambulance. There, 
at first, he appeared to be suffering from 
a fracture of the right shoulder and q 
number of lacerations, so that his condj- 
tion was not considered immediately serj- 
ous. Further examinations, however, re- 
vealed a fracture of a cervical vertebra 
and an injury to the spinal cord. Mr. Ser- 
mon was born in Brussels, Belgium, 61 
years ago, where he received his educa- 
tion and learned the trade of gold and 
silversmithing. He came to this country 
when 28 years of age and entered the em- 
ploy of the Gorham Manufacturing Co, 
and was still employed by that concern as 
a chaser at the time of his death. For 
several years he taught silver chasing in 
the Jewelry and Silversmithing Depart- 
ment of the Rhode Island School of De- 
sign and also evening classes at the Provi- 
dence Technical High-School. He also 
taught die and hub cutting at the Proyi- 
dence Trade School. He is survived by 
his widow, four sons, a daughter and a 
step-son. 


Changes that have been adopted and 
others that are under consideration by the 
General Assembly of Rhode Island now 
in session in connection with the Work- 
men’s Compensation Law are matters of 
deep concern to the manufacturing jewelry 
industry and its allied interests, as well 
as many other industries. This concern 
is largely due to the probability of in- 
creased costs to the manufacturers. Esti- 
mates of the advance in costs have run 
as high as 150 per cent in some cases and 
various trade associations have declared 
themselves for amendments of the law so 
as to ameliorate the clauses which are 
said to be unfair to manufacturers. These 
amendments provide for a wider scope 
of liability and an increase in the scale 
and time of compensation. In this regard 
the New England Manufacturing Jewel- 
ers’ and Silversmiths’ Association has an- 
nounced that it is urging the passage of 
the Gibbons Bill that was introduced in 
the Rhode Island Senate on March 24 and 
ref@rred to the judiciary committee. This 
bill would amend the Workmen’s Com- 
pensation Law to include a specified list 
of occupational diseases and the benefits 
to be paid to employees afflicted with these 
ailments. The attitude of the association 
is that, while it is not opposed to reason- 
able increases in costs and benefits under 
workmen’s compensation legislation, it 
does feel that the advances should be 
gradual and points out that caution should 
be the watchword in the jewelry industry, 
as that industry is just emerging from 4 
long period of industrial curtailment and 
depression and is not strong enough, 
financially, to absorb present greatly in- 
creased costs. 
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We Are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
MT. VERNON-Amer. Watches 


jos. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
Rotation as Received 











THIMBLES—TIE CLIPS 
WWENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. 


ZIRN KILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


FX. ZIRNKILTON 2f,tai22!,81 


PHILADELPHIA 


Philadelphia 











MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


for S 
Watchmakers 
Engravers, Jewelers 
Write fer free book ‘“‘Your Future and Our School.” 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 




















Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street - Philadelphia 


BYARD F, BROGAN 











Conus. 


MANUFACTURING JEWELERS 
SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 








Philadelphia College of Horology 


S SCHOOL FOR WATCHMAKERS 
om [> JEWELERS AND ENGRAVERS 


recto Broad and Somerset Streets 


pean oe 


Ras PHILADELPHIA, PA. 
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PHILADELPHIA 


F. Clarke Bechtel of J. B. Bechtel & 
Co., 729 Sansom St., was marooned seven 
days in Lewisburg during the recent flood. 

William Waples of Williams & Waples, 
727 Sansom St., will return home about 
May 15 after a three months’ honeymoon 
to the Pacific Coast. 


One of the most spectacular three- 
alarm fires to menace the central city 
business section in years swept the top 
floor of the four-story building located 
at 904-906 Chestnut St. and threatened 
adjoining structures at 2.30 o’clock, Fri- 
day morning, April 10. The establish- 
ment of M. Sickles & Sons, wholesale 
jewelers, located on the first floor, was 
badly damaged by water, necessitating 
the suspension of business for nearly a 
week. 


An accounting of the $262,000 estate left 
by Frank Kind, who was president of S. 
Kind & Sons, jewelers, 1110 Chestnut St., 
shows distribution of $50,000 among em- 
ployees of the firm, as directed by his will. 
Under a schedule set forth by the execu- 
tors, Oscar and Philip Kind, some of the 
80 employees sharing in the bequest re- 
ceived several thousand dollars each, based 
on length of service. Mr. Kind, who died 
July 7, 1934, was connected with the jew- 
elry firm 44 years. He was unmarried. 





An Extended Credit Policy 


A revision of its extended credit policy 
has been announced by Granat Bros., 
manufacturing and credit jewelers of 
San Francisco, Cal. If full payment is 
made within a month, the customer is 
allowed a cash reduction of 6 per cent. 
He is allowed the privilege of spreading 
his payments over 12 months, but if it 
happens that he finds it convenient to pay 
the. account in full within 10 months he 
may deduct 1 per cent of the original 
purchase price. The following percent- 
age deductions are allowed for payment 
in full within other periods: Eight months, 
2 per cent; six months, 3 per cent; four 
months, 4 per cent, and two months, 5 
per cent. 





Boston Jewelers’ Bowling League 
Awards Prizes at Dinner 


Boston, Mass.—Members of eight 
teams in the Boston Jewelers’ Bowling 
League and guests met at the Hotel 
Bradford the night of April 15 for their 
13th annual banquet and the awarding 
of prizes to winners of the 1935-36 sea- 
son. 

James Kingham, president of the 
Massachusetts Retail Jewelers’ Associa- 
tion, the Rev. P. A. A. Killam and 
George Duhamel, past president of the 
league, were guests of honor. 

A silver loving cup, presented by The 
Gorham Co., was awarded to the Thomas 
Long Co. team, to be won three times for 
permanent possession, and a watch, pre- 
sented by the Hamilton Watch Co., and 
a silver cup, presented by Dominick & 
Haff Co., went to Samuel Robinson of 
Hodgson, Kennard & Co., 
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Inc., as the | 


high average roller and for high individ- 
ual pin-fall. 

Martin Walsh won the individual total 
prize, and George Mullin the individual 
single prize. Other prize winners were: 
Roy Clark, second individual average; 
L. M. McKenna, third individual aver- 
age; Carl Ward, fourth individual 
average; Chester Swanson, second in- 
dividual total; John Drain, second in- 
dividual single; Harkins, Murphy Com- 
pany, second team and D. C. Percival 
Company, third team. 


ELGIN & CYMA 
WATCHES 


LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
‘Wholesale Distributors to the Trade” 

















OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 

















PHILADELPHIA’S 
HOSPITALITY! 


Though it is Philadelphia’s larg- 
est hotel, the Benjamin Franklin 
has succeeded in preserving that 
homey touch that makes it a 
favorite among all travelers. To 
these thousands of guests who 
sign its register every week, it 
stands as a symbol of the friend- 
ly spirit for which Philadelphia 
is so justly famous. 1200 rooms 
with rates as low as $3.50. 


THE 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


PHILADELPHIA 














WHERE TO BUY | 








WOLFSON & GRAU 
Manufacturing Jewelers 


Our Specialty 
Diamono Serrme ano Speciat Orver Worx 
Warten ano Jewerry Repainine 
Eweravine ano Carving of Aut Kinos 
Aso Stampive oF Leatuer Goons 


416 CLARK BUILDING 


PITTSBURGH, PA. 1935 


1918 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successors to Heeren Bros., Company 


140 8TH ST., PITTSBURGH, PA. 








EXPERT REPAIRS 


Jewelry of Every Description 
DIAMOND SETTING AND ENGRAVING 
DOERNBERGER & MUCK 





406 Pittsburgh Life Bldg. Pittsburgh, Pa. 








JEWELERS’ SUPPLIES 
DISTRIBUTORS OF 
Genuine Factory Materials. 
Watch Glasses, Tools, Findings, Etc. 
Optical Findings. 
MARTIN GLUCK & SONS 
New Address: 
313-14 Clark Bldg. Pittsburgh, Pa. 








WE OFFER 
ALL THAT'S NEW IN— 


ELGIN 
WALTHAM 
WESTCLOX 
INGERSOLL 

SETH THOMAS 
INTERNATIONALSILVER PLATE 
COMMUNITY PLATE 
KADETTE RADIOS 


LESALE DISTRIBUTOR TO TH 


TRI-STATE DISTRICT 
SAMUEL 


WEINHAUS 


COMPANY 














720-722 PENN AVE., PITTSBURGH, PA. 








PITTSBURGH: 


Hall Bros. Co., Inc., is remodeling its 
quarters in the Clark building. 

Frank Bloser, retail jeweler of New 
Kensington, Pa., was a recent Pittsburgh 
visitor. 

Harry Landaw, of Landaw, Bros., 
Clark Bldg., is calling upon the trade 
in Cleveland and other Ohio cities. 


The House of Barnett Davis, second 
floor, Clark Building, has moved to the 
14th floor in the same building. 


Word has been received in Pittsburgh 
of the death of Mrs. Elizabeth E. Hough- 
ton, 52, wife of G. Clark Houghton, dia- 
mond merchant of Lancaster, Pa. 


Ben L. Hunt, Sr., president of Hunts 
Jewelry Store, Uniontown, Pa., died 
April 7, at Miami, Fla. Mr. Hunt was 
in his 52nd year. Surviving are his 
widow, one daughter and a son, Ben, Jr. 


Walter M. Bonn, secretary-treasurer of 
the M. Bonn Co., Inc., 713 Penn Ave., 
has returned from New York, where he 
purchased new merchandise to replenish 
stocks damaged by the St. Patrick’s Day 


flood. 


Hardy & Hayes Co., Inc., 529 Wood 
St., one of Pittsburgh’s finest retail 
jewelry establishments, is discontinuing 
its second floor gift department. Plans 
are under way for remodeling the first 
floor during the summer months. 


Lynford A. Keating, son of Mr. and 
Mrs. Francis A. Keating, was married 
April 15 to Miss Frances Fitzgerald, 
daughter of Thomas A. Fitzgerald, head 
of the Pittsburgh Railways Company. 
The wedding took place in Washington, 
De. 


The Pittsburgh iennaaaiie Association, 
whose membership includes quite a few 
jeweler-opticians, is planning to celebrate 
the thirtieth anniversary of the founding 
of the organization next year. In an- 
ticipation of such a celebration, the 
officers of the association have extended 
an invitation to the American Optometric 
Association to hold its convention in 
Pittsburgh next year at the same time. 


Pleading guilty to part in the robbery 
of the Sable Bros. jewelry store, 925 Lib- 
erty Ave., a few days before last Christ- 
mas, Abraham Joseph Redlick, 29, re- 
cently was sentenced to serve seven to 
14 years in the Western Penitentiary by 
Judge Ralph H. Smith in Criminal Court, 
April 12. After the robbery he fled to 
Los Angeles, where he was apprehended 
and returned by City Detective Louis M. 
Foster. He admitted he was a_ stool 
pigeon and had tipped off County De- 
tective Walter Monaghan and Peter Con- 
ners on several jobs. 


Despite the fact that they were without 
light, heat, power, telephone and water 
service, Wolfson & Grau, manufacturing 
jewelers in the Clark Building, decided 
that “the show must go on,” immediately 
following the flood catastrophe. With the 
aid of miners’ electric cap lamps, a foot- 

(Please turn to page 101) 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT! 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 











ANNOUNCEMENT 
We are now restocked with 
A BRAND NEW LINE 


ot highly colored Spring and Summer 
Merchandise and invite your inquiries 
for 


Compacts 
Summer Jewelry 
Ladies’ Hand Bags 


M. BONN CO. 


713 PENN AVE. PITTSBURGH, PA. 














A MESSAGE 


To The Jewelry Trade 
« 


We are pleased to announce our new 
location, 406-407 Clark Building, Pitts- 
burgh, with a complete stock of Ameri- 
can and Swiss 
WATCH MATERIALS 
and 
JEWELRY SUPPLIES 


VTF—BB—KK and GS 
Watch Crystals 


We are in position to take care of all 
trade promptly and assure you of first- 
class, highest quality materials. 
You are cordially invited to-inspect our 
new quarters. 
WE 
WELCOME 


THE 
OPPORTUNITY 
TO 


SERVE 
YOU! 


LANDAW BROS. 


406-7 Clark Bidg. Pittsburgh, Pa. 
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Pittsburgh Notes 
(From page 100) 


operated sewing machine for buffing, and 
oil torches, the company managed to 
carry on and render service to their cus- 
tomers. The ingenuity of this enterpris- 
ing firm, which did not suffer directly 
from the ravages of the flood, brought 
forth many favorable comments from the 


trade. 

The Grogan Co. was the recipient of 
many favorable comments as a result of 
a series of window tributes to the heroes 
and heroines of the great St. Patrick’s 
Day flood. The company dedicated and 
decorated five of their display windows, 
immediately following the disaster in 
honor of the American Red Cross, the 
Public Utilities, Pittsburgh Police De- 
partment, Pittsburgh Bureau of Fire 
and the Communication Systems. <A 
large “blown-up” photograph for the 
background of each window with groups 
of-smaller related photographs, the vari- 
ous insignia of each organization, and 
flowers were used with a card extending 
the thanks of the citizens and merchants 
of Pittsburgh. 

Richard V. (Dick) August, youngest 
son of Wendell August, president of the 
Wendell August Forge Company, Grove 
City, Pa., and Mrs. August, was one of 
four cadets among the 11 persons who 
met death April 7, when the luxurious 
TWA air liner Sun Racer crashed on a 
mountain top near Uniontown, Pa. Dick 
was returning from Valley Forge Mili- 
tary Academy at Wayne, Pa., for the 
Easter holidays, when the plane suddenly 
became enveloped in a dense fog and 
crashed on the mountain-side. Although 
it was his first flight, other members of 
the August family have had thousands of 
miles of flying experience. The body was 
claimed by his mother and older brother, 
Wendell, who, upon hearing of the trag- 
edy, were flown to Uniontown. He en- 
tered Valley Forge last fall as a senior 
after three years at Grove City high 
school. He was an honor student and a 
member of the honor guard. His family 
received many expressions of sympathy 
from the trade. 


CINCINNATI 


Regular Friday luncheons of the Town 
Criers have been resumed at the Gibson 
Hotel, and April has brought about con- 
siderable activity on the part of the 
members. 

Edwin Sauer, salesman for A. Sauer 
& Co., is in the South for the second 
time within a short period. He had been 
in Florida last month on a honeymoon, 
having married the former Miss Mary 
Friedhoff, but now is on a commercial 
expedition. 


The marriage of Clarence Loeb, who is 
associated with Litwin & Sons, platinum- 
smiths and diamond dealers, and Aurelia 
Rosenbaum of Lowry Avenue, Avondale, 
was celebrated recently. Mr. Loeb is ac- 
tive in Cincinnati jewelers’ affairs and 
for many years has been chairman of the 
entertainment committee of the Cincin- 
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nati Wholesale Jewelers & Manufactur- 
ers Association. They are making their 
home on Lowry Avenue. 


Not content with robbing the jewelry 
store of Lazar Greenberg, 1719 Elm Street, 
two Negro boys, returned a second time 
to walk into the arms of the law. The 
youths, 14 and 15 years old, scooped up 
12 strap watches and two pocket watches 
and fied just as Mr. Greenberg walked 
into the store from a rear room. They 
had the nerve to return a little later and 
ask the price of an alarm clock only to 
find a squad of officers to whom Mr. 
Greenberg was making out a robbery re- 
port. Twelve of the time pieces were 
recovered and the police are seeking a 
third boy. The watches were valued at 
$100. 





Gruen Watch Co. Awards Over $4,000 
In Essay Contest on “Time” 


Cincinnati, Ohio, April 10.—Sponsoring 
an essay contest on “The Importance of 
Time,” the Gruen Watch Co., has dis- 
tributed more than $4,000 in prizes among 
high school students, the high schools at- 
tended by the winners and Gruen dealers 
whose names were on the entry blanks of 
winners. 

The first three prizes of $500, $250, and 
$100 respectively were awarded in trip- 
licate, equal sums going to the winning 
student, the school attended by the winner 
and to the local dealer from whom he 
obtained his entry blank. Cash prizes 
were distributed as follows: $500 each to 
Barbara Ann Bugert, Central Junior 
High School and Diamant’s Jewel Shop, 
Kansas City, Mo.; $250 each to Irene 
DesJardins, Mount St. Benedict School 
and Munn’s Jewelry Store, Crookston, 
Minn., and $100 each to Patricia Skaer, 
Mount St. Joseph Academy and John J. 
Diebold, jewler, Buffalo. 

In addition, 50 students won special 
watch prizes and as many dealers were 
sent checks equal in sum to the full retail 
profit on the watches. Dr. Raymond F. 
Walters, president of the University of 
Cincinnati; Father Dennis F. Burns, 
president of Xavier University; Dr. 
Julian Morganstern, president of Hebrew 
Union College and Robert A. Taft, a 
former speaker of the Ohio House of 
Representatives, judged the essays. 

Miss Jessie E. Moore, an English 
teacher at the Charles E. Emmrich Man- 
ual Training High School, Indianapolis, 
Ind., was presented with a $500 Gruen 
diamond watch which she won as first 
prize in a nation-wide essay contest on 
“The Importance of Time” conducted for 
adults. She obtained her entry blank at 
the Rost Jewelry Co., 25 N. Illinois St., 
Indianapolis. 


Miss Gruen Takes Part in 
Girl Scout Broadcast 


Cincinnati, Ohio, April 3—Musical 
goat bells and a chalet music box from 
Switzerland recently played an important 
part in the Girl Scouts broadcast over 
Station WSAI. The goal bells and music 
box, brought from Switzerland by Miss 
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Gruen, were used as sound effects on 
the program. 

Miss Gruen, the daughter of Mr. and 
Mrs. Fred G. Gruen, 3460 Oxford Ter- 
race, attended the International Girl 
Scouts camp in Berne, Switzerland, in 
1935. She also studied a year at Lausanne 
and, from her personal experiences, wrote 
the script for last Wednesday’s Girl Scout 
broadcast. 

The music box, a miniature of the Girl 
Scouts’ chalet, was explained over the 
air, as well as the goat bells. 





Washington State R.J.A. to Meet 
May 10-11 at Seattle 


SEATTLE, WasH.— Economic problems 
confronting the jeweler will be discussed 
at the 23d annual convention of the 
Washington State Retail Jewelers’ As- 
sociation, in session May 10-11, at the 
New Washington Hotel. 

A round-table discussion on “The Ex- 
cise Tax and It’s Relation to the Retail 
Jeweler” will feature the Monday morn- 
ing session, with an Internal Revenue 
official present to counsel jewelers. That 
afternoon the jewelers will discuss 14 
state initiatives filed for ballots of the 
voters at the next election, and half of 
which have to do with taxes and rev- 
enués. 


A discussion, “Why Do Men and 


Women Buy Department Store Jewelry?,” 
a talk on economics by a University of 
Washington professor, election of officers 
and a dinner and entertainment will 
conclude the day. 













PITTSBURGH 
Seeks Your Patronage 





FOUNTAIN PEN SERVICE STATIO 


ALL WORK GUARANTEED: 


SER PINGGUT SHOP Wekins wheame 


PITTSBURGH, PA. 
WRITE FOR PRICE LIST ON 
Repairing of Pens 
Engraving Names by Machines 
Gold Stamping on Leather 




















GOLD and SILVER 


Scrap and Wastes 
PURCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 


VERNON-BENSHOFF CO. 


Clark Building _ Pittsburgh, Pa. 
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ORDINARY WORK 


BECKER-HECKMAN CO. 
29 E. Madisen St. 


PRL Le 
ey 


CHICAGO, ILL. 





x S.KAPPER x 


MANUFACTURERS 


of QUALITY DIAMOND MOUNTINGS 
and WEDDING RINGS 


Expert Diamond Setting Jewelry Repairing 
159 N. State Street Chicago, Ill. 








PERSONALIZED JEWELRY 


STERLING - GOLD - HAND WROUGHT 
Complete Illustrated Catalog 


Brooch lips and Bags 
THE ART METAL STUDIOS, INC. 
Jewelry and Novelty Craftsmen 
17 N. State St. Chicago 








CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 
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SWARTZ & CO. 
10 S. Wabash Ave. Chicago, Ill. 


be | SICUERWARE | 








A. E. Phone: Central 5400 


KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 








Wuen You Tuink Or 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 
















to improve 
DISPLAY 
WINDOWS 


Bras NAME VALANCES 


160 N. Wells St. 
CHICAGO 


Raed | An inexpensive way 


Send Glass Sizes for 
| Samples and Designs. 


Camden Artcraft Co, 





CHICAGO: 


Jewelry News Flashes from the Great Central West 


Benjamin S. Katz, president of the 
Gruen Watch Co., was in Chicago re- 
cently on business. 

Jack Wittgren & Co., Inc., located for 
several years at 29 E. Madison St., has 
moved to 10 S. Wabash Ave. 

A. Kirsme, formerly of Springfield, 
Ill., is now associated with the Lebow 
Jewelry Co., 36 S. State St., as watch- 
maker. 


Charles Ahlborn, of the American 
Jewelers Bureau, Inc., recently returned 
from Florida, where he spent more than 
three months. 


William Mefford, watchmaker, who 
has been employed at Elgin, IIl., until 
recently, left last month for his home in 
Florence, Ala., for a rest. 


Jack Crawford will represent the Mo- 
vado Watch Agency, New York, in this 
territory, continuing his office in room 
831, Pittsfield Building. 

S. Jacobs, representing the Norma 
Pencil Corporation, New York, spent 
several days in Chicago recently calling 
on the wholesale trade. 


William Pillath, of 29 E. Madison 
St., was called to Moline, IIl., April 9, 
at the sudden death of his mother which 
occurred there early that morning. 


Sam Kierski, manufacturers’ repre- 
sentative in San Francisco, stopped 
briefly in Chicago last month as he was 
making a business trip to the East. 


The firm of K. Mikimoto has removed 
its Chicago office in the Pittsfield building 
from room 1045 to suite 805 and estab- 
lished attractive sales and business offices 
in larger space. 


Tolbert M. Perrin, Bozeman, Mont., 
visited wholesalers in Chicago last 
month. From Chicago he went to De- 
troit and cities in Ohio to visit relatives 
and friends before returning home. 


Frank Bruns, Chicago representative 
for Longines-Wittnauer Co., spent two 
weeks at the home office in New York 
last month and upon his return moved 
his office headquarters to room 841 of 
the Pittsfield Building. 


James J. Flato, who was recently ap- 
pointed representative of J. J. White 
Manufacturing Co., Providence, in the 
southern and Pacific Coast territory, will 
start on a business trip about the first 
of July after a visit to the factory. 


The Chicago Jewelers Association’s 
April luncheon was one of the largest of 
the season and Howard Schaeffer, who 
recently returned from Florida, presided. 
It was announced that the annual meet- 
ing and dinner would be held the night 
of May 21. 


Chicago offices of the Hadley Co. were 
moved last month from the eighth floor 
of 31 North State St. to the northwest 
suite on the seventh floor of that building. 
Anthony True, diamond merchant, has 
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moved into one of the private offices of 
the suite. 

Harold Scharlack, of the O’Connell 
Loan & Jewelry Co., San Antonio, Tex,, 
visited friends in the jewelry trade here 
during April. Mr. Scharlack and his 
bride were on a wedding trip, going 
from here to New York and other cities 
of the East before returning home. 

A. J. Oppenheim, associated with the 
wholesale trade of Chicago for many 
years, has sold his interest in the business 
of Oppenheim & Lassau, wholesale jewel- 
ers located at 29 E. Madison St., to 
Herman J. Kramer, who had been assgo- 
ciated with I. Swartz, Inc., for the past 
25 years. 

Walter J. Buffington, who completed 
his 50th year with C. D. Peacock, Inc., 
April 1, and was honored by them upon 
the occasion, left Chicago the following 
day for New York and sailed on April 4 
for an extended European trip which 
the company gave him as a reward for 
his 50 years of continuous service. 

R. M. Friedman, formerly a member 


of the Service Jewelry Company of Chi- 


cago for 10 years and then merchandise 
manager of the jewelry department for 
Elmer Richards, credit mail order house 
of Chicago for several years, is now 
manager and merchandise man for J. 
H. Ehrlich, 237 Gratiot Ave., Detroit, 
Mich. 

Siegmund Gottlieb, of Frederick M. 
Gottlieb & Co., left Chicago April 30 for 
New York and sailed from that port 
May 2 for a six weeks’ trip to Europe. 
After a few days in London he will go 
to Holland for a visit with his mother 
and other members of the family and 
their Amsterdam office. He will then 
visit Belgium and France before return- 
ing home late in June. 

Many jewelry concerns in Chicago are 
enlarging and improving their office 
space. Removals in the Heyworth build- 
ing for this reason last month were Bay 
State Optical Co. from room 1516 to 
room 1815; A. G. Zobel from 811 to 908; 
Arsea Sales Co. (Max Cohn and Herman 
S. Rubin) from 1601 to 1604; and George 
H. Fuller & Son Co. from the 10th floor 
to the ninth. 

The Chicago Jewelers Soft Ball League 
opened their 1936 season on May Ist and 
will play each Thursday for the next 20 
weeks, all games in Grant Park. This 
year players on each team are limited to 
employees of the company represented, 
and the season will be divided into two 
10-game sections. If necessary the team 
winning first place at the end of the first 
ten games will play the team winning 
first place in the second to decide the 
championship of the year. Companies 
represented will be American Optical Co., 
Benj. Allen & Co., A. C. Becken Co., 
Goldsmith Bros. S. & R. Co., Interna- 
tional Silver Co., and Stein & Ellbogen 
Co. 
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Jewelers’ Groups in Five Cities 
May Form A.G.S. Guilds 


Robert M. Shipley of Los Angeles, 
Calif., president of the Gemological In- 
stitute of America, will meet groups con- 
templating organization as American 
Gem Society guilds at Detroit this month 
and at the following cities in June: 
Minneapolis, Minn.; Des Moines, Ia.; 
Omaha, Neb., and Denver, Colo. Dates 
for these conferences have not been 
appointed. Jewelers of Colorado and 
Wyoming will consider guild organiza- 
tion at the Denver conference. 

Mr. Shipley attended meetings of the 
Southern Ohio Guild April 16 at Cin- 
cinnati and of the Metropolitan Chicago 
Chapter April 22, when Dr. A. J. Wal- 
cott led a discussion of colored stones. 


He will also attend the following study 
groups this month: Boston, May 6, at 
the Society of Natural History, with Dr. 
Wigglesworth; New Jersey, May 8, at 
the Douglas Hotel, Newark, with Dr. 
George Faust; Eastern Pennsylvania, 
May 14, at the Academy of Natural 
Sciences, with Dr. Samuel G. Gordon; 
Virginia-Maryland, May 18, at the 
Raleigh Hotel, with Dr. W. F. Foshage; 
and Wisconsin, May 28, at the Pfister 
Hotel, with Dr. Walcott. 


Other A.G.S. guilds and study groups 
will meet as follows: Chicago, May 5, 
at the Pittsfield Building, with Dr. Wal- 
cott; Cincinnati, May 13, at the Univer- 
sity of Cincinnati, with Prof. Otto Von 
Schlichten; and Northern Ohio, May 8, 
at the Case School of Applied Science, 
Cleveland, with Prof. Richard L. Barrett. 


New York Study Group members vis- 
ited the Smithsonian Institution, Wash- 
ington, D. C., on April 25, being 
privileged to view the most interesting 
and valuable gems in the _ national 
collection. 


Six jewelers have recently passed ex- 
aminations, four qualifying as graduate 
members of the American Gem Society 
and two as registered jewelers. New 
graduate members are: Jean R. Tack 
and Jerome B. Wiss, of Newark, N. J.; 
A. A. McCarvel, of Cleveland, O.; and 
Lala Penha, of Los Angeles, Calif. The 
title of registered jeweler has been 
awarded to Eugene Violland, of Wash- 
ington, D. C., and to Alfred A. Fuchs, of 
Milwaukee, Wis. 


New Enterprises 


The Crown Jewelry Co., installment 
jewelers of Indianapolis, Ind., will open 
a new retail jewelry and optical store 
early in May at 4 West Market Street, 
Indianapolis, according to Maurice Tavel, 
head of the company. 

Lee Rosenzviag, formerly of White 
Plains, N. Y., is proprietor of the New 
Biltmore Jewelry Shop, 830 South Street, 
Peekskill, N. Y. He conducted a busi- 
ness known as the Biltmore Jewelry Shop 
in White Plains for many years. 

A jewelry store has been opened in the 
Granada Theater building, Spring Valley, 
N. Y., by W. N. Spalding. 

Plans for a jewelry store in Franklin, 
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Ohio, have been announced by O. Stahl, 
formerly of Georgetown, Ohio. 


Under the title of Rhodes’ Jewelers, a 
business specializing in costume and 
novelty jewelry and the repair of clocks 
and watches has been opened by R. W. 
Rhodes in the Virginia hotel building, 40 
N. 3rd Street, Columbus, Ohio. 


M. M. Winston and Benjamin Rush are 
owners of a new credit jewelry store 
which has been opened at 13502 Michigan 
Avenue, Dearborn, Mich. 


lowa Jewelers Revive Association and 
Name G. J. Siebke President at 
Meeting in Des Moines 


Des Moines, Iowa—Revived activity 
of the Iowa Retail Jewelers Association 
was pledged at a meeting of retail jewel- 
ers, April 17, at Hotel Savery, when Gus 
J. Siebke of Siebke & Taylor Co., Inc., 
Cedar Rapids, was elected president, and 
this city was selected for the 1937 state 
convention. One hundred members were 
set as a goal for the state association. 


Mr. Siebke calledethe meeting to order, 
with Charles T. Evans, secretary of the 
American National Retail Jewelers As- 
sociation, present to assist the group in 
reorganization. Enthusiasm and optimism 
were reflected in the remarks of those 
present, who included: Lowell C. Tall- 
man of Ames, William G. Harrison of 
Brooklyn, Adolf F. Boysen, Louis A. 
Prastka and Mr. Siebke of Cedar Rapids, 
George L. Kyseth of Clarion, Burton 
Joseph and Ralph H. Plumb of Des 
Moines, H. C. Kirkberg of Fort Dodge, 
Edward Hotka of Muscatine, Maurice 
E. Reiley of Oscaloosa, Nathan Bookin 
of Ottumwa, F. Ray Robinson of Sumner, 
C. S. Lemmon of Washington, and Fred 
Downer of Webster City. 

Letters of commendation were read 
from other Iowa jewelers who were pre- 
vented from attending. Besides Mr. 
Siebke, officers named for the ensuing 
year are: Babe Hands of John Hands & 
Son, Iowa City, vice-president; H. C. 
Kirkberg of H. C. Kirkberg, Inc., Fort 
Dodge, secretary-treasurer, and Ralph 
H. Plumb of the Plumb Jewelry Store, and 
Burton Joseph of S. Joseph & Sons, Inc., 
Des Moines, and Adolf F. Boysen of 
Boysen Jewelry Co., Cedar Rapids, 
directors. 

A membership committee will launch 
a drive for enrollment of jewelers, divid- 
ing the state into districts in accordance 
with a suggestion by L. M. Campbell of 
Canandaigua, N. Y., chairman of. the 
membership committee of the A.N.R.J.A. 

Taxation, publicity, wholesale-retail- 
ing, the silver situation and the fair trade 
bill were discussed. The group was in 
session from 10 a. m. to 12.30 p. m., when 
adjournment was taken for lunch, and 
from 2.15 p. m. to 5 p. m. In view of 
the fact that every Iowa retail jeweler 
had been notified of the meeting and 
because of the attendance and the re- 
sponse by mail, it was determined to 
record the meeting as the 1936 conven- 
tion of the Iowa association. 
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WHERE TO BUY 








REFIN) 


A DIAL A DAY 
IS BOUND TO PAY YOU 
AT LEAST $25.00 PER MONTH 
CLEAR PROFIT 


Every Dial Guaranteed For One Year. 





KIRK-RICH DIAL CORE) 


HEYWORTH BLDG. METROPOLITAN 
CHICAGO, ILL. LOS ANGELES 


SEABOARD BLDG. 


ALLEN BLDG. 
DALLAS, TEX. SEATTLE, WASH. 




















HENRY L. ROSE 
(Formerly with Goldsmith Bros. S. & R. Co.) 
Buyer of 
OLD GOLD AND ALL PRECIOUS 


METAL SCRAPS 
25 years’ experience insures accurate 


returns. Highest Market Prices. Send 
Trial Shipment. 
29 E. MADISON ST. CHICAGO 








USE 


NEWALL 
“Quality” Findings 


Your Wholesaler has them. 








RING TRAYS 
for SHOW CASES 


Now is the time to replace your old 
trays with new ones. 


“METAL FRAME TRAYS" 


Do your Trays have that worn appear- 
ance? Let us replace “NEW IN- 
SERTS” for them. 


Prices quoted upon application. 


WESTERN TRAY & CASE COMPANY 
“WESTRAY” 


Est. 1864 423-27 Plum St., Cincinnati, Ohio 











DON’T WAIT! 


Protect your building, stock and 
dwelling against damage by 


FIRE AND WINDSTORM 
At Substantial Savings 
Your employees can insure also. 
NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 




















Where to Buy 
IMPORTED 
China and Glass 















Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 
WM. S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y 


Thole 
Famous the World Guar 


from New York 
ROSENTHAL CHINA CORP.,169 Sth Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and desi 
Wire your urgent orders. 


PAUL A. STRAUB & CO., Inc. 
Importers, 105-107 Fifth Ave., New York 





CHINA 











ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 


Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 
EDWARD BOOTE #227 Yort's.3 





NEW YORK, N. Y 
SHORT LINES—SERVICE PLATES 
Dinnerware from the 


Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. }. 





FINEST CRYSTAL 
STEMWARE 


From Sweden and 


AT POPULAR | PRICES 


Stock and Import 
104 FIFTH AVE. 


J. H. VENON, ine. ' NEW YORK 
THEODORE HAVILAND 


FINE cl CHINA 
OOTHS, L' 


JOnN MADDOCK & “SONS 
English Earthenware 
“GENUINE QUIMPERWARE” 
All in New York Siock 
THEODORE HAVILAND & D>. Joo. 

26 W. 23rd St. New Yo 














ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
ew York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 








Many Exhibitors Reserve Space at 
N.A.C.]. Convention 


An unprecedented demand for exhibi- 
tion space at the National Association of 
Credit Jewelers’ 10th anniversary con- 
vention at Hotel Sherman, Chicago, Sept. 
20 through 23, has been reported by 
officers of the association. 

Thirty-eight spaces are yet available, 
with 112 spaces having been reserved 
already by nearly 70 manufacturers. The 
following companies have made reser- 
vations: 

L. Adels Co., American Jewelers Bu- 
reau, Inc., Aisenstein-Woronock & Sons, 
Aristocrat Clock Co., Arsea Sales Co., 
Art Ivory Division of Celluloid Corp., 
Art Metal Works, Bardach & Gran, 
Benrus Watch Co., Bock-Lewis Co., Bris- 
tol Seamless Ring Co., Bruner-Ritter, Inc., 
Buffalo Jewelry Case Co., Bulova Watch 
Co., Buss-Linthicum-Fhorson, Inc., Ed 
Cain & Co., A. Cohen & Sons Corp., De- 
trola Radio Corp., Du Pont Viscaloid Co., 
Electric City Box Co., Elgin American 
Co., Elgin National Watch Co., S. W. 
Farber, Inc., Forman Brothers, Inc., Gen- 
eral Electric Co., Goodman & Co., B. & 
E. J. Gross Co., Inc.e 

Also Paul R. Gruen, Inc., Gruen 
Watch Co., Hamilton Watch Co., The 
Harris Co., Helbros Watch Corp., A. 
Hirsch Co., Idealite, Inc., International 
Silver Co., Kinsley-Kovsky Jewelry Mfg. 
Co., Jacques Kreisler Sales Corp., Leh- 
man Bros. Silverware Corp., L. Luria & 
Son, Manheimer Watch Co. M. A. 
Mead & Co., Monarch Watch Co., Mor- 
lean Company, New Haven Clock Co., 
I. Ollendorff Co., Inc., Oneida, Ltd., 
Parker Watch Co., M. A. Reich, Julius 
G. Robins & Co. Inc., William A. 
Rogers, Ltd., Paul H. Samuels, Inc., J. 
J. Schmukler & Son, Joseph Sculler, W 
A. Sheaffer Pen Co., Shiman Brothers & 
Co., Spelrein Luggage Corp., Louis Stern 
Co., Stern & Stern, Inc., Stetson China 
Co., Tavannes of America, Inc., Unter- 
meyer Robbins & Co., Wahl Eversharp 
Co., Walker Watch Co., Inc., Warner 
Jewelry Case Co., and Wolfsheim & 
Sachs Co., Inc. 





Indiana Jewelers Pick Wawasee for 
Convention June 21-22 


INDIANAPOLIS, IND.—Closer cooperation 
among retail jewelers of Indiana will be 
sought at a convention of the Indiana 
Retail Jewelers Association Sunday and 
Monday, June 21 and 22, at South Shore 
Inn, Wawasee, a group meeting declared 
at the Columbia Club, this city, April 19. 

The meeting, which was preceded by a 
luncheon, afforded an opportunity to dis- 
cuss former state conventions, their ac- 
complishments for the betterment of the 
retail jeweler and that intangible worth 
best of all, the development of friend- 
ships among men and women in the same 
business who otherwise would never have 
met. 

Alfred S. Rowe of Indianapolis, asso- 
ciation president, introduced the follow- 
ing, who referred to past activities and 
accomplishments and emphasized the 
need of a strong state and national asso- 
ciation to meet emergencies facing the 
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trade: Charles T. Evans of New York, 

secretary of the A.N.R.J.A.; Henry W. 

von Unruh of Cincinnati, Ohio, president 
of the Ohio Retail Jewelers Association; 

Edward O. Little of Auburn, Ind., former 
vice-president of the A.N.R.J.A. and 
former president and secretary of the 
Indiana association; Ralph E. Roessler. 
of Marion, Ind., also a former vice-presi- 
dent of the A.N.R.J.A. and a former 
president and secretary of the Indiana 
association, and H. Elmer Lodde of La- 
Fayette, Ind., who is now secretary of 
that association. 


LOS ANGELES 


A. I. Hall & Son, Inc., jewelry job- 
bers, whose main office is in San Fran- 
cisco, have opened salesrooms in the 
Metropolitan building. 


J. Alexander is now covering the Im- 
perial Valley and the state of Arizona 
for W. E. Bastheim Co. R. Bastheim 
formerly represented the firm in that 
area but is now working in the Los An- 
geles office. 


Since his return from the European dia- 
mond markets, M. Kaufman, of Allison- 
Kaufman Co., reports jewelers evyery- 
where are anticipating their needs in 
loose diamonds early this year. The 
steady increase in price is given as the 
main reason. 


Members of the Southern California 
Jewelers’ Golf Association took part in 
a golf tournament, April 24, at the Alta- 
dena Golf Club at Altadena, teeing off 
at 8.30 a. m. and 1.30 p. m. Five cups 
were donated for the winners by the 
Hadley Co. and were awarded at a din- 
ner, which was followed by a floor show. 


The Western Dial, Inc., has opened 
offices and a factory in the Jewelers 
Trade Building. E. L. Kimble, formerly 
with the In-2-Sta Watch Dial Co., and 
A. Toplitt are the proprietors. The new 
firm will service the jewelry trade by re- 
finishing dials and manufacturing watch 
dials. 

The Kirk Rich Dial Corp. has ap- 
pointed Claude C. Moon to have charge 
of the sale of dials and crystals in the 
Los Angeles office and immediate terri- 
tory. Mr. Moon has been six years with 
the LeRoy Diamond Co., this city, as 
manager of its service department, and 
before that was in charge of the service 
department of Hartman Bros., Portland, 
Ore. 





Where to Buy 
DOMESTIC 


China and Glass 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 


fo 


LENOX 
LENOX, INC. 
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Labor Standards of NRA Deserted by 
Many Jewelry Stores, Says 
Robert Report 


WasHincTon, D. C.—The so-called 
Robert report. @caiing with the mainte- 
nance of NRA hour and wage provisions 
since NRA became ineffective, claims 
that approximately half the jewelry es- 
tablishments surveyed have departed 
from code standards in some degree. 

“The retail jewelry industry,” says the 
report, “was surveyed primarily for la- 
bor standards. Increased working hours 
in the retail jewelry trade have effected 
a reduction in hourly wage to below the 
code minimum in some instances (in 
about one-seventh of the firms surveyed). 
Departure from the hours maximum is 
indicated in nearly one-half of the units 
surveyed. Apprentices are, in some cases, 
reported as being paid extremely low 
wages. Some employees, particularly 
learners, are reported as averaging from 
$6 to $10 per week. 

“On the whole there has been depar- 
ture, in minor or important features, from 
code labor standards in a considerable 
number of establishments since May 27, 
1935, the indication being that in ap- 
proximately half the establishments sur- 
veved there is departure in some degree.” 

With reference to the medium and 
low-priced jewelry industry the report 
says: 

“Many manufacturers in the medium 
and low-priced jewelry industry, particu- 
larly those manufacturing the lower 
priced merchandise, have increased hours 
without increase in weekly wage. Others 
have increased the work week but con- 
tinue to pay the same hourly rate. Over- 
time is being worked at straight time 
rates, or in some cases, no extra compen- 
sation is reported. Nearly one-half of 
establishments surveyed employing more 
than half of all workers surveyed are 
reported as having departed from the 
code maximum hours; while about one- 
fifth of the units surveyed, employing 
nearly one-third of the workers, are re- 
ported as having departed from the wage 
minimum in the cases of some of their 
workers. Anprentices are reported being 
taken on at less than the code minimum. 

“Certain trade practice provisions are 
not being observed in many instances, 
particularly provisions as to terms of 
sale. Pirating of design is also reported. 

“There appear in general to be very 
considerable departures from code pro- 
visions, particularly in labor standards.” 

The report claimed that out of 2150 
retail jewelry establishments surveyed 
1065 have departed from one or more 
provisions of code standards. All the 
establishments surveyed have 13,513 em- 
ployees, while the establishments reported 
to have departed from code standards 
have 5716 employees. Geographically, 
reported departures are distributed as 
follows: Northeast, 373 establishments out 
of 715; East North Central, 279 out of 
433; West North Central, 77 out of 201; 
South, 197 out of 479; Mountain, 53 out 
of 82, and Pacific, 86 out of 240. 

According to size of establishments, 
the report says that 758 out of 1583 stores 
with from one to five employees have 
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departed from code labor standards, and 
also alleges departures in 254 stores out 
of 458 with six to 20 employees, 58 de- 
partures out of 81 stores with 21 to 50 
employees, 12 departures out of 21 stores 
with 51 to 100 employees, two departures 
out of four stores with 101 to 250 em- 
ployees, and one departure out of three 
stores with 251 to 500 employees. 





South Carolina R.J.A. Reelects 
Officers at Convention Held 
at Columbia 


CoLumsBiA, S. C.—Buoyed with reports 
of better business in all sections of the 
state and confident that the coming year 
will bring continued recovery for thé 
jewelry industry, the South Carolina Re- 
tail Jewelers’ Association held its annual 
convention in the Columbia Hotel, April 
20. 

Officers were reelected as follows: W. 
Porter Cart of Charleston, president; 
J. L. Farmer of Spartanburg, first vice- 
president; J. B. Folsom of Sumter, second 
vice-president, and L. H. Lachicotte of 
Columbia, secretary-treasurer. R. H. 
Allan of Charleston continues as chair- 
man of the board of directors, members 
of which are J. B. Sylvan of Columbia, 


Ottie Smithwick of Greenville, Gaston 
Albea of Aiken, and Harry Call of 
Florence. 


Mr. Cart convened the morning ses- 
sion at 9.30 o’clock, and spoke briefly, 
outlining the activities of the state asso- 
ciation and stressing the need for its 
existence. The report of the secretary- 
treasurer was then read. It showed that 
the association had made progress in 
membership and finances during 1935-36. 

Alvin Magnon of Tampa, Fla., vice- 
president of the American National Re- 
tail Jewelers Association, as the guest 
of honor and principal speaker, drew 
attention to unfair practices of certain 
sections of the trade and declared that 
steps should be taken to rectify a number 
of evils. His address, interesting and 
informative, touched on many phases of 
the jewelry industry. 

“Greater things will be done in 1936- 
37” was the theme of many short, ex- 
temporaneous talks by members when 
the afternoon session convened at 2:30, 
after a luncheon. Other speakers were 
S. E. Brown of the Elgin National Watch 
Co. and W. R. Snowman of the Watson 
Silver Co. 

J. B. Sylvan was appointed delegate 
to the national convention and Charles- 
ton, S. C., was named as the meeting 
place for the 1937 state convention, which 
will be a two-day affair. 

Resolutions expressing appreciation to 
the national and state association officers 
for their work, and to Mr. Magnon for 
his address, urging the formation of local 
clubs among the jewelers, pledging co- 
operation and financial support to the 
Jewelers Publicity Committee, and pro- 
testing against the practice of Army and 
Navy posts selling jewelry, silver and 
kindred items at a discount were adopted. 

At the conclusion of the session, mem- 
bers were taken for a motor trip through 
Columbia, visting points of beauty and 
historic interest. 
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An informal dinner in the ball room 
of the Hotel Columbia concluded the 
convention. 





Benjamin Heid 


WASHINGTON, D. C.—Benjamin Heid, 
65, vice-president of E. Heidenheimer, 
Inc., died recently, after an illness of 
four weeks, at the Georgetown Univer- 
sity Hospital. 

The firm, which was composed of the 
deceased and his two brothers, Isaac and 
Jacques Heidenheimer, dealt in antique 
jewelry and rare coins. Mr. Heid was 
recognized as an authority on numismat- 
ics, which study he enjoyed as an avoca- 
tion. The firm, now located at 1215 H 
St., was located for all but the past two 
of its 78 years at 1236 Pennsylvania Ave., 


where it was established by the late 
Elias Heidenheimer, father of Messrs. 
Heidenheimer. 


The deceased was active fraternally. 
He is survived by a daughter, two sons, 
his brothers and a sister. 





SALES MAN- 


Executive 


Extensive following Denver 
West — especially California— 
Best of retail stores. Thirty-seven 
years of age. Over ten years 
with outstanding watch house. 
Coming East during May for in- 
terviews with manufacturers de- 
siring outlets in Far West. 

Please Address "'K., 4450,"" 
Care JEWELERS’ CIRCULAR-KEYSTONE 
239 W. 39th St., New York 
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Diamonds Reeut 
CHIPS REMOVED ~ 
Workmanship Loss of Weight 
Wm. F. Schumer & Son, Inc. 
Diamond Cutters 
44 Wiggins Block i} 








CINCINNATI, OHIO 











Certainty of Supply 


Of Mainsprings for all kinds of watches is of “~ 
3 to watchma! terial dealers. 


importers 
like to know.—We are prepared my supply all sizes in 
Mainsprings of Excellent Quality 


Our New and o Cone Catalog is Be off the press 
offering an t of 2,500 sizes and styles of 


Inspector, Sandsteel and Victor 
Mainsprings, Made in U.S.A. 


The first printing is limited in number. Send for 
Your Copy Today. 
INC. 


WATCH-MOTOR MAINSPRING CO., 
Manufacturers 


145 Hudson St. New York City 
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TESTING 
OLD GOLD 


requires years of experi- 
ence and we pride our- 
selves in the fact that we 
do know karats. 


The ability to place an ac- 
curate value on all forms 
of old gold, gold filled 
cases, plated scraps, sil- 
ver, platinum, etc., in a 
prompt, satisfactory man- 
ner has given us volume. 


SMART JEWELERS 
SHIP 
DIRECT TO 


LN 


PRECIOUS METALS 





SerIN ERS &» MANUFACTURE RS 
55 East WASHINGTON STREET CHICAGO, ILLINOIS. 


bOou may know 
your a 


[Do you know 
77 ;yyour Karats 


1 hs Thirty-Eight Years of Refining Service 











T. B. HAGSTOZ & SON 





“4 HONEST P) 

> Prompt 

: RETURNS FOR z 

cour . f 
OLp GoLD. 7 
SILVER FILINGS: 
SWEEPINGS. 

& ©... 
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THE JEWELERS 
¢ BUYERS 
¢ DIRECTORY 


Concise and complete—it is a compilation 
of the names and addresses of the manufac- 
turers, wholesalers and importers in the 
jewelry and allied industries. 


The classified listings are arranged alpha- 
betically and geographically, grouping the 
sources of the various lines carried and ser- 
vices used in the retail jewelry store. 


A QUICK AND READY 
REFERENCE 


Order Your Copy Now While the 
Supply Lasts 





PRICE—$1.00 TO SUBSCRIBERS, 50c. 
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Friction in Watch and Clock Mechanisms 


and lts Reduction 


By JOHN J. BOWMAN 


Chairman of the Educational Committee of the Horological Institute of America 





(Continued from the April issue) 


HE other questions referred to have to do with the rea- 

sons why oil should be applied at some places, but not 
at others, where friction exists. The rule is to apply oil 
where there is sliding friction, and not to oil where there 
is rolling friction. Escape-wheel teeth are oiled because 
these pass over pallet stones with severe sliding friction; 
train-wheel teeth and pinion leaves are designed to roll 
on each other, and do not need oiling. The roller jewel 
works in the fork slot with so nearly a rolling friction that 
it is not oiled. The pivots of the main train turn under 
pressure with sliding friction in their bearings, and must 
be oiled. But the dial-train pivots turn without pressure, 
because hardly any power is needed to move the hands; 
hence the dial train pivots should not be oiled. 

The reason why oiling is avoided wherever possible is 
of course to avoid adding fluid friction as the oil ages. 

What remains to be considered is the best method of 
handling and applying oils to time-pieces. 

Some oils are affected unfavorably by exposure to light. 
Some makers say that this does not apply to their product. 
But it is so easy to keep oil bottles in a box or in a bench 
drawer, instead of on the bench top, so that there is no 
need to take a chance on this. 

Oil should not be used directly out of the bottle. 
Instead, a small quantity should be dropped from the 
bottle into an oilcup with a cover, and then applied from 
this to the work. These bench oilcups and covers are 
made of glass, or of wood or metal containing a cup made 
of agate or glass. The latter (see Fig. 4) are preferable, 
because they exclude light. The cup should be small— 
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less than half of an inch in diameter—because the idea is 
to refill it often with fresh oil from the bottle, to lessen 
contamination with dust from the air. It is advisable 
even to clean and refill the cup before it is entirely emp- 
tied, to keep the supply cleaner, unless it is used rapidly 
and so has less time to take in dust. 

To apply oil from the cup to the work, the familiar 


oo 


"Pee, _ 
if Tee eel 





Fig. 4 


wire dip-oiler (Fig. 5)- is used. These as supplied by 
dealers usually have, and should have, a handle with a 
collar of hexagonal form, which prevents the tool from 
rolling on the bench, and keeps the oiling-tip from touch- 
ing the bench top. The wire is best made of gold, and 
often the tip may be improved if not shaped right by the 
maker. It should be flattened with a hammer, to be of 
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When you GO 
to New York 


Smart Park Avenue is only a block away 
from your hotel when you stop at the Lex- 
ington. And the Lexington is convenient 
to other famous New York sights...Radio 
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260 pages, 6 x 9, 325 illustrations, $3.00. 
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increasing width toward the outer end, which should be 
filed half-round, without a burr. This oiler should be 
kept scrupulously clean, by thrusting it into a piece of 
clean pith before using it, and always when resuming 
use after an interruption. 

The bench-cup and oiler for clocks follows the same 
ideas in form and use as those for watches, except of 
course they are larger. 

Some workmen use fountain oilers, shown in Fig. 6. 
The supply of oil is kept in the handle, and feeds through 
a thin tube like a hypodermic needle. Oil will flow as 





Fig. 5 


long as the tip of the needle is held against a watch part. 
Fountain oilers save time over those that have to be 
dipped repeatedly into an oilcup. But they are difficult 
to keep clean; and there is a tendency in using them to 
apply an excess of oil. In general, they are better for 
the continuous use called for in factories, than for the 
more occasional use in repair shops, for which the cup- 
and-oiler method has advantages. 

It is often said that “too much oil in a watch is worse 
than none.” This is putting it somewhat too strongly; 
but too much oil is bad enough! An excess of oil places 
the supply beyond where capillarity can control it; then 
it is drawn away from where it is needed, spreads over 
parts, and collects dirt. The quantity of oil that is suf- 
ficient and not excessive must be clearly visualized and the 
habit formed of applying always just that much. The 
correct amount of oil to apply is shown in Fig. 6 and Fig. 
7 on page 109 of the JEWELERS’ CIRCULAR-KEYSTONE for 
January, 1936. These illustrate the oiling of balance and 
train pivot bearings. In oiling cap-jeweled bearings, touch 
a little oil to the face of the endstone before putting it 
into place; then after seating it, apply additional oil 
through the pivot hole in the other jewel. Or, if the cap 
jewel is seated before any oil is applied, then oil the hole 
jewel and thrust a wire through the hole to carry some 
oil to the face of the cap jewel; then apply some more oil 
in the hole-jewel cup. Either of these precautions is 
necessary, or «‘se the space between the settings may pre- 
vent oil reaching the cap jewel until the pivot is in place, 
which would result in having insufficient oil at the 
bearing. 

The proper amount of oil in the escapement may be 
assured by touching the oiler to every third tooth of the 
escape wheel while the watch runs, so that oil adheres 
only to the lifting-faces and not to the fronts or backs of 
the teeth; it will then be carried in correct quantity to 
the acting faces of the pallets, with no excess to spread 
elsewhere. 

It is a good habit to use an eyeglass when oiling 
watches ; this makes more sure of applying proper amounts 
of oil; these are none too easy to see, even with normal 
eyesight, without magnification. 

The first thing that should be said in connection with 
oiling mainsprings is that these must be removed from 
the barrels and cleaned every time the watch is cleaned. 
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The friction between mainspring coils is severe; leaving 
thickened oil there is even worse than elsewhere. 

One who has good judgment may be able to get the 
right quantity of oil on the mainspring by applying it to 
the tops of the coils. Some workmen prefer to rub the coils 
with a piece of well-oiled watch paper, before replacing the 
spring in the barrel. This avoids any chance of excess; but 
it has the obvious disadvantage of getting oil on the fingers, 
and on the mainspring winder when replacing the spring in 
the barrel. It is perhaps better to form the habit of judging 
the correct amount of oil to apply to the tops of the main- 
spring coils after the cleaned spring has been replaced in 
the barrel. 

If too much oil is placed on the mainspring, oil may 
exude to the outside of the barrel. Then, in very small, 
thin watches, oil may get to the underside of the center 
wheel, and from there to the outer coils of the hairspring, 
causing them to stick together, and creating one of the 
“mysterious” causes of poor timekeeping in such watches. 

In closing this series of articles on friction and lubrica- 
tion, it is proper to remind the reader of the important 
connection between this and the thorough cleaning of 
timepieces, preparatory to reoiling them. Even the slightest 
carelessness in cleaning will defeat all that can be done to 
reduce friction by lubrication. Either old gummed oil 
allowed to remain, or chemical film left by improper mate- 
rials used for cleaning, will quickly spoil the fresh oil, and 
make it old thickened oil long before its time. 

Since the subject of cleaning timepieces would require 
many pages for thorough discussion, all that can be said 
here is that, whatever methods or materials are used, the 
need is to do the work with painstaking care, never seeking 
to save time by shortcutting the work. In this as in all else, 
doing good work will pay eventually, by building reputa- 
tion, far more than can be temporarily gained by “getting 
all that the traffic will bear” used in the sense of “giving 
the least that will get by.” 

Recently a jeweler wrote asking about “the new 
watches, that run without oil, which have been described 


Fig. 6 


in trade journals this year.” It is true that articles have 
appeared about such watches in European journals lately. 
But reading these discloses that the authors do not tell 
about any watches actually made; and the articles really 
amount to no more than saying something like this: “How 
nice it would be to have watches that would run without 
oil; and maybe some day we will have them!” This 
is about the same as to say how nice it would be to travel 
to the planet Mars or to the moon in some sort of sky- 
rocket ; both ideas are dreamy speculations. As far into 
the future as any one now can see, in time-piece mechanisms 
there will be friction; and this will have to be combated 
by good technical designing, good workmanship, and lubri- 
cation; and all of these are live present-day subjects for 
study and for fine craftsmanship; and the field is wide 
open for discoveries and improvements in these, for anyone 
who has the genius and the enterprise to make them. 


(The End) 
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TAXING THRIFT 


By MORGAN FARRELL 


Director, Chilton Bureau of Economic Research 


_ times are bringing forth in the U. S. some new 
and remarkable theories of taxation. Many of them 
must cause a general turning over of our “taxation with- 
out representation” forefathers in their long sleep. 

First our wise law-givers had to amend the Constitu- 
tion so they could tax the wages of labor, which had been 
exempt from direct taxation since constitutional govern- 
ment began. Next they enacted the law taxing excess 
profits. And now in an inspired moment they are gravely 
debating ways and means to take up to 42.5 per cent of the 
rainy-day savings of corporations. 

All of these methods, by which the bulk of our revenue 
is raised, are taxes on thrift and, consequently, incentives 
to extravagance and deception. 

Business men might as well award big salaries to them- 
selves and spend money on plants they do not need as pay 
it in to the Government as a tax on excess profits. And now 
corporations will have to carry on without a surplus to 
meet unexpected demands and emergencies, not to men- 
tion the expansion needs of their own business. 

The political angle of the proposed law taxing cor- 
porate undivided profits is obvious. The only other means 
of raising the same amount of money (a billion) would 
be a sales tax or an extension of the income tax to reach 
lower brackets. But those would never do in an election 
year, so the popular “soak the corporations” measures will 
be adopted. 

While the final form of the law is still being debated, 


110 


it is not too soon to venture the opinion that a tax on 


‘surplus carries within itself the seeds of its own defeat. 


Such a law proposes to tax the undivided profits, i.e., 
the surplus of corporations, from .4 to 42.5 per cent, ac- 
cording to amount, allowing a small margin of untaxed 
surplus. Ten per cent of the whole surplus has been pro- 
posed as the extent of this for small corporations. 

Many newspaper articles and editorials have referred 
to the proposed law as a tax on corporate reserves. It is 
not. The usual reserves, accepted in good accounting 
practice and admitted by the Treasury Department in 
computing net profits, may still be set up. Among these 
are reserves for depreciation, obsolescence, bad debts, cor- 
porate obligations, etc. 

Even so, the effect of the law will be that most cor- 
porations simply will not maintain a surplus beyond the 
ten per cent untaxed margin. In that case there will be 
little expansion on owned funds. Capital for that purpose 
will be borrowed or obtained by the issue of new secu- 
rities. But there is nothing novel about that. 

A worse effect will be the inability of the de-surplused 
corporations to face a long period of losing business. It 
has been pointed out by Ford Vice-President W. J. 
Cameron that business was able to weather the depres- 
sion only because it could lose 26.6 billion dollars without 
going broke. This would be impossible under the pro- 
posed law. 

The worst effect of all, however, will be the additional 

(Please turn to page 111) 
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Taxing Thrift 


(From page 110) 


burden the tax imposes upon all of us who are trying to 
do business in the face of Federal, State, local and other 
taxes. People think of these things as affecting only the 
giant corporations, but it will soon be brought home to 
them that they hit the small business still harder because 
the little fellow works on a smaller margin of time, 
energy and cash. 

Of course, the enforcement of this law will call for a 
few more regiments of inspectors, auditors and executives 
on the payroll. Eventually, perhaps, all business men and 
their employees will wake up to the fact that we have far 
too much government now without taking on any more. 
They may even find a way to cut the present army sup- 
ported by the public taxes in half. 


Salesmanship for Repair Work 
By Wn. D. MeEnGEs 


ECENTLY one of our leading material houses enter- 

tained the American public with a radio program de- 
signed to benefit the watch repair business throughout 
the land. This company told America that her watch 
needed cleaning. Fine! America heard and responded 
to the call. It was a fine sales talk. 

Miss America gathered up her tiny baguette, and along 
with her came Dad with his extremely thin model. 
Brother with his collegiate model strap. Mother with 
her diamond paved platinum creation, etc. They pre- 
sented them to the watchmaker with the most gracious 
smile and the explanation that they needed cleaning. 

Only recently in a book by one of America’s outstand- 
ing horologists nearly one whole chapter stressed the 
importance of cleaning the watch at least once a year, 
small ones more often. Of course, they do need it, 
nearly every one of this country’s one hundred million 
population knows that. 

Most every price list of watch repairs presented to 
either the public or to the repairman by the trade shops 
heads the list with cleaning. 

About seventy-five per cent of the repairmen that I 
have contacted and listened to their talk when taking in 
work, sold nothing but a cleaning job. They may also 
have mentioned a few other things but the main theme 
of their subject was cleaning. 

To hear and read all the stress put upon the need of 
a cleaning job it is no wonder the public insists that 
all their watch ever needs is just that. 

All watch repairmen will agree that a watch does 
need cleaning periodically, as does all other machinery. 
But how many times are you informed that the motor 
in your car needs cleaning once a year to make it run 
smoothly, Austins more often? NEVER! Not by these 
auto mechanics! They can find a dozen things wrong. 

How many times have you, Mr. Watchmaker, in the 
last year taken in a watch that needs cleaning only? Do 
not all of them need oiling, regulating, readjusting, per- 
haps a jewel or two, a mainspring, wheels trued up, 
Pivots rounded up and polished, excessive end shake in 
train wheels, barrel, pallet fork or balance eliminated 
and a half thousand other things that can be and are 
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wrong with the modern watch when taken in for re- 
pairs? Then why not sell that service along with the 
cleaning? The cleaning of a watch is only a minor 
repair in the first place and should never even be men- 
tioned to the customer; rather speak of overhauling or 
re-conditioning. 

In this, the midwestern section of the country, nearly 
every customer associates a cleaning job with a one dollar 
bill—the idea brought down from pioneer days—and un- 
less they are sold on the other repairs necessary to make the 
watch run and keep time, a poor price is the result. 
Poor price can mean only one thing, a poor job. No 
man at the bench, owner or hired workman can con- 
stantly turn out low price low grade work and keep his 
repair sack filled. No man can turn out low price high 
grade work and keep his cash register filled. Either we 
must turn out high grade work and get a good price for 
it or cease work sooner or later and the decision is up to 
the man at the bench. 

It has been found very effective to copy the automo- 
bile man somewhat and stress the aforementioned terms, 
overhauling or reconditioning; then we can get a price 
that enables us to turn out a job that it is a pleasure to 
guarantee. Taking a few minutes’ time to explain that in 
the course of a year grit or dirt will find its way into any 
watch; is attracted by the oil which it absorbs, making an 
abrasive that cuts the highly polished pivots and pinions, 
leaves its scratches in the surface of the hardest jewels, 
upon the smooth polished surface of the mainspring and 
no watch with so much added friction, even the immacu- 
lately clean one can keep time and may even stop—is time 
well spent. 


Every watch taken in for repairs should be thoroughly 
examined. Each thing that would or might cause the 
watch to run erratically, stop or give trouble of any kind 
should be listed and priced separately. It may not be 
necessary to explain in detail every step taken to repair 
each of the things found wrong but when the sales talk 
is started take up the important things first, stating along 
with them the total price of all repairs (that is the major 
interest of the customer generally), then if necessary each 
of the adjustments or repairs can be explained. As a 
rule the customer will ask “When can I get it?” long 
before you get to the bottom of the list ; Stop right there. 
The sale is made so far as repairs and price are con- 
cerned. He may fuss if you ask him to leave the watch 
two or three weeks but try the old gag about sending 
it to the factory and waiting twice that long for it. 
Nearly every customer has had or heard of the delay 
when sending work to the factory. In stating the price 
at the beginning of your sales talk the customer has to 
some degree forgotten about the price or at least can see 
that it is not excessive for the amount of work to be 
done. 

Every watchmaker should analyze his job as fifty per 
cent workmanship and fifty per cent salesmanship. He 
must get the work before he can have anything to do, 
and he must get the price before he can hold his job. 
If he is an employee rather than the owner, in selling 
his work to the customer he also makes another sale. 
He sells himself to the Boss, which is really more im- 
portant from his viewpoint. 

Fifty per cent workmanship. Fifty per cent salesman- 
ship. A good motto for any workman at the bench. 
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WORKSOP WOITTES € QUWIFIRIIES. 


OOKS.—Please give me a list of books that would be 
advisabie to study to prepare for examination for cer- 
tification by the Horological Institute of America. (Ques- 


tion No. 5000.) E. E. G. 


Answer—The Horological Institute of America has 
compiled a list of the best books on horology, and the 
National Bureau of Standards, Washington, D. C., pub- 
lishes this list for free distribution. Write for it to R. E. 
Gould, Chief, Time Section, National Bureau of Stand- 
ards, Washington, D. C. Specify “Letter Circular LC- 
442.” 


ATCHES.—(a) What is the proper way to 
straighten bent balance pivots? 


(b) How should loose cannon-pinions be tightened on 
center pinion arbors? Using pliers doesn’t work. 

(c) How are sizes of watches determined? What part 
of an inch is a “ligne”? 

(d) What is the effect of a mainspring that is too 
long? Too short? Too thick? Too thin? 

(e) Is a higher jeweled watch always better than a 
watch with less number of jewels? Is a 23 jeweled watch 
the highest jeweled watch made? 

(f) What are proper methods of truing and centering 
hairsprings? ls proper vibrating necessary for good time- 
keeping ? 

(g) What is the proper way to clean and oil a watch? 
(Question No. 5001.) M. A. F. 


‘ Answers—(a) Heat a pair of tweezers, made of 
brass or copper and with ends filed off square with the 
length of the tool ; put the staff in lathe chuck, so that the 
body of staff runs true; bend the pivot with the hot 
tweezers and examine the pivot with the lathe running 
slowly. If necessary, make another bend on the pivot; 
repeat this until the pivot runs true. A pivot excessively 
bent cannot be satisfactorily trued in any way. 

(b) Instead of pliers, use the stump with a groove and 
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the wedge-shaped punch that you will find in your staking- 
tool set. 

(c) Measure the diameter of pillar-plate (the ‘owe: 
plate) of the watch, with one of the scales most material 
dealers furnish to customers. All watches not round in 
shape are measured across the smallest diameter to give 
the size. A “ligne” is .0888 of an inch; or 2.255 of a 
millimeter. 

(d) A mainspring too long yields an insufficient num- 
ber of turns of the barrel, so that the watch will not run 
as many hours as it should. One too short has the same 
effect. One too thick gives the balance an excessive amount 
of motion, and may cause roller-jewel to strike the outside 
of fork, and then rebound, destroying isochronism and 
good timekeeping. One too thin gives the balance in- 
sufficient amount of motion, destroying good timekeeping, 
and causing stoppage prematurely when the oil thickens. 

(e) The quality of a watch depends upon good work- 
manship throughout, rather than upon the number of 
jewels. In two watches of equally good workmanship, the 
higher number of jewels makes a better watch. Twenty- 
three jewels is the highest number in watches that are 
timepieces only. There may be more jewels in “compli- 
cated” watches, such as repeaters, chronographs, etc. 

(f) This question takes in more than can be answered 
fully in the space available in ““Workshop Notes” depart- 
ment. We suggest that you study the subject in the book, 
“Practical Balance and Hairspring Work,” by Walter J. 
Kleinlein. This book can be bought of THE JEWELERS’ 
CircULAR-KEysTONE Book Department, 239 W. 39th 
St., New York, for $3.50, postpaid. 

(zg) Among the hundred and one different methods of 
cleaning watches, any one of them is proper that will: 
(1) remove all old oil and dirt; (2) leave no chemical 
deposit on parts that might spoil the fresh oil; (3) give 
the cleaned parts a bright, fresh appearance; and (4) 
require minimum time to accomplish the stated results. 
Another point of merit in any method is that the materials 

(Please trn to page 115) 
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N the laboratory and refin- 
ery of Wm. F. Nye, Inc., 
the process of refining lubri- 
cating oil for fine timepieces 
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Workshop Notes 


(From page 113) 


used shall be obtainable at minimum cost. You can judge 
the method you are using, or any other method, by the 
practical results obtained, under the heads stated above. 
There are a number of methods that would rank equal, 
judged as suggested; and it would be misleading if we 
should recommend just one of these as superior to the 
others. The oiling of watches is being explained fully in 
the series of articles now running under the title “Fric- 
tion” in the Technical Department of THE JEWELERS’ 
CirCULAR-KEYSTONE. 


How He Told Tarrytown About Emeralds 


(From page 43) 


and perfection into others if he is without that love him- 
self. If you know, love, live and appreciate your romantic, 
beautiful and glamorous business—you’ll never fear com- 
petition from a prosaic, ‘waiting-for-payday’ department 
store clerk.” 

The emerald window in the Zimmer store took observers 
on an imaginary cruise to Colombia, chief producer of 
emeralds since long before the days of the Spanish Conquis- 
tadores. A large picture of the new liner Queen Mary 
served as a timely attention-getter in the rear of the window 
and a number of brightly-colored pamphlets describing 
cruises to Colombia and several enlarged photographs of 
Colombian scenes were distributed along the base of the 
display platform. 

The emerald display itself was valued at approximately 
$25,000 and included 10 emerald rings, a number of 
faceted and cabochon-cut stones, several large rough speci- 
mens, two fine emerald earrings, 10 emeralds affixed to 
dops for cutting, a pile of gem emerald crystals and nearly 
150 carats of melee rough. Cards described the various 
stones. In addition there were several museum pieces in- 
cluding a seal that belonged to a Russian noble family, with 
a 16-carat emerald forming the handle; a large carved 
emerald taken nearly 400 years ago from the temple of an 
Indian goddess, and a long string of emerald beads polished 
centuries ago by primitive native lapidaries. 

The Zimmer store invited school classes of the vicinity 
to inspect the exhibit, which they did in large numbers, 
and also invited the store’s best customers to view the dis- 
play. 


Cleaving the Jonker Diamond 
(From page 55) 


gem rested. Mr. Kaplan has been a diamond cleaver since 
he was 15 years of age. He started work in his uncle’s 
factory in Antwerp and when he was 21 or 22 years of 
age, had his own cleaving plant. Among other gems 
which he has cleaved and sawed is the DePohl diamond 
which weighed 286 carats in the rough. Many other large 
stones have also been cleaved by him and it is no exaggera- 
tion to say that his skill as a diamond cleaver is unexcelled 
by any cleaver in this country or abroad. The work was, 
of course, a tremendous strain and the flood of congratula- 
tions which he has received on the successful accomplish- 
ment of so difficult a task is well merited. 
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When the discovery of the diamond was first an- 
nounced, competitive bids began to pour in on the finder, 
Jacobus Jonker. The Diamond Corporation auctioned 
the stone and Mr. Jonker abided by the auction. The 
Corporation transferred the famous stone to London by 
registered mail. Even before it had reached London, Mr. 
Winston had cabled for an option and then made a per- 
sonal trip to London. He spent a month studying the 
stone, comparing it with the Cullinan, the Koh-i-noor and 
the other famous stones and negotiated for its acquisition. 
He was bidding against others from all corners of the 
earth and when the purchase was finally consummated 
the stone was transferred to the United States on the 
S.S8. President Roosevelt, which reached this port on June 
9. Only the accident that the Jonker diamond turned up 
upon private ground not belonging to the Syndicate threw 
it into the open market and made it possible for an Amer- 
ican dealer to acquire it. This is the first time in his- 
tory that a diamond even approximating the Jonker stone, 
in size and purity, has reached America. 

In the rough, the gem was two and three-quarters 
inches long, one and one-half inches high with a breadth 
of about an inch. Its circumference lengthwise was six 
and three-quarters inches, and at the broadest point, four 
and three-quarters inches. As to its value in the rough, 
no definite statement could be obtained, but it is known 
that bids as high as £140,000 failed to obtain the stone. 
London press reports placed the sales price in the neigh- 
borhood of £150,000 but this figure could not be con- 


firmed. 


“Oldest Working Clock,” Thought Made in 1410, 
Bought for James Arthur Collection 


Believed to have been made not later than 1410, an 
ancient timepiece has been added to the James Arthur 
collection of clocks and watches at New York University 
by Dr. Daniel W. Hering, 86-year-old curator who dis- 
covered the clock neglected and dirty on an antique 
dealer’s shelf in West St. 

The name “de Vic” is engraved on the dial, and from 
this and other evidence Dr. Hering concludes that it may 
be the work of Henry de Vic, who was clock maker for 
Charles V of France nearly 600 years ago. 

Dr. Hering is confident that the clock is the oldest in 
working condition in existence. “The tell-tale marks of 
a repairer’s hands suggest a lifetime of fully 250 years 
before the application of the pendulum to clocks,” he said. 
(Huygens, Dutch physicist first hung a pendulum in a 
clock in 1656.) “The first important repairs consisted of in- 
serting bushings in sockets that had worn to a large 
opening, and these would not have been needed before the 
clock had been operated at least 100 years. Several of the 
sockets have a second bushing that suggests another 
century. 

“Still a third set of repairs is no less unmistakable than 
the first two, and even these were certainly done a good 
many years before the use of the pendulum was estab- 
lished; otherwise the repairer would have. followed the 
fashion and added Huygens’ invention.” 

The clock is of the “lantern” type, weight-driven and 
constructed of iron. Although the timepiece has only an 
hour hand, an artist at some time painted both an hour 
hand and a minute hand on the dial. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, Sc. for each additional word; 
minimum charge, 75c. - 








IF. YOU HAVE the windows and mer- 
chandise, I’ll create the sales! Address 
a 4410,”" care Jewelers’ Circular-Key- 
stone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, Ill. 





WATCH BUYER, many years’ experience 
as a department manager and salesman, 
capable of taking charge of store. Ad- 
dress “K., 4382," care Jewelers’ Circu- 
lar-Keystone. 





WATCHMAKER, JEWELER and en- 
graver, wishes position in first class 
store; 15 years’ experience; salary $50. 
Address ‘V., 4367,” care Jewelers’ Cir- 
cular-Keystone. 





NOW’S THE TIME TO ACT if you can 
use an aggressive retail salesman, a 
young man of unusual capabilities. Ad- 
dress ‘‘P., 4362,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, YOUNG MAN, experi- 
enced, desires position; watch school 
trained; prefer New York or vicinity, or 
East; references. Address ‘R., 4391,’’ 
care Jewelers’ Circular-Keystone. 


COMBINATION jeweler, diamond setter 
and engraver, with trade shop experi- 
ence, desires position in retail store. 
FS a Marshall, 2837 Albion St., Toledo, 

O. 





INSIDE MAN AND SALESMAN, 22 years’ 
wholesale and manufacturing experi- 
ence, desires position, preferably with 
diamond house. Address ‘‘Z., 4400,’’ care 
Jewelers’ Circular-Keystone. 





ROAD SALESMAN, with following in 
Pennsylvania, Western New York, East- 
ern Ohio and West Virginia, open on 
or after June 1. Address Wade C. 
Bloom, 312 E. 2nd Ave., Dubois, Pa. 





HIGH TYPE MAN of real selling ability 
and commanding personality, available 
to reputable retail concern; weekly 
salary to start $55. Address ‘“H., 4409,’’ 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, ENGRAVER, 20 years’ 
experience on all types of watches; rail- 
road experience; highest type of work 
desired; state salary. Address ‘‘W., 
4368,” care Jewelers’ Circular-Keystone. 





FIRST CLASS watchmaker, jeweler, en- 
graver, 38, 12 years’ experience, desires 
position about June 1st in retail store 
in Rocky Mountain Region. Address “‘F., 
4376,’’ care Jewelers’ Circular-Keystone. 





EXPERT railroad and Swiss watchmaker, 
18 years’ experience; ability to assume 
full charge watch department; can fur- 
nish best of references. Address ‘‘W., 
4398,’’ care Jewelers’ Circular-Keystone. 





WATCHMAKER, experienced, good Sales- 
man, neat appearance, capable taki 
full charge and responsibility ; age 3 
years, married; New York or vicinity ; 
best references. “Watchmaker,” 189 
West 11th St., Brooklyn, N. Y. 





——_....., 


WATCHMAKER; expert on small Swiss 
watches; engraver; integrity and wide 
experience; records guarantee ability to 
increase profits and remove troubles 
Address ‘‘H., 4378,” care Jewelers Cir. 
cular-Keystone, 





JEWELER, ENGRAVER, diamond setter, 
salesman, useful in any department; 25 
years with best jewelers; Al references; 
wishes to make a change now or soon, 
Address ‘‘T., 4396,’’ care Jewelers’ Cir- 
cular-Keystone. 








RETAIL, JEWELRY SALESMAN, age 26, 
experience nine years, splendid refer- 
ence, desires position with retailer or 
wholesaler; small salary and commis- 
sion. Address ‘‘R., 4364,’ care Jewelers’ 
Circular-Keystone. 





CREDIT HOUSES, young man, 34, ten 
years’ experience, buyer, salesman and 
appraiser for diamond importer, three 
years’ credit experience; go anywhere, 
Address ‘“‘C., 4402,’’ care Jewelers’ Cir- 
cular-Keystone. 





ATTENTION PAWNBROKERS, young 
man, 35, five years’ pawnbroking ex- 
perience, eight years buying and selling 
for diamond importer; reliable appraiser; 
go anywhere. Address ‘“‘B., 4401,” care 
Jewelers’ Circular-Keystone. 








CLOCKMAKER, help on larger watches, 
willing, accommodating, generally use- 
ful in retail store, 30 years’ experience, 
seeks steady work; moderate wages; 
reference. Frank Wolfberg, Easton, Pa. 





FORCEFUL SALESMAN seeks position 
in active cash store located in a big 
city; expert window dresser and sign 
writer. Address “T., 4358,” care Jewel- 
ers’ Circular-Keystone. 





THE EARLY BIRD catches the worm! 
Answering this “Ad” now, will contact 
you with a retail salesman of outstand- 
ing ability. Address “I, 4350,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, 29, ability and character, 


practical jeweler, seeks connection 
manufacturing house, New York or 
vicinity. Address “T., 4421,” care 


Jewelers’ Circular-Keystone. 





GOLD AND PLATINUM MELTER, 
roller, refiner and assayer, take charge 
gold counter; best references; go any- 
where. Address “J., 4454,” care Jewel- 
ers’ Circular-Keystone. 





FOREMAN, thoroughly experienced on 
cast and finding rings, also model mak- 
ing; expert on tool works; best refer- 
ences. Address “S., 4448,” care Jewel- 
ers’ Circular-Keystone. 





EXPERIENCED RING MAKER, spe- 
cializing in making class and college 
rings, either gold or gold overlaid; rapid 
worker ; production basis. Address ‘“M., 
4264,” care Jewelers’ Circular-Keystone. 





BOOKKEEPER, TYPIST, excellent ref- 
erence; over ten years’ experience in 
jewelry line; thoroughly acquainted 
with all office detail. Address ‘“‘E., 4291,” 
care Jewelers’ Circular-Keystone. 


FIRST CLASS WATCHMAKER and plain 
engraver, wishes permanent position 
with reliable concern; would like con- 
nection in the East or South; can fur- 
nish the best of references. Address “E., 
4404,”’ care Jewelers’ Circular-Keystone. 





FIRST CLASS WATCHMAKER, age 36, 
neat appearance, capable, congenial; 
good references; several years’ experi- 
ence in first class stores; East preferred; 
please write. Address “T., 4366,’’ care 
Jewelers’ Circular-Keystone. 





EXPERT WATCHMAKER, none better 
on Swiss baguette watches; engraver, 
has made prices and taken responsibil- 
ity; position wanted where the use of 
head and hands is required. Address “‘J., 
4379,’’ care Jewelers’ Circular-Keystone. 





WATCHMAKER, married, 13 years’ ex- 
perience retail and trade shop; sales- 
man, excellent on small watches; prefer 
Southern Texas; state salary. Address 
“D., 4336,” care Jewelers’ Circular-Key- 
stone. 





DIAMOND SALESMAN seeks responsi- 
ble position in recognized store han- 
dling better class trade; young man of 
creative ability and clean record. Ad- 
dress “V., 4359,’ care Jewelers’ Circu- 
lar-Keystone. 





INSTALLMENT MANAGER seeks con- 
nection with better class enterprise; 
thorough knowledge of customary re- 
quirements in a credit store; highest 
reference. Address “R., 4356,” care 
Jewelers’ Circular-Keystone. 





A-1 DIAMOND SETTER on platinum, 
first class mechanic, desires permanent 
position in New York or Pacific Coast; 
references from leading firms in New 
York city. Address “P., 4354,” care 
Jewelers’ Circular-Keystone. : 











WATCHMAKER, 19 years’ experience, 
capable of repairing railroad, baguette 
watches; light jewelry, clock repairing; 
references; married, age 36. rl] 
—* 2227 Washington St., Dubuque, 
owa. 





JEWELRY AND CLOTHING §salesman 
desires connection with aggressive 
credit outfit; excellent window and ad- 
vertising ability; thoroughly qualified 
for managing. Address “S., 4357,” care 
Jewelers’ Circular-Keystone. 
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Questions and Answers on Watchmaking 


“Sixty Questions and Answers on Watchmaking”’ is 
the title of a 22-page handbook by Edward Heaton of 
La Chaux-de-Fonds, Switzerland, which presents a single 
story, briefly and factually, namely, the parts and con- 
struction of watches. 

Prof. Heaton, who is associated with the Ecole Su- 
perieure de Commerce in the Swiss city, dedicates his work 
to “young dealers in Swiss watches,” whom he would en- 
courage “‘to take a little interest in ‘watch debating,’ as 
they so often do in motor, aircraft and radio talks.” 

Questions concerning the watch-case, the movement, 
and styles and kinds of watches, are set forth on the first 
five pages and include practically every question apt to 
occur to a layman interested in the subject. The rest of 
the pages are given over to the answers. 

The little book should be a valuable addition to the 
jeweler’s library and educational to salespeople who have 
not been trained in watch structure. One question and 
answer may serve to illustrate the author’s procedure: 

“Q. What are the sizes (dimensions, measures, mea- 
surements) used in the watch trade?” 

“A. The measures used in the watch trade are the line 
(2.256 mm.) for the diameters of watch movements, and 
the twelfth (0.188 mm.) for their thicknesses or heights. 
There are 12 twelfths in a line. These old measures 
derive from the King’s foot, which was divided into 12 
inches, the inch into 12 lines and the line into 12 twelfths 
or points. Ladies’ watches are just a few lines in diam- 
eter; men’s wrist watches usually range from 10 to 13 
lines, pocket watches from 17 to 19 lines, and deck watches 
from 20 to 32 lines. American sizes are based on the inch, 
which has been divided into 30 parts. .. . Round move- 
ments smaller than seven lines are not usually seen on 
the market, because they are expensive and difficult to 
regulate, but very small-shaped movements, as shank or 
‘baguette’ movements, are in great favor nowadays for 
wristlets and rings.” 

(60 Questions & Answers on Watchmaking, by Edward Heaton, La 


Chaux-de-Fonds, Switzerland, 1935. English-French text, 3 Swiss francs; 
English-only text, 21%4 Swiss francs.) 


MERCHANDISE MARKET 





Ronson Sales Aids 


In preparation for June, the gift month, Art Metal Works, Inc., makers 
of Ronson lighters, is releasing a schedule of consumer advertisements, 
featuring the Ronson Touch-Tip and the Ronson Penciliter, two popularly 
priced products that have been enthusiastically received by the buying 
public. To assist dealers in telling shoppers that they are prepared to 
fill thein Ronson wants, the company offers a series of sales aids, com- 
re free window and counter displays, including special cut-outs for 
une weddings, graduations and Father’s Day, free folders and leaflets 
and free mat service for dealer newspaper advertising. 


National Pen Week 


_ National Pen Week, May 25 to 30, which will find dealers offering to 
inspect, clean and adjust pens free of charge, is an outgrowth of a remark 
made three years ago by W. A. Sheaffer, ——— of the W. A. Sheaffer 
Pen Co., to his advertising department. “‘Every fountain pen that’s not in 
working order is a liability—a drag on further pen selling,’ said he. 
“If we can find a way to get those pens back into commission, their 
owners will be pleased. They’ll think favorably of pen gifts, and they'll 
a showing the laggard pen to their friends and discotraging pen 
buying.” 





New Packaging Method 


A new packaging method for Wright’s Silver Cream has been 
adopted by the J. A. Wright Co. of Keene, N. H., producer of a popularly 
priced article labeled ‘‘Silvalet.”” Wrapped in fancy paper, a wooden 
container holds a jar of silver cream and a set of accessories for its use, 
including a sponge, chamois, cheesecloth, orangewood stick and small 
brush. The package appeals to the consumer because all of the necessary 
silver polishing implements are supplied with the polish and may be kept 
together in the container, ready for instant use. 
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An Attractive Folder 


An attractively prepared folder resembling an insurance policy and with 
a space for the dealer’s name to be imprinted is offered dealers for use 
as stuffers, separate mailings and counter give-aways by the Jacques 
Kreisler Sales Corp., 136 W. 52nd St., New York, maker of the “Dubl- 
Lock”’ clasp exclusive with Kreisler silk watch bands. The folders are 
available to dealers upon request. 





Parker Advertising Campaign 


An intensive advertising campaign being conducted by the Parker 
Watch Co., 580 Fifth Ave., New York, stresses Parker as “the watch 
with the micro-synchronized balance.”  Collier’s will place the Parker 
story before the public. To dealers the company furnishes window dis- 
play counter cards, illustrated folders and newspaper mats. 





New Hamilton Watches 


The Hamilton Watch Co., Lancaster, Pa., has introduced a square- 
shaped, attractive little model for women, the “Martha,” and a new, 21- 
jewel, smartly streamlined railroad watch, continuing the restyling pro- 
gram which Hamilton started some time ago with other grades in the line. 
The company recently issued a dealer portfolio containing detailed an- 
ncuncements of its national advertising plans and schedules through the 
graduation season, together with a reproduction of the full-color, full-page 
advertisement for Hamilton watches that will appear in the May 16 
issue of The Saturday Evening Post and in the May issue of Fortune. 
Black-and-white reproductions of this advertisement will appear in five 
other publications. 





Leather Tubing Patented 


Exclusive right to manufacture and sell leather tubing and split-proof, 
tubular watch straps has been obtained for A. Sauer & Company, 5th 
and Race Sts., Cincinnati, Ohio, through design patents recently re- 
ceived. One patent protects the manufacture of leather-sewed tubing, 
while a second patent grants sole authority to make sectional straps of 
cord, braid, tubing or leather. Besides design patents, the company is 
jae on the method of manufacture and construction of the patented 
articles. 





An Attractive Seasonal Gifts Folder 


The appliance and merchandise department of the General Electric 
Co., Bridgeport, Conn., has issued a folder, “Gifts Welcomed by Brides 
of Any Year,” illustrating not only bridal gifts, but gifts for Mother’s 
Day. The concern furnishes to dealers window banners, gift folders. 
newspaper mats, clock cards and motion displays for use in show win- 
dows. Electrical appliances, such as a buffet service, a portable mixer, 
a breakfast cooker, an automatic iron and desk, mantle and alarm clocks, 
are featured. 





Gruen Graduation Promotion 


Jewelers everywhere have commented on the jaz: that the Gruen 
graduation dealer helps for 1936 are more comple.. and effective than 
ever before. A beautifully lithographed window disyiczy features watches 
as graduation gifts. Attractive side cards are dc.igned for use both 
during and after the graduation season. A special display card on ihe 
“Curvex,” wrist-form watch with curved movement, is provided for 
window or counter display. Jewelers have also been sent copies of the 
graduation folders which can be used as envelope enclosures or for 
counter distribution. The new folders illustrate a large number of new 
watches, with prices, and are designed to bring prospects into the jeweler’s 
store. The complete story of Gruen graduation dealer helps is given in 
a large broadside, entitled “Strike While the Iron Is Hot.” 





Ingersoll “Million-Aero” 


The Ingersoll ‘‘Million-Aero” Jubilee deal offers the retailer the 
Ingersoll Aero Flasher, with six Aero wrist watches, assorted three plain 
and three fancy. The display is 12 inches wide, and even when not 
illuminated is a very striking centerpiece for the dealer’s window, 
lighting brilliantly the words “‘Ingersoll Aero’? and the watch itself which 
is displayed in the body of the plane. This is the first time that an 
illuminated display has been furnished with so few Ingersoll watches. 





Interesting New Juvenile Series in Wm. Rogers & Son 


Popeye* the sailor man is now being introduced in the Wm. Rogers & 
Son juvenile line with three popular numbers . . . bent baby spoon 
‘ 2-piece Educator set . 3-piece child’s set (knife, fork and 
spoon). The silverware is Wm. Rogers & Son quality in the five 
regular patterns. The toys are fascinating Popeye miniatures. Popeye 
will be on the market May 1 





*Copyright King Features Syndicate 1936. 





The Zircon 
“The Zircon, Gem of Mystery” is the title of an eight-page leaflet 
describing the lore, origin and physical properties of the gem whose 
rich and delicate shades extend almost across the spectrum and pre- 
pared by Dreher Bros. & Wilder, importers and cutters of precious and 
semi-precious stones, 48 W. 48th St., New York. 


In its first year of operation the Colorado two per cent 
retail sales tax yielded $5,605,859, which is some $1,600,- 
000 greater than was anticipated when the tax was estab- 
lished. While, of course, the tax is not popular with 
retailers, still some of the sting is taken out of it by the 
fact that the law compels retailers to pass the tax on to 
every consumer, and it also allows retailers five per cent 
to offset the expense of collecting the tax. 
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STUDENT WORK IN JEWELRY DESIGN] 


The annual exhibition 
of the work of the class in jewelry designing conducted 
by C. A. Jakobb at Mechanics Institute, 20 W. 44th St., 
New York, was held Wednesday and Thursday, April 
8 and 9, and the exhibit this year was of unusual merit, 
creating much favorable comment from many members of 
the trade, who visited the school during the two days. 

About 40 students have been enrolled during the past 
year. All told there were over 50 who reported to take the 
course, the facilities of the room accommodating only the 
40 students who took the course. 

Particular interest was created in one exhibit which 
showed the crude preliminary work of students as com- 
pared with the marked improvement shown after about 
22 class nights. The prize winners, this year, were as 
follows: First prize, Alexander A. Maass, first year stu- 
dent, 3506 169th St., Flushing, L. I.; second prize, 
Thomas Parslow, 55 Davis Ave., Hackensack, N. J., and 
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third prize, Irving Gold of New York City. Honorable 
mention was given to Otto Haenelt, 28 East Palisade 
Blvd., Palisade Park, N. J.; Marius Jaccard, 10 Pe 
Ave., New York City and Virgil Locatelli, 581 Wes 
161st St., New York City. Alfred A. Morell, 608 Fifth 
Ave., president of the Retail Jewelers Association of New 
York, presented the three prize winners with valuable 
books pertaining to the jewelry industry. E 
The designs shown above are the work of the followi 
students: Nos. 1 and 5, H. M. Jaccard, first year 
student; Nos. 2 and 12, Thomas Parslow, third year 
student; No. 3, A. Vena, first year student; No. 4, Otto 
Haenelt, second year student ; Nos. 6 and 8, A. A. Maassy 
first year student; No. 7, A. Iberti, second year student; 
No. 10, C. Bjorlin, second year student; No. 11, Irving 
Gold, second year student and No. 9, Fred Kay, second 1 
year student. 4 
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